


iS 













id 


THE MAGAZINE FOR DISTRIBUTORS AND THEIR SALESMEN . =~’ 


M 


Ready For a 
Bit Brace. The 
new Irwin 
4-Way Shank 
is ready for 
immediate use 
in a bit brace. 
No alterations 
whatever are 
required, 


Cut Here For 
Use in Auger 
Handle: . To 
use the bié in 
an auger 
hazdle, cut off 
right back of 
the scuare 
part. 
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For Use in 
Electric Drill: 
The user 
simply cuts the 
bit off at the 
end of the 
round part and 
it is then 
ready for use 
in air or elec- 
tric drills. 


For Extra 
Length: If 
extra length 
is required, the 
bit can be cut 
off back of the 
square part 
and an exten- 
sion rod 
welded on. 


At points 2, 3 and 4 the bits are purposely left soft 
w cutting if needed. 
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with the PATENTED 


4-Way Shank 


Here’s a real improvement in Ship Augers—an auger with a 
new shank that can be adapted for any of the various drills 
in use today—in a few minutes’ time. A hack-saw is the 
only tool needed to do the trick. These new augers come 
with a shank that’is all ready for use in a bit brace, but 
which can be converted into ready-made shanks for use in 
air or electric drills, or in an auger handle, by simply sawing 
off the end of the shank at the proper point. The same thing 
holds true if it is desired to weld on an extension rod. 


Whatever method of drilling is used, this one bit takes care 
of the requirements. The 
drawings on this page illus- 
trate the several ways the new 
shank can be used in various 
drills. 


Molvbdenum Alloy Pool 
Steel heat treated 
throughout its en 


tire length 


With these improvements 
this new Irwin 4-Way Shan 
Ship Auger provides you wit 
a distinct sales advantage 
The 4-Way Shank is a pat 
ented feature exclusive wit 
Irwin and furnished a 
NO EXTRA COST. 


Write today fo 
complete details 
and prices. 





Irwin 4-Way 
Shank Ship Au- 
gers are made from 
Molybdenum Alloy 

Tool Steei and heat 
treated the entire length, 
insuring the proper spring 
temper throughout. They will 

not bend or become distorted. They @& 
will bore perfectly true and stay sharp “@ 
much longer. Even our lowest priced © 


Ship Augers now have the _ hollows 
roughed out to insure a free flow of chips. a 
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AND SALES POWER 
FOR EXTRA PROFITS 


@ The distributor who sells the full Thor 
line of portable electric tools has plenty 
of advantages. In the first place Thor 
distributors gain sales because there is 
a Thor tool for every job... Thor makes 
the most complete industrial line of elec- 
tric tools of any manufacturer. In addi- 
tion, Thor tools are easier to sell because 
Thor is recognized as the pioneer of the 
industry ... every major improvement 
for nearly fifty years has been de- 
veloped by Thor. 


INDEPENDENT PNEUMATIC TOOL CO. 


G00 W. JACKSON BLVD. , CHICAGO, ILLINOIS 
NEW YORK SAN FRANCISCO 
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PROFIT POINTERS 


PUT YOURSEL 
IN THIS PROFIT PICTURE! 


This year Thor distributors sold 
more Universal Electric Tools than 
at any time in the history of the 
Independent Pneumatic Tool 
Company. 
DID YOU? 

Let us analyze the possibilities in 
your territory. Write today. 





PREFERENCE 


THAT IS BUILDING PROFITS 
FOR MILL SUPPLY DISTRIBUTORS 
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LINK-BE 


POWER TRANSMI 


/ 








* Men everywhere are pdifiting to 
the-Link-Belt Power Transmission 

— assurance — results’ have 
proved the value of this equipment 
and_these men don’t hesitate to re 
order as required. 

With such a background. it is easy 
to see why mill supply distributors 
can keep increasing sales — why 
they have a natural profit - building 
opportunity — and why they can put 
more power transmission equipment 
customers on their books. 

The line is complete and includes 
anti-friction and babbitted bearings, 

R take-ups, clutches, couplings, collars, 
RS pulleys, gears, hangers, etc., as well as 
a full line of positive drives — silent 
and roller chain drives, speed reduc- 
ers and variable speed transmissions. 
Send for General Catalog No. 700. 











































LINK-BELT COMPANY 7208 
2410 West 18th Street CHICAGO 
Offices in Principal Cities 
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“IF HE CAN 
SAVE ME 
MONEY-SEND 
HIM IN!" 

















Skinner EMERGENCY PIPE CLAMPS stop 
any pipe leak, under any pressure or tem- 
perature ...instantly and without shutdown. 
Easily applied by anyone, with a small 
wrench. Simple, inexpensive, permanent. 
Saves replacments... steam fitting . . . shut- 
downs ! Sturdily built of malleable iron... 
heavily enameled ... with cadmium plated 
steel bolts and raised lugs. Write for more 
complete information ...to help you sell. 


The Skinner PIPE JOINT CLAMP ... for 
stopping leaks at joints where pipe is screwed 
into fitting ... is also a fast-selling item. 
Learn more about it from our catalog. 





Now is the time to capitalize on the Skinner 
EMERGENCY PIPE CLAMP... the universal 
money-saving pipe leak repair. With steam 
going on for the winter and leaks showing up, 
every plant is a ‘‘natural’’. ..an immediate 
prospect for sales. Customers will thank you 
for showing them how this item can save 
money in repairing leaks in all types of pipe. 
Every new plant sold means repeat business. 


Just take a small clamp from stock and make 
a complete demonstration on every call. You 
can sell many plants a complete stock of them. 
Here’s an active item! Take advantage of it! 
FREE TO MILL SUPPLY JOBBERS AND SALESMEN ... a supply 
of the new illustrated ‘‘Pipe Repair Handbook.’’ Complete informa- 


tion on the use of various Skinner clamps. Carry them in your sales 
kit or mail to prospective customers. 
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His Jop Is A NATURAL ror 


STARRETT SHOP EQUIPMENT TOOLS 


YOU CAN GUESS 


Phow much inspection work it 
takes before this baby gets a final 
'O.K. This shop makes every 
| measurement with Starrett Tools. 
| The men have confidence. They 
work better and faster. And cost- 


ly dies are rarely spoiled. 





A PERFECT FIT! 


Laid out, produced and INSPECT 
with the aid of Starrett Tools, Ax 
like this come through well with, 
close limits. Shops that do this 
kind of work almost invariably 
specify Starrett when they buy 


Precision Shop Equipment Tools. 





PRECISION SHOP EQUIPMENT 


ALWAYS If THE SPOTLIGHT 


The nome Powell has always been in the 
spotlight. Fine workmanship and built-in 
Stamino have made Powell bronze valves 
the first consideration of the plont engineer. 


Our technical department will gladly 
assist you in your valve problems. 
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“We get a 


COMPLETE TURN-OVER 


EVERY MONTH 
with the SKILSAW LINE!” 


... SAYS MR. BADALLI OF 
STANDARD EQUIPMENT 
. a OD se oe > Ga On OB Oe 


How is that for a real record? A monthly 
turn-over, returning the original invest- 
ment in about 3 months is, perhaps, un- 
usual but doesn’t it illustrate convincingly 
that SKILSAW Tools have consumer 
acceptance . . . that they sell in good 
volume at a fine profit? 


SKILSAW Distributors everywhere are profiting by our 
whole-hearted cooperation . . . our consistent advertising 
. our constant efforts to produce a line of GOOD tools 


that make customers and profits! May one of our repre- 
sentatives explain the SKILSAW franchise to you? 


SKILSAW, INC., 3310-20 Elston Avenue, Chicago Mr. J. W. Badalli, president of 


Standard Equipment & Supply Corp. 
214 East 40th Street, New York « 52 Brookline Avenue, Boston of Hammond, Ind., a live and pro- 


- pe a tenatsted 
1429 Spring Garden, Philadelphia Seulsenns ar cate, eens 
312 Omar Avenue, Los Angeles . 2065 Webster Street, Oakland 


SATS IN) 


PORTABLE ELECTRIC TOOLS 


HANDSAWS « DRILLS © BELT SANDERS ¢ DISC SANDERS ¢ FLOOR SANDERS © GRINDERS 
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Smosth ...05 Constant ... 05 the thotor 


CONDOR Ne 
wHipcorD {i]s 
V-BELTS [ite 


WS 









Drives are in tune with the motor when they're 
equipped with Condor Whipcord V-Belts because 
their 9-Point Balanced Construction embodies a 
strength member that maintains firmness, low 
stretch, flexibility on the toughest drives. 


By placing the endless whipcord strength member 
Portable Diesel Electric Oil Drilling Unit. in the neutral axis area with an extensible sec- 
26 Condor V-Belts from engine to countershaft. tion above ond a compression section below — 
an exclusive Manhattan design — Condor Whip- 

cord V-Belts reduce internal breakdown and 

PRODUCTS deterioration . . . add longer service life and 


highest operating economy. 


Compensated Belt Textile Mill Specialties Sand Blast Hose Just as industry depends on Condor Whipcord 
Standard Belt Creamery Hose Sand Suction Hose — 
V-Belt Dredge Sleeves Spray Hose V-Belts for constant, steady power transmission, 
Conveyor Belt Air Tubing Steam Hose 4 : 

pee sc nally sions tinae many leading jobbers have found that they, too, 
Air Hose Hydraulic Hose Garden Hose can depend on Condor Whipcord V-Belts for a 
Brewers Hose Packers Hose Chute Lining . : 
Contractors Hose Paper Mill Hose Launder Lining constant, steady profit > * because their per- 


Industrial Brake Lining and Brake Blocks 


formance on industry's drives build repeat-orders 
OTHER MANHATTAN PRODUCTS 


from satisfied customers. 


Suction Hose Pump Valves Oilless Bearings 

Oil Hose Tubing Belting of Every ; : 

Other Grades of Hose Washers Description If you are not already e Manhattan distributor, 
Packing Molded Rubber Molded Hose for write for details of the Manhattan Franchise — 
Matting Goods Every Service 


a franchise to profit. 







THE MANHATTAN RUBBER MFG. DIVISION 


raat! Tas) i OF RAYBESTOS-MANHATTAN, INC. 
Sy of 
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TENSILE 
STRENGTH TEST 





AMERICAN 
TIGER BRAND 
WIRE ROPE 


BUILT AND TESTED 
LIKE A FINE MACHINE 
another good selling point 








UST as each part of a well-built Rope ts available in cither Standard 
machine* must be tested before it non-preformed) or Excellay (pre- 
is accepted, so each individual wire formed) construction 





in American ‘Tiger Brand Wire Rop 
is tested at least three times, in addi 
tion to test for SIZK be fore it can | American Tiger Brand Wire Rope 


pass to the stranding machin 


TORSION TEST 


Tiger Wire Rope Clips 


ire rope m St: ( . er t ° ° 
Wire rope must stand the severe Electrical Wires & Cables 
tests. It must string or reeve easily } 


and quickly ... spool well... avoid Tiger Wire Rope Slings 
whipping at high speeds... take the Amerclad All-Rubber Cables 
terrific jerks of starting and stopping 


And it 1S these qualitic ; in Amer 


. , > 5 . *dmerica iz ? } Mit } iS ivna 
ican Tiger Brand Wire Rope which : ’ 

; ; y chine, more « j } tiling 
have made it the best selling wir the pine ** Me comehs f mecha- 
rope! American Tiger Brand Wir nism for utilizing or app power.” 





U-S-S AMERICAN Tiger Brand WIRE ROPE 


AMERICAN STEEL & WIRE COMPANY COLUMBIA STEEI COMPANY 
Cleveland, Chicago and New York Russ Building, San Francisco 
— 


. : rd re + , + . 
United States Steel Products Co., (\{fS) New York City, Export Distributors 
\Y ) ) 7% I 
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San Gabriel Dam No. 1, Los 
Angeles County Flood Con- 
trol District—built by West 
Slope Construction Co. 
Height 
Length, attop.... 1500 feet 
Width, at top 40 feet 
Width, at bottom . 1950 feet 
Storage capacity 

56,000 acre feet 


Area of reservoir . 670 acres 


Volume material used 
10,572,252 cubic yards 
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POWER 








No bolted assembly is correctly 
designed wn/ess it includes Helical 
Spring Washers...adequate both in 


rangeand power to keep parts tight. 


SPRING WASHER 
INDUSTRY 


bib WRIGLEY BEDG eOHIeEAGO Tht 


ONLY A HELICAL SPRING WASHER HAS ADEQUATE RANGE OF 
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Necessity Commands— 


“ADVERTISE! 
® 


On Paces 17 vo 20 of this issue you will now been pretty well established that 
find the promotion plan for distributors the industrial distributor is more than 
promised in our October issue. entitled to a legitimate profit. 

Srietly, in this undertaking MILL A romantic business story indeed is 
SUPPLIES endeavors to provide indi the achievement of this) goal by our 
vidual distributors with a personalized past cooperation, But unfortunately we 
means for carrying on the job of: sell cannot say, “And so they lived happily 
ing to industry the value and economy ever after,” and close the book. Either 
of the service they render, we go forward or we go back. Business 

Two reasons prompt this step: (1) vains are won and held by action, and 
The large number who supported T. 8. quickly lost by inaction. 

R. B. demonstrated that some form of The MILL SUPPLIES program is 
industry promotion is wanted. (2) Com put forth merely as a suggestion by one 
mon sense warns that all the gains won member of the industry to all other 
through the previous cooperative effort members. It is presented in a spirit of 
will be dissipated unless the work is wanting to help, and we weleome sug 
continued, vestions on its) further treatment by 

Let us not forget what prompted the everyone, Our object has been to create 
first banding together of distributors. a plan of wide seope and flexibility, 
In faet it would be ditticult for some simple to use, with features varied 
of the not-so-old-timers to forget the enough to appeal in whole or in part to 
unusually strong competition of direct the majority of promotional tastes, and 
selling manufacturers during the “twen suited to the advertising budget of the 
ties” and the widespread notion among smallest house or the largest. 
buyers that to buy direct was to cut Use the suggestions each month, use 
out a middle man’s profit and achieve part oof them oor prepare promotion 
au osmmart saving. material of your own along similar 

We have come a long way since then lines, but whatever vou do, pledge your 

but only through our own efforts. self to tell every buyer in your territory 
By powerful advertising, by constant regularly during 1938 that) he saves 
preaching and plugging, and by unsel when he buys from vou. Let's go for 
fish contributions of hard eash it) has ward lest we slip back! 


JIM CHANNON 
Editor 
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No bolted assembly is correctly 
designed wn/less it includes Helical 
Spring Washers...adequate both im 


rangeand power to keep parts tight. 


SPRING WASHER 
INDUSTRY 


blo WRIGLEY BEDE CHIE AGO Tht 


ONLY A HELICAL SPRING WASHER HAS ADEQUATE RANGE OF 
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Necessity Commands— 


“ADVERTISE! 
s 


On Paces 17 to 20 of this issue you will 
find the promotion plan for distributors 
promised in our October issue. 

Sriefly, in this undertaking MILL 
SUPPLIES endeavors to provide indi 
vidual distributors with a personalized 
means for carrying on the job of sell 
ing to industry the value and economy 
of the service they render. 

Two reasons prompt this step: (1) 
The large number who supported T. 8. 
R. B. demonstrated that some form of 
industry promotion is wanted. (2) Com 
mon sense warns that all the gains won 
through the previous cooperative effort 
will be dissipated unless the work is 
continued, 

Let us not forget what prompted the 
first banding together of distributors. 
In fact it 
of the 


unusually strong competition of direct 


would be dithcult for some 
not-so-old-timers to forget the 
selling manufacturers during the “twen- 
ties” and the widespread notion among 
buyers that to buy direct was to cut 
out a middle man’s profit and achieve 
au smart saving. 

We have come a long way since then 
efforts. 


constant 


but only through our own 


By powertul advertising, by 
preaching and plugging, and by unsel 
cash it) has 


fish contributions of hard 


now been pretty well established that 
the industrial distributor is more than 
entitled to a legitimate profit. 

A romantic business story indeed is 
the achievement of this goal by our 
past cooperation. But unfortunately we 
cannot say, “And so they lived happily 
ever after,” and close the book. Either 
we go forward or we go back. Business 
vains are wou and held by action, and 
quiekly lost by inaction. 


The MILL SUPPLIES 


put forth merely as a suggestion by one 


prograv os 


member of the industry to all other 


members. It is presented in a spirit of 


wanting to help, and we weleome sug 


gestions on its further treatment by 


everyone. Our object has been to create 


a plan of wide seope and flexibility, 


simple to use, with features varied 


enough to appeal in whole or in part to 
the majority of promotional tastes, and 
suited to the advertising budget of the 
smallest house or the largest. 

Use the suggestions each month, use 


part of them or prepare promotion 


material of your own along similar 


lines, but whatever vou do, pledge your 
self to tell every buyer in your territory 
1938 that he saves 


regularly during 


when he buys from you, Let’s go for 


ward lest we slip back! 


JIM CHANNON 
Editor 
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THE. REPUBLIC 
9-POINT POLICY 


A line of rubber items sufficiently 
complete to permit effectively sup- 
plying the requirements of the 
trade solicited. 


* 


A quality of product uniformly 
good and capable of delivering 
service results that should reason- 
ably be expected. 


& 


A price basis inducing and mak- 
ing possible aggressive competi- 
tion with reasonable profit return. 


a 


Freedom from competition from his 
source of supply, either direct or 
indirect, among the trade covered 
by his day to day solicitations. 


Selling helps of reasonable a- 


mounts so that his sales force may 
be given the advantage of spe- 
cialized training and a knowledge 


of the product sold. 


Manufacturers of HOSE 
BELTING e PACKING 
MOLDED PRODUCTS 


14 
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¥%& The Republic 5-Point Policy has been 
ingrained into our organization for so long 
that we give it little conscious thought. 
We are guided by it intuitively. It is as 
much a part of us as the foundation on 


which our large plant is built. 


Just as involuntarily, our distributors 
also recognize and accept the full mean- 
ing of this policy. They would be as as- 
tonished as ourselves if it were violated. 


That sort of thing never happens. 


We continually advertise this policy 
in order that distributors with whom we 
are not associated will realize how uner- 


ringly it guides all our business dealings. 








LEE RUBBER AND 
TIRE CORPORATION 


YOUNGSTOWN e« OHIO 


LEADERSHIP IN POLICY; PRODUCT AND PERFORMANCE 
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Pop, what will your customers think if that belting breaks down on this job? 


New Scare 


Again the stock market holds 
the business man’s attention, its 
October tail spin throwing a deeper 
shadow of the question mark across 
our prosperity prospects. At the 
same time, production is now defi- 
nitely shown to be down—from 117 
in August to 107 in October, ac- 
cording to Federal Reserve figures. 
Which of these things may be 
labeled “cause” and which “effect” 
is a matter beside the point. What 
everybody wants to know is “What 
comes next?” MILL SUPPLIES has 
again surveyed the opinions of in- 
dustrialists, economists, bankers 
and government officials and the 
consensus of opinion seems to be 
something like this: (1) We seem 
to be in a sidewise period of the up- 
ward movement. (2) Production 
and retail sales are likely to improve 
during the next two months. (3) 


Agreement is nearly general on 
an improvement in the first quarter 
of 1938. (4) A fast pick-up a year 
from now is predicted by some, with 
the full recovery period to follow 
after that. (5) We aren’t out of 
the old depression yet so there is 
little reason to expect a new one 
booms and slumps always. take 
turns, and now the boom’s turn 
is still to come. In short, the gen- 
eral tone of even the most con- 
servative is moderately bullish. We 
don’t recommend running for cover 
just yet—you might miss some- 
thing good. 


Miller-Tydings 


Enactment of the Miller-Tydings 
act by Congress now makes it pos- 
sible for manufacturers of trade- 
marked or branded merchandise to 
make legal price maintenance agree- 
ments enforceable in the courts 
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of the 42 states which have adopted 
fair trade laws. This means that 
he who cuts the price set by the 
manufacturer may be sued by “any- 
one damaged thereby”’—which is 
a pretty broad wording. for any 
law. Undoubtedly many manufac- 
turers will take steps to strengthen 
their resale set-ups in the near 
future. This doesn’t mean that Uto- 
pia is at last achieved, But another 
nail has certainly been driven into 
the coffin of O Debbil Price Cut- 
ting, and that’s progress in any 
man’s industry. 


Thank You, Thank You! 


After all the midnight oil burned 
by MILL SUPPLIES editors during 
August’s insufferable heat, it was 
heartening to know that our Sep- 
tember issue met with the approval 
of distributors. Their letters of 
praise for the Sales Guide number 
are welcome reward for the extra 
effort that was expended and we 
take this occasion to express our 
gratitude. It would nearly take an- 
other volume the size of Septem- 
ber’s to reproduce those letters in 
print, but we have set aside Page 
33 of this issue to quote from just 
a few of them. 


Super Salesman Foiled 


Beneath his presidential veneer 
as head of both the Holo-Krome 
Screw Corp., and the Billings & 
Spencer Co,, Bill Purtell remains at 
heart a salesman, and so, when his 
September vacation took him to 
the West Indies and South America, 
he couldn't the temptation 
to try selling both Holo-Krome 
screws and Billings wrenches to a 
hardware merchant in Caracas. The 
only Spanish words Bill knew didn’t 
seem to fit this situation, and the 
merchant’s English was limited to 
some words he must have picked up 
while listening to an_ old-time 
Marine who had just fallen and 
skinned his shin. By gestures Bill 
attempted to explain just what a 
Holo screw was. This turned out 
to be more calisthenics than he 
bargained for, but after about a 
half hour the prospect began to 
smile in understanding. “Si, si,” he 
said, then went to the shelf, hauled 
out a corkscrew and said, “All 
Americanos buy—One-half  dol- 
lar.” Next time Bill swears he won’t 
be caught without his sample case. 
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Highlights This Month 


1.8.R.B. Dissolved at meeting of 
Board of Directors in Philadel- 


phia, October 8 (see news section). 
R. C. Neal Co., Buffalo, announces 
industrial show to be held Novem- 
ber 17-19 in conjunction with 25th 
anniversary. 
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Manufacturer relations commit- 
tees of distributor associations 
meet in Cleveland September 28-29 
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sts (see news sections). 
Salesmen of Briggs-Weaver, Dallas, Texas, pose with officials of Cleveland Twist Drill as the Mid-year meeting of executive 
distributor group makes a tour of source-of-supply plants through the east committees of three associations 
set for Rye, N. Y., December 8 
‘77 e = ~~ ae (see news section). 
I . = a aiieeaian Zone meetings of distributors and 
. i al e manufacturers held October 13, 
Louisville, October 14, Cincinnati. 
¢ ; g - Trade mourns the death of Alfred W. 
" i Clarendon, president of Hand Hardware, 
ir ' Elizabeth, N. J. 
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General view of the exhibit floor layout at the Satterlee industrial show, Minneapolis 


Distributors visit Dodge Mfg. Corp., Mishawaka, Ind. Front, left Yeager, F. T. O'Hara (all of Dodge); W. L. Fluke, Jr. (Somers, 
to right: G. C. Miller, Jr. (Dodge); C. Kimball, R. Kastning, Leo Fitler & Todd, Pittsburgh); E. M. Carver (Dodge); Charles V. 
Boylan (all of W. M. Pattison Supply, Cleveland); Charles Wright Pattison, G. Boufford, H. M. Pott, L. Hopkins, B. F. McQuate 
B. E. Bales, Garth Stroup, Benton Turner, Jr., R. M. Kemper, {all of Pattison); E. S. Grant, G. N. VanDerhoes, W. W. French 
L. O. Carroll (all of Dodge). Back row, left to right: H. H. (all of Dodge) 
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YOU advertise to industry 


Here IS the opening gun ina 
promotion campaign designed by 
MILL SUPPLIES to help distributors 
advertise their services directly to 
industrial buyers. Features of the 
plan are twofold: It talks costs 
from the standpoint of the buyer 
to whom it is directed; and _ it 
makes provision for the distributor 
to tie in directly by injecting his 
own name into each promotional 
piece so that, in fact, the advertis- 
ing becomes his own, 

In designing this plan, care has 
been taken to allow for necessarily 
lean promotion budgets which exist 
in many houses. The plan is wide 
in scope, suggesting a number of 
different means of approach. All of 
these methods may be used, or any 
combination of them that is de- 
sired. 

Briefly the plan is this: MILL 
SUPPLIES will create a new adver- 
tising story each month, written 
for distributors to direct to their 
customers and prospects. For the 
present, suggestions are made for 
the following forms of advertising: 
(1) Two-color folder, envelope size; 
(2) Blotter; (3) Sales letter; (4) 
Sticker. 

The folder has been designed in 
the distributor’s favorite — size, 
34 by 61 inches (as determined by 
the survey of the American Sup- 
ply & Machinery Manufacturers’ 
Association). To make use of this, 
first secure the electrotype plates 
from MILL SUPPLIES at cost. Take 
these plates to your local printer, 
indicate to him where to set in 
your firm name, address, phone 
number and list of lines. Folder 
should be sent out with the sales 
letter. 

The blotter, in handy envelope 
size, each month will carry essen- 
tiaily the same sales theme as con- 
tained in the folder, although in 
condensed form for quicker read- 


ing. It, too, is to be printed locally 
from plates supplied at cost by 
MILL SUPPLIES. The distributor’s 
name, address, ete., is to be set 
in type by the printer. Blotter, like 
the folder, should be sent out with 
a sales letter. 

The sales letter will suggest a 
new piece of copy each month, and 
can be revised or altered to suit 
individual needs, then sent out on 
the distributor’s letterhead, prefer- 
ably with either the fol@er or the 
blotter. Copy theme on the letter 
each month will tie in with that 
stressed in folder and blotter. 

The sticker is a spot of adver- 
tising which can be affixed to the 
thousand-and-one letters, packages, 
invoices, statements and_ other 
pieces that go out of the supply 


house from day to day. Because of 
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technical difficulties which dis- 
tributors may encounter in print- 
ing stickers locally in relatively 
small quantities, MILL SUPPLIES 
has elected to assume production on 
these—but again, with the dis- 
tributor’s own name imprinted on 
the piece. Due to the fact that a 
blanket order for a large number of 
stickers must be placed at one 
time, all orders for stickers must 
be received by MILL SUPPLIES be- 
fore November 26. Orders for 
stickers must be sent in lots of 
5,000. 

On the next two pages are shown 
the suggested folder, blotter and 
sticker, plus the suggested sales 
letter copy. Specific cost figures 
on plates and stickers, and esti- 
mated costs of local printing, will 
be found on Page 20. 


Composite showing various types of pror 
(reduced in size) in two colors—blue and 
See actual sizes, in black and green, on next 
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FOLD HERE 





Dear Mr. Blank: 





miahty hard to squeeze out 4 profit these days. unles 
take advantage of every possible opportunity to cut costs 
to the bone! 

That's WhY the Jones Supply Co., your local 
sadustrial distributor. is your friend in need today- Our 
efficient service |S helping dozens © plants and institu: 
tions save real money through reducing storage costs, 008°" 
lescence: depreciation. and through cimplifyingd purchasing 


Are YOU making full use of our service? We 
maintain complete stocks of nationally known supplies and 


equipment to fill your industrial needs + °° render 4 
broad consultant service on iqstallations » * .¢ make regu" 
\ar deliveries TO your work nights if necessary 


Costs must be cut in | 38. 
ask ony of our salesmen for full details of how We can he'f 


you cut yours: 


We invite you to 
e\p 


Very * uly yours 
JONES SUPPLY co. 


nents 


C 
ALL YOUR DISTRIBUTOR 


ones SUPPLY Co. 


3203 FuRST AVENUE, CHICAGO. we 


industrial pistributor® 














rials—oPt Labor—up! it's 
day, yniess you 






































WHAT IT COSTS 


Here are approximate estimates of what each of the promotion 
pieces should cost—These figures (except electrotype plates 
ordered from MILL SUPPLIES) may vary with printers in 
different localities. 


The FOLDER 
Complete two-color plates. ...60 cei siscasccssuccscvesdceenes $22.00 
(Order direct from MILL SuPPLiIEs. This price covers cost of 
plates, packing and delivery) 
Printing (estimate of what your printer will charge, inclading 
use of your firm name) 


eee $16.00 la $22.00 | ree $27.00 
The BLOTTER 
ARN NNR fa. as ech ain gelation seach ase Beare ae ate ncme aime ROE $6.50 


(Order direct from MILL SupPPLIES. This price covers cost of 
plates, packing and delivery) 
Printing (estimate of what your printer will charge, includ- 
ing blotter stock and use of your firm name) 
1,000 $18.00 2,000........$22.00 


coerce o @ - Doe. 


The STICKER 
Order in lots of 5,000 direct from MILL SUPPLIES. 
cost of printing 


Teer $26.00 


Price covers 
(including firm name), packing and delivery. 


PUr BOO: diac cecciveus S7.50 Per 16,000. 2.6.6 cess: $12.00 

The LETTER 

Consult your local letter service for estimates on various types of 
letters—Use our copy or change to suit—Inquire of letter service 


for help in building a mailing list if you do not already have one. 












Dealing with Printer 


In dealing with your printer, tell 
him you will furnish complete 
plates, for printing both colors, 
and that he will have to set only 
the type for your firm name and 
list of lines carried. Plates will be 
slightly larger than finished size 
to allow him to trim. The size 
after trimming will be 7 by 6} 
inches (before folding) for the 
folder, and 3} by 6} inches for the 
blotter. Indicate in designated place 
where to print your name, address, 
phone number and list of lines you 
carry. Folder and blotter are in 
two colors. You may use them in 
green and black, as shown on pre- 
ceding pages, or use other colors 
if you wish. Recommended paper 
for the folder is a light-weight 
bond, medium weight supercalen- 
dared or coated stock. 


How to Order 


For electrotype plates on 
blotter or folder, write to MILL 
SUPPLIES, 330 West 42nd Street, 
New York City, advising which of 
these pieces you want to use and 
where you want plates shipped. For 
stickers, order in lots of 5,000 di- 
rect from MILL SUPPLIES, giving 
firm name you want on sticker. 


the 
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FUTURE PROMOTION PIECES—Here are rough layouts of the type of pro- 
motion to follow in future issues of MILL SUPPLIES. The folder on the left 
will appear in December, together with related material, and the folder on 
the right, plus other material, will appear in January 


ue 
monty Savi 


Remember! | 


Any advertising, to be effective 
to achieve results, must be directe 


with care and forethought. |; 
making use of the advertising m:. 
terial presented on the precedin 
pages—or any part of 
suggested that the following point: 
be borne in mind: 

1. This type of material aim 
at the man at the top—the ma 
who determines buying _ policy 
Plan your way to reach him. 

2. Don’t enclose this type @ 
folder promiscuously in all kinds 
of letters you send out, or put 
them in delivery packages. Fold 
ers should be attached to a special 
sales letter which talks about and 
sells the same idea as is embodied 
in the folder. 

3. In all possible cases, address 
letters to an individual. Have his 
name and title right. If possible, 
send letters first class to get more 
attention value and effect. 

4. Be prepared to follow up. 
Have your salesmen primed with 
facts about the economies of dis- 
tributor service, so that they may 
add to the force of the message 
on their personal calls. 
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and how it wo 


: 20 was “Wow Day” 
at Wirthlin-Mann Co., Cincinnati 
—so called because anyone inspect- 
ing that company’s total orders 
chart for the month would be 
moved to exclaim, “Wow!” upon 
coming to the figures piled up on 
that day. This event has long ago 
become an affair of annual import- 
ance among industrial buyers in 
the Cincinnati area, and Wirthlin- 
Mann are sold on its merits as a 
means for opening up new accounts 
and stimulating business through- 
out the year. 

Briefly, the plan is only this: A 
concerted drive is made to get at 
least one order from every indus- 
trial purchaser, both regular and 
non-regular, in the Wirthlin-Mann 
territory. For about a month pre- 
vious to the date set for “Wow 
Day”, salesmen and executives of 
W-M busily build up the event. 
First, a friendly, interest-catching 
sales letter goes out, announcing 
the date, explaining the feature and 
making the first request that an 
order be given on that day. Later, 
1 “Wow Day” blotter is sent out to 
buyers. When kept on the desk the 
blotter helps keep the coming event 
in the consciousness of the buyer. 
Meanwhile, salesmen are talking it 


up on their calls, and soon they ask 
for permission to put a “Wow Day” 
sticker on the purchaser’s calendar. 
Leave to do this is usually granted 
and so the buyer’s own calendar 
becomes an ever-present reminder 
that the big day is approaching. 
Orders begin pouring in the pre- 
vious day. That night the trucks 
are loaded and rarin’ to fo first 
thing in the morning. Let it be 
said that ample stocks are laid in so 
that orders may be filled at once. 
At this point the greatest danger 
is that service may bog down, and 


it is against this danger that 
Wirthlin-Mann takes careful pre- 
cautions. The scheme — funda- 


mentally is a sample of the com- 


Wirthlin-Mann promotion event builds 


order peak without sacrificing sales 


from periods before or after 






pany’s service—it would be better 
to have no such promotion at all 
than to have the sample produce an 
unfavorable kick-back. Order fill- 
ing goes on most of the night be- 
the event. Executives join 
salesmen and all join with 
clerks and delivery men to 
put it over right. It’s no novelty 
to see some of the top men at 
Wirthlin-Mann driving one of the 
trucks on “Wow Day” 

On hearing of this plan, the ques- 
tion that comes into many minds 

“But doesn’t the event build up 
a big order total on one day at the 
expense of orders received just be- 
fore and just after? In other words, 
don’t purchasers withhold orders so 
that they may be given at the time 
of the big promotion?” A glance 
at the accompanying order chart, 
as kept by E. N. “Bud” Wirthlin, 
Jr., will answer that question. It 
shows orders continuing at an even 
pace of normal ups and downs both 
before and after the October event. 

The secret is that the plan really 
achieves its objective of getting 
non-regular customers to take a 
chance for one day only and sample 
the Wirthlin-Mann quality and ser- 
vice. Naturally, not all are held 
thereafter. But sampling is an 
effective merchandising lever’ in 
other fields, and in this case it is 
just as valuable a means of opening 
up new trade channels. 
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The “WOW” Day of the Year 








Wednesday 
October 20th, 1937 


* 








We propose to make this day 
the banner day of the year. 








THE WIRTHLIN- M / 


CINCINNATI 


This blotter helps build up the promotion— 
and the sticker goes on the P.A.'s calendar. 





















We will strive to secure at least one order on 
October 10th from each concern in this terri 
tory - -- order s from individuele for Merde wr 
fire extinguishers, ash cans, garden 

wi be enthusiastically received 





Please remember the date 


“WOW” Day --October .20th 


.. Phone, CHerry WA 
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HEN the Carey Machinery & 

Supply Co., Baltimore, Md., 
elected to speed its climb out of 
the depression by putting its pro- 
motional guns back into action, the 
management hit a snag. Mailing 
lists, they found, are like pota- 
toes—they must be constantly cul- 
tivated to be any earthly good; 
and theirs, like so many others, 
had temporarily failed to get its 
necessary hoeing. Especially rapid 
is the mailing list’s deterioration 
during times of business slump, 
when firms are failing and person- 
nel being shifted. But—a good one 
is the backbone of every distrib- 
utor’s promotion scheme; theirs 

















































had to be rebuilt—so what to do 
about it? 

“As long as we're doing the job, 
we may as well do it right,” figured 
Vice-President Andrew G. Carey, 
who also acts as sales manager. 
Whereupon, after some weighty 
thinking, a plan was devised which 
links mailing list, salesmen’s call 
reports and customer records into 
a neat and efficient system which 
has greatly strengthened the com- 
pany’s machine for getting busi- 
ness and holding it. 


Under this plan, each buying 


factor whom the Carey company 
wants to reach 
peppered 


is systematically 
with sales_ literature 
calls at 

t card 





which applies to his own situation. 
Each salesman, in addition to being 
provided this powerful backing 
from the office, is also helped to 
budget his selling time and then 
to check back and see how this 
budget works out as to results. 

The first step the Carey company 
took in working out the plan was 
to devise a sheet to be bound into 
a loose-leaf ring book, this sheet 
to contain important information 
about their customers. In the upper 
left was space for designating the 
territory, then the customer’s firm 
name and address. On the lower 
part of the sheet were spaces for 
giving actual names of various 
officials in the plant being called on, 
These, naturally, were intended 
both for use in the mailing list, 
and to provide the salesman with 
a record in his own customer list, 
of all the names of plant officials, 
with initials and titles. 

Below the firm name, the sales- 
man was asked to check how fre- 
quently the plant should be called 
on—1M, meaning once a month, ete. 
Next, he listed, by code, the kind 
of industry, 4-A, for instance, 
meaning machine shop. Next, a 
code was devised for the various 
product classifications, and code 
letters were given to indicate what 
products this customer buys. For 
example: Machine tools ‘is “A”, 
power transmission is “C”, general 
mill supplies is ‘D”, ete. 

Sales for the previous year were 
also written in, and then, starting 
with 1937, quarterly reports were 
made, showing the number of calls 
made per quarter, and the sales 
total—the latter cumulative’ by 
quarters through the year. The 
sheet has space for two years’ use, 
so that 1938, in this case, can also 
be taken care of. 

This sheet was filled out in tripli- 
cate,,one copy being kept in the 
salesman’s book, one in an office 
book, and the other, a perforated 
one, cut into strips and filed, thus 
creating the master list from which 
the mailing lists are taken. 

Mr. Carey explains the worth 
of the system when put into use 
for mailing out promotion pieces: 

“Too often distributors just wad 
the shotgun and blast when they 
advertise. We have been guilty of 
that too—sending fertilizer chain 
circulars to foundries and twist 

(Continued on page 118) 
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At that cry, tool and die shops prick up their ears, for 
tooling up the country's metal-fabricating plants is their 
business. And their business can be yours—here's how— 


by E. J. Tangerman 


TECHNICAL EDITOR 





LET’S START OUT by defining a die 
as we’re discussing it here. It is 
a metal block or plate, usually one 
of a pair, shaped to give a desired 
form or shape to an object by 
pressure, a blow, a cut, or com- 
binations of these actions. Forging, 
coining, blanking, shearing, press- 
ing and some types of molding 
metals and associated materials all 
are done in dies. A shop devoted 
to making such tools is usually 
called a “die shop”, or more prop- 
erly a “tool and die shop”. 

Die shops make not only dies, 
but special tools of all sorts, jigs 
and fixtures (holding devices for 
special-shaped material in process), 
patterns (metal), sample pieces, 
one-of-a-kind parts, and so on. 
They are really precision machine 
shops, with all the machines of the 
usual machine shop plus_ such 
specialized tools as the jig borer, 
the contour lathe and the die 
sinker. The plant and its workmen 
use all the tools and parts a regu- 
lar machine shop does, but often 
in greater quantity. 

In Detroit and other automotive 
centers, the usual die shops make 
fairly small dies and fixtures, often 
highly precise, for automotive 
plants. In the Chicago and Pitts- 
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burgh areas, they make heavier 
units for fabricating railroad and 
similar heavy parts. In Dayton, 
many make molds for the rubber 
plants. So it goes throughout the 
country, the die shop’s output and 
its requirements varying with the 
local major industries. Every 
manufacturing town has its die 
shops; metal-working towns have 
from dozens to hundreds. 

Now, what do they buy? The 
materials include the full range 
of metals and metal shapes, from 
flat, block and bar steel to cold- 
rolled and cold-drawn stock, drill 
rod, aluminum bar, block and 
plate, stainless steel, brass, bronze, 
copper and all the alloys. A good 
die shop will have a continuous 
stock of some 8 or 10 tons of such 
materials, many of them valuable 
enough to be kept under lock and 
key and normally bought in small 
quantities as needed. 

Dies, molds and templates are 
assembled with dowels, counter- 
sunk-head, headless, socket-head 
and similar special capscrews, or 
even with rivets (all types) or 
welds (which means the full range 
of welding rods, fluxes, and weld- 
ing equipment). Some industrial 
distributors will sell hundreds of 


thousands of dollars worth of cap- 
screws each year to die shops alone. 
Setscrews(both headed and head- 
less), lock washers, taper pins, 
bolts and lock nuts are also used 
in quantity. 

Such fastening means also sales 
of screwdrivers of all types, 
wrenches, socket-wrench sets, and 
so on. Other hand tools include the 
full set shown under “Machinists”, 
page 59, September Mill Supplies, 
as well as the greater proportion 
of the tools and equipment shown 
under “Metal- Working Shops”, 
page 58 of the same issue. These 
are supplemented with © special 
gages, gage blocks, optical and 
mechanical comparators and so on, 
the particular selection depending 
upon the local industries and the 
precision they demand in their 
Files, chisels, hacksaws and 
blades, hammers, center punches, 
hand reamers (straight and taper- 
pin tapers), threading-die and 
stock sets, vises, work lights, and 
so on are all in great demand. 

Supplies include machine and 
cutting oils, greases, waste, car- 
penter’s blue chalk, Prussian blue, 
abrasive grain, blocks and _ sticks, 
grinding wheels, wheel dressers, 
small crowbars, abrasive paper and 


dies. 


cloth, rope and chain (for slings 
and lashing), paints, enamels, 
lacquers, babbitts and putty. 

Large die shops have the full 
range of machine which 
means sales of toolholders, tool bits 
(for lathe, shaper and planer), 
tool steel for forged tools, drills, 
taps, tap wrenches, 
sleeves and sockets, arbors, chucks, 
mandrels, clamps, clamping devices, 
angle plates, dividing heads, paral- 
lels, dogs, face plates, milling cut- 
ters (including fly cutters, rose and 
end mills, etc.), as well as pulleys, 
belting, sheaves, clutches, _ belt 
dressing, belt lacing and fasteners, 
shafting, hangers, sleeve and anti- 
friction bearings, bushing-brass 
stock, and special attachments of 
all sorts. 

The workman in a die shop is 
usually a first-class machinist and 
bears the additional title of tool- 
maker and diesinker. As a skilled 
man, he wants the full kit of first- 
class machinist tools, with all the 
precision tools and measuring 
devices he can lay his hands on, 
enclosed in a first-class tool box 
or kit. A good toolmaker or die- 
sinker will often have a kit of 
personal tools worth four or five 
hundred dollars, and is continually 


tools, 


reamers, 
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making replacements or buying 
new types. He may even have a set 
of outside mikes up to 6 or 8 
inches, one or two sets of inside 
mikes, bevel protractors, combina- 
tion squares, sine bars, machinist 
levels of several lengths, magnify- 
ing glasses, and so on. I have 
known toolmakers who even had 
their own sets of marking punches 
and stamps, ultra-small _ drills, 
reamers, taps and dies. Any of 
these things the company may 
supply—in fact often does. The 
company also often buys precision 
tools in quantity and resells them 
at cost price to workmen. 

This latter condition may re- 


quire you to sell practically every- 
thing through plant executives or 
the purchasing agent, you billing 
the company and the company de- 
ducting the cost of purchased tools 
from the employee’s pay, either 
in a lump or in a series of pay- 
ments. The usual up-to-date die 
shop will be training its own ap- 
prentices, and it is customary to 
give the apprentice a set of prelim- 
inary tools during his training 


and when he becomes a journey- 
man. 

We have been speaking thus far 
of the independent die or tool shop, 
recognizable by the fact that its 
only product is special tools and 
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equipment for other manufacturers, 
You will also find the equivalent 
of the die shop in many large 
manufacturing organizations, 
There it is called the tool room, 
and again has highly precise tools, 
special equipment, materials, etc. 
In equipment selling, as in fish- 
ing, one of the best ways to sell 
is to find a “concentrated” market, 
one that buys much equipment in 
wide variety. The tool and die 
shop, and its plant counterpart, 
the toolroom, are two of the most 
concentrated markets available for 
the full wide range of machinist’s 
tools and metal-working supplies 
and equipment. Don’t neglect it! 























The “boss and chief in 
tion—J. W. Minder, pres 
and treasurer (below). A 
two officers—and three | 
men! Left to right—J. J. ; 
neau, secretary; E. A, Mil 
vice-president, and L. T.T 
salesman 
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and sell transmission 





by E. J. McOsker 


WESTERN EDITOR 



































































































































THIS ISN’T a story about the lumber equipment and associated products here,” says J. W. Minder, president 
industry. were gradually taken on. and treasurer. “Everyone makes 

We’re merely quoting the Then, in 1928, when the Minder a real effort to do his job as well 
“chief’s” own words in discussing organization moved into its present as it can be done, and I might logi- 
the practices of the J. W. Minder location, machinery was _ installed cally attribute any little success we 
Chain and Gear Company, Limited, for making gears and_ sprockets have had to the fact that we do 
of Los Angeles, which has come and for doing general machine make a real effort to give service. 
along impressively in the compara- work. This equipment has been As an example, our shop operates 
tively short period during which added to until now the entire south sixteen hours a day, which allows 
it has been in existence. building is occupied by the ma- us to get out jobs on short notice.” 

It was in March, 1923, that this chine shop. And it was necessary Today the J. W. Minder Chain 
successful Pacific Coast power a little more than a year ago to and Gear Company has an enviable 
transmission specialty house was take over the building to the north reputation with its manufacturers 
established. Then the company in order to provide additional room. and customers alike as an organiza- 
had one chain manufacturer’s line. Total floor space occupied is at tion of go-getting and servicing 
Lines of other representative man- present about 18,000 square feet. power transmission engineers and 
ufacturers of power transmission “We just continue to ‘saw wood’ salesmen. 









A view of the Minder Machine shop Looking toward the front of the stock room 
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RHAPS no activity in the | 
dustrial supply business bet- 
exemplifies the importance of 
fing your customers’ problems 
does the sale of thread-cutting 


f course, in making that state- 
I realize that almost any- 
iy to be sold right must be sold 
he basis of customer advan- 
s—speeding up work, increas- 
efficiency, cutting costs. But 

many items in the supply 
ness, the applications are more 
3s general. For instance, it is 
jlished that certain tools will 
such a performance in this or 
type of metal. So, when you 
vy these tools and what they 
do, you are pretty well pre- 
od to make recommendations 


kly. 











“Often, in 


small tools, 


by R. H. Seiple 


Francisco and Oakland, Calif 


/ 


With a background 


of 20 years’ practical experi- 
ence as a machinist, Mr. Seiple 
has been a_ successful spe- 
cialty salesman on thread- 
cutting tools for fourteen 
years, eight of them with the 
well known supply house of C. 
W. Marwedel, San Francisco 
and Oakland. Here he tells 
you some of the things he has 
learned from his extensive ex- 
perience. Particularly, he says. 
you must know your customers’ 
problems thoroughly, and then 
how to go about solving them. 


Specialty Salesman, C. W. Marwede 


Srnig 
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of our very 
ity," comments 


THE PROBLEM? 


That's the Important Thing to Know in 
Going After Thread-Cutting Tool Sales 


However, many  thread-cutting 
operations involve special prob- 
lems. That means you must study 
the details of each problem, and 
then go back and figure just what 
tool will do the work. Sometimes it 
is imperative to consult with the 
factory, and in some _ instances 
where there are no thread specifi- 
cations, it becomes necessary to 
ship a sample of the job to the 
factory and ask if they have a hob 
from which chasers can be made. 

Right here, however, I want to 
point out how important it is for 
distributor to carry a widely varied 
stock of thread-cutting tools, in 
order to give prompt service to 
customers. I believe that here at 
Marwedel’s, in Oakland, we carry 
the largest stock of tools made by 
our manufacturer maintained any- 











where in the country outside the 


factory. Our biggest replacement 
business today is in chasers (where 
in former days it was die heads and 
chasers) and we carry an extremely 
large chaser stock, some of which 
you wouldn’t be likely to find any- 
where else in the country, even at 
the factory. We have on hand at 
all times everything in standard 
chasers from No. 256 to two-and-a- 
half-inch. And our range of other 
thread-cutting tools in stock is 
practically as complete. 

I am rather fortunate in having 
a practical background for my 
work in selling thread-cutting 
tools, as well as gage blocks, grind- 
ers, double-end milling cutters and 
a few other specialties. I was a 
machinist for 20 years. Fourteen 
years ago I entered the selling game 
as an employee of the Tool Equip- 
ment Co., which at that time was 
sales agent for the thread-cutting 
tool manufacturer Marwedel now 
represents. Eight years ago I came 
to Marwedel, and I have been Mar- 
wedel’s sales specialist on this 
thread-cutting tool line since. 

The job of selling thread-cutting 
tools today is considerably differ- 
ent from what it was when I 
started at it. In those days, die 
heads and chasers were not widely 
known and you really had to do a 
missionary job on them. Today, 
however, the 
alloy 


increasing use of 
especially the 


steels, heat- 


that co 









treated variety, keeps us on the 
jump. If at any time there is a 
tendency on the part of the sales- 
man or operator to think he knows 
all about thread-cutting, a sour lot 
of heat-treated alloy steel will re- 
duce the swelled head very quickly 
and cause him many a severe head- 
ache. 

One stunt I used to employ to 
arouse the interest of the plant 
man was, on shaking hands with 
him, to leave one of my very small 
tools in his hand. Nine times out 
of ten this little act would open 
the door to a thorough discussion 
of the tool, its purposes and what 
it would do for the prospect to im- 
prove his work and lower his costs. 


Sample Often Works 


Another entering wedge I em- 
ployed was to show the prospect a 
sample of an unusual thread and 
then inform him it was done with 
one cut by means of one of our 
tools. 

Then followed the natural ques- 
tion: “How would you like to 
remove all your metal in one cut?” 
or—“‘How would you like to do a 
thread-cutting job like that in 
eight minutes?” 

Almost invariably there followed 
a thorough with the 
prospect bringing up his thread- 
cutting problems and asking you 
if they could be solved with the 


discussion, 
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products you sold. The result fre- 
quently was that you secured ¢ 
sample of the work and brought 
back your recommendations. If the 
tool you sold him worked, ther 
replacement business became a mat 
ter of course. 

Today, of course, thread-cutting 
tool lines such as the one we handl 
are so well known that it is no 
necessary to sell the general ide: 
any more. But you still must knov 
your. customers’ problems thor 
oughly, or you can’t make recom 
mendations. And if you can’t mak 
the proper recommendations, yo 
can’t sell thread-cutting tools. Thi 
means that you must get righ 
down to the man who is directin 
the thread-cutting job. The pw 
chasing agent is generally the las 
man in the world on whom yo 
can do an effective selling job t 
secure an original order. 

The general line salesman fc 
the supply house can be a gre: 
help to a specialty man, I kno 
our men do a lot for me. Not onl 
do they tip me off to plenty 
“hot” prospects, but frequent 
they provide my entree to the righ 
people in plants where substanti 
sales are possible. I work as close 
as I can with our general line me 
in the San Francisco and Oaklar 
offices, and our cooperative effor 
are bringing results in the way 
thread-cutting tool 
house of Marwedel. 
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“EXHIBIT B'—To the man given as refer- 
ence this form provides an easy method of 
giving full details about the man under con- 
sideration, instead of writing a meaningless 


“EXHIBIT A''—Searching questions make the 
job applicant reveal every detail of his 
background and experience, plus shedding 
much light on his personal characteristics 
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Month 


MACHINES 
1 | Am. Lathe 
2 | Am. Radial 
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4 | Allea 


1 


6 
7 | Cochrane Bly 
8 | Cone Auto 

+ " 


91D 


14 | Geo Gorton 

15 | Hisey Wolf 

16 | Jarvis & All Tap 
+ 

17 | Kane & Roach 
4 _—. & 

1® | Kelly 

19 | King Mills 
+ 

20 | Kingsbury 
4 —_ 


22 | Lathe Chuck 
23 | Logansport 
+ 
24 | Maximillers 
Niagara 
26 | Oster W 
+ 





Ju ter Cable Lathes 
29 | Racine 
+ 





“EXHIBIT D"—A monthly call sheet tells the whole story of calls 
and results, listing names of all the important lines the salesman 
represents. This particular specimen is used in the firm's 
machine tool sales department 


10 | U_S Motors 

31 | Used Mach 

32 | Univ B rice . 

u " pit 
Toral 











30 MILL SUPPLIES © NOVEMBER 1937 











~ a 











= 


NDER THE PLAN of. hiring 

and training salesmen which we 
have used in all departments of 
our business for the past several 
years, there are, of course, two 
types of men considered. First, the 
young man with little or no out- 
side selling experience who comes 
to us to work up to an outside 
sales position, Second, the experi- 
enced man who is familiar with 
the products he is to sell but needs 
to be schooled in our way of oper- 
ating. We will deal with the former 
type first. 

The term of training for such 
a man we find runs from four to 
six years. When he first comes to 
us there are certain very definite 
facts we want to know about him: 

Has he ima; aau a? 

Is he of a financially stable mind 
and looking cut for his own future? 

How much technical education 
has he had? 


for hiring and training 


SALESMEN 


What practical experience has he 
had? 

How is his health? 

What is his general character? 

Is he a good sport? 

Does he have the courage of his 
convictions? 

We prefer a graduate engineer, 
or at least one who has had two 
years of college education in some 
branch of engineering—preferably 
one who has earned part of his 
way through college. We find that 
such men come out with a_ better 
grasp of basic engineering than 
those who did not have to make 
some sacrifice to secure this special- 
ized training. 

A standard Dartnell form pro- 
vides searching questions which 
bring out these points. I offer this 
form as “Exhibit A”. We use an- 
other orm for following up refer- 
“Exhibit B’. With this in- 
formation at hand, if the applica- 


ences 





eae 





O 


WORK SHEET 





Monthly Sales 


Total Sales included to date___ 








tion looks favorable we insist on 
a personal interview. (This same 
procedure applies in hiring an ex- 
perienced man). 

Every inexperienced new man 
goes through our receiving and 
shipping departments. Then, if his 
services Warrant promotion he is 
advanced to a sales position on 
our store floor. Regardless of what 
department he is to finish in, these 
elementary positions give him a 
general knowledge of the company 
and familiarize him with the neces- 
sary inside paper work and routine 
of our business, at the same time 
permitting us to gain some use- 
ful work from him during the train- 
ing period. He also attends our 
sales school meetings which run 
from October to May, being held 
every other Friday night. 

Every one of these young men 
must win promotion on his own 

(Continued on page 114) 





by F. B. Scott 


Vice-President, Syracuse (N. Y.) Supply Co. 


Addressing these remarks to the conven- 
tion of Associated Machine Tool Dealers 
at French Lick Springs, Ind., Mr. Scott 
gave a remarkably clear picture of how 
his firm's selling program succeeds through 
its thoroughness in selecting men and 
directing them with intelligent guidance 
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100 = Average Monthly Sales, 1923-1925 >» 











September was a month of restricted sales for the supply business, 
as industrial plants generally curtailed their production programs. 
The Sales Indicator slipped from 117 in August to 112 in Septem- 
ber, while the dollar value of average order dropped from $19.10 
to $18.45. The number of orders per working day was the only 
index to rise, going from 102 to 107. The regional sales indicators 


all dipped in September, with the single exception of the North 
Atlantic States which gained three points 


DOLLAR VALUE , AVERAGE ORDER 


ORDERS PER WORKING DAY 
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About That Septem 





received from distributor readers. 





MILL SUPPLIES gratefully acknowledges these letters of generous com- 
ment about its September ‘Sales Guide'’ issue and regrets that space 
does not permit publishing all of the favorable reports that have been 











on 








Leaves No Doubt 


“MILL SUPPLIES, September issue leaves 
no doubt as to industry’s requirements. I 
intend to keep it on hand always, and to 
discuss the various phases of supply dis- 
tribution with the salesmen. Personally 
1 would like to receive more issues of 
this character and am quite confident 
that all salesmen will appreciate its con- 
tents and use its information advantage 
ously when making their ealls.”-—-W. G, 
RITZENTHALER, Vice-President in Charade 
of Sales, Great Lakes Suppin Corp., 
Chicago. 


Mighty Fine Job 


“The September issue of Mitt SUPPLIES 
is very interesting indeed. We have asked 
all of our salesmen to carefully study it 
because we feel that by doing so they 
will benefit materially in making their 
daily ecalls.’—A. B. SMITH, Neeretary, 
Nmith-Courtney Co., Richmond, Va. 


To Create New Accounts 


“Your ‘Guide to Planned Selling,’ in 
the September issue of MILL SUPPLIES, 
is in our opinion a very good piece of 
work. All of our salesmen are much 
interested in your listings and will study 
same from time to time, in an effort to 
create new accounts.”’—Ray F. Ikary, 
Erskine-Healy, Ine., Rochester, N.Y. 


Can't Say Enough 


“When I received the September issue 
of Mint Suppiies, I immediately had 
the desire to write and = congratulate 
you for the splendid work done by you and 
your personnel. I called it to the atten 
tion of our boys, telling them how helpful 
it would be to them in analyzing their 
customers. TI ean't say enough. It is 
beyond my ability to put my words in a 
congratulatory ferm. Therefore, Ul 
merely say that vou have done a splendid 
job." —P. J. PaAGerty, President, Hag 
erty Brothers Co., Peoria, Tl, 


Instructive, Constructive 


“This issue is the most instructive and 
constructive one that has ever been put 
out by any industrial selling organizatioa 
I have used it at several sales meetings 
and I know it is going to be a greut 
means of helping our men.”—Epw. J. 


3aLL, Viee President Industrial Sales, 


Hajoca Corp., Philadelphia, Pa. 


Like Directory, Great Help 


“IT think you and your entire organiza 
tion deserve considerable credit) for the 
manner in which you have brought out 
the sales opportunities that are to be 
found in the various industries which we 
serve, [ would like to see this as an oan 


nual feature similar to your direetory 
edition, which is brought out onee a year 
and is a great help to the mill supply 
houses.”"—A. R. Niconas, Sales Manager, 
Kester Machinery Co. Winston-Salem, 
¥. ¢. 


From the Northwest 


“We eannot conceive of any salesman 
looking through the tables shown without 
deriving a considerable amount of bene 
fit.’—Ilenry L. ErNstrom, Nales Mar., 
J. EH. Haseltine & Co., Portland, Ore. 


Salesmen Keep It 


“The September issue is excellent. We 
thought enough of it to ask the salesmen 
to keep the Classification of merchandise 
by type of customer as a constant re 
minder of what certain types of industries 
should regularly be buying.””--F. Mar 
SENA Burts, Butts and Ordiran Co., 
Boston, Mass. 


Suggests Annual Feature 


“NEILL SUPPLIES’ issue of September is 
very “helpful both to me and to the men 
in our organization, and I certainly would 
be pleased to see it continued and brought 
out as an annual feature.’-——C. W. Blakes 
ley, Manufacturers Selling Co.. Trenton, 
N. d. 


Pertinent Sales Helps 


“T want you to know all our men re 
ceiving MILL SupPLies take more than a 
passing interest in the type of material 
as shown in your September — issue. 
Methods that go te illustrate the use and 
adaptation of products are pertinent sales 
helps that every mill supply salesman 
cannot help but appreciate.”"—HL. EF. Tor 
ELL, Nales Manager, NSuracuse Supply 
('o., Syracuse, N.Y. 


Plans Direct Use of It 


“We are certainly very much pleased 
with your September issue and are plan 
ning to make direct use of this in laying 
out our sales campaign this fall.”’—Ricu 
MOND Lewis, Treasurer, The Charles €. 
Lewis Co., Springfield, Mass 


For Developing Business 

“The material on pages 25 to 72, if 
taken advantage of by individual sales 
men, could not help but be important in 
the way of developing business.”—P. O 
BoyLaNn, Sales Manager, The . 2 
Pattison Supply Co., Cleveland, Ohio 


Splendid Idea 


“The September issue of MILL SUPPLIES 
is a big help to the jobbers and their sales 
men. We think it would be a splendid 
idea to have this revised and brought up 
to-date as an annual feature. We feel 
sure it will be a big help for our sales 
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er Issue— 


foree as well as ourselves, to analyze the 
requirements of each aecount.”—k, P. 
LEIS, Assistant to Manager, Ducommun 
Vetals & Supply Co., Los Angeles, Cal 


Result: Two Commissions 


“The last two days the writer has gene 
over your September issue from cover to 
cover, and without a doubt T think it is 
the finest issue that has ever been taken 
from the press. Two of our men have 
made very nice commissions in the last 
ten days as a direct result of knowledge 
gained from these pages. Such informa- 
tion should be revised and brought up to 
date as an annual feature.’—D. K. 
TowNer, Neeretary, Towner Hardicare 
Co. Muskegon, Mich. 


Analyzing a Prospect 


“L was very much impressed with the 
September issue. We have ealled the 
special attention of our salesmen to these 
lists and suggested that they carry these 
pages with them to be used in making 
calls and analyzing the type prospect 
before making their entranee.”-—©, AL- 
FRED Miepen, Mar. Industrial Division, 
W. Wd. Niefaber Co., Danton, Ohio. 


For Executives, Salesmen 


“The material embodied in’ your Sep 
tember issue is valuable to both exeeu 
tives and salesmen, Although most of us 
are fully aware of these applieations in 
the various markets, we sometimes lose 
track of them and this type of tabulation 
serves to refresh our memories along these 
lines."—R. EF. Kramer, Vice-President, 
H. Channon Co., Chieago, Th 


Develops Questionnaires 

“The September issue of MILE SUPPLIES 
is truly a worthwhile medium for office, 
counter and outside salesmen. Two of 
our men have worked up a questionnaire 
using these suggestions as a guide for 
their territories.”"—JonNn TH. STAUFFER, 
Var. Factory & Mill Supply Dept., Her 


& Companu, Lancaster, Pa. 





REPRINTS AVAILABLE 


@ AT THE suggestion of several dis 
tributors, MILL SUPPLIES has had 
1,000 reprints made of the 48-page 
section showing what products are 
used in each of 46 key industries 
These pages, exactly the same as ap 
peared in the September issue of 
MILL SUPPLIES, have been saddle 
stitched and punched with standard 
holes to fit Kalamazoo binders, so 
that they may be bound into a sales 
man's catalog. While this limited 
supply of 1,000 copies lasts, these 
reprints will be available at cost 

ten cents per copy. Write MILL 
SUPPLIES, 330 West 42nd St., New 
York City. 











USED BY 


and backed 


Y Cur C15 lomers 


manufacturer decided to standardize on Osborn 
Wire Wheel Brushes. His operators told him 
Osborn Brushes were giving better, more 


uniform results and that they lasted longer. 


One of you fellows handled 
this business. This salesman was 
quick to see a real sales oppor- 
tunity. Knowing the customer 
paid little attention to all the 
maintenance brushes they used 
... proved by the fact they were 
buying from a lot of different 


sources...the “Brush Conscious” 


Salesman whipped out his- 


Osborn Catalog No. 190 and said: 

*“Now that you have standard- 
ized on Osborn Brushes for your 
production work, isn’t it good 
business to get the same uniform- 
ly good results on maintenance 
work? And think of all the time 
you'll save by looking to the 


Osborn line for all you need 
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O 


PAINT ano VARNISH 
BRUSHES — 


WIRE ano FIBRE 


WHEEL BRUSHES 


STEEL WIRE 


SCRATCH BRUSHES 


FLOOR SWEEPING 
BRUSHES 


WINDOW CLEANING 
BRUSHES 


COUNTER or 
BENCH DUSTERS 
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"BRUSH CONSCIOUS’ SALESMEN 


Udverlisig lr 
IN NOVEMBER MAGAZINES 


@ A few months ago, an automotive parts in brushes! You can standardize on Osborn 
Brushes because they cover all brush needs in 
your industry.” 

Today, that Salesman gets the lion’s share of 


the brush business from that manufacturer. 


Repeat orders are just a matter 
of course. And it all bulks up 
into nice volume! 

Well, we thought that idea 
might prove helpful to others. 
So we boiled it down to what 
you see on the next page. That 
advertisement will appear in the 
November issues of leading indus- 
trial magazines. Many of YOUR 
customers and prospects for 
Osborn Brushes will see it. That 
may help YOU to use the same 
or a similar idea in YOUR selling. 
Next month, we'll tell you how 
another “Brush Conscious” Sales- 
man increases his brush volume. 


Tne OseorN MANUFACTURING COMPANY 


5401 HAMILTON AVENUE « CLEVELAND, OHIO 
Sales Offices: New York, Detroit, Chicago, San Francisco 
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ITS GOOD — " 
BUSINESS — ae 
OUSEGOOD 
BRUSHES 





(Reading time: 25 Seconds or less) 


@ An automotive parts manufacturer standardized 


on Osborn Brushes for production work. Reason: 


To maintain high standards of performance with 


purchasing economy. But brushes used for all 
maintenance work were bought indifferently. 
Result: Lack of uniform brush quality . . . too 
frequent replacements... too much time wasted 


buying brushes. All that stopped when the com- 


pany was told Osborn Brushes were quickly 
available for all brush needs in industry... 
making standardization possible ... with result- 
ant economy. Osborn and the Osborn Distribu- 
tor in your locality can do the same for YOU. 


Ask about it! 


THE OSBORN MANUFACTURING COMPANY 
5401 HAMILTON AVENUE e CLEVELAND, OHIO 
SALES OFFICES: NEW YORK ¢ DETROIT * CHICAGO * SAN FRANCISCO 
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All salesmen will want to try their 
hands at checking the correct answers. 
When you have finished, turn to page 
124 for author's list. 


1, What are the two common 
types of planers, and how do they 
differ? 

2. What are relative advantages 
of each type? 

3. Does a planer have more than 
one tool operating at a time? 


4. Can exceptionally wide pieces 
be machined? How? 


5. How are 
adjusted ? 


planer toolholders 


6. How are speeds and feeds 
changed on an ordinary planer? 


7. How is tool position changed 
during operation? Just before cut- 
ting begins? 


8. What is the essential differ- 
ence between a shaper and a 
planer? 


9. What are planer tools like? 

10. How are worktables driven 
in the newest production planers? 
In older types? 

11. What is the range of work- 
piece size for a typical line of 


planers? 


12. How long may the work- 
table be in a standard machine? 
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13. Does a planer ever have 
more than one worktable? Why? 


14. What kind of plants are good 
potential markets for electric glue 
pots? 


15. What are the advantages of 
the electric glue pot in these 
plants? 


16. Are there any other uses for 
glue pots than for heating glue? 


17. What is one commonly 
neglected market for glue pots and 
similar supplies? 


18. Do electric glue pots have 
any use in metal-working plants? 


19. What is a “zig-zag” rule? 
What are good markets for it? 


20. Where and how are auto- 
matic center punches used? What 
is their advantage? 


21. What is a 
square? 


“combination” 
22. What is a “hermaphrodite” 
caliper and how is it used? 


23. How does a dolly bar differ 
from a dolly? 





24. What is a “file back’? Is it 
a returned or defective file? 


25. What is a “hook” rule and 
where is it used? 


THE PROBLEM OF THE 
THREE STORES 


A purchasing agent walked into 
the first of three mill-supply houses 
and said to the distributor, “Give 
me as much money as I have in 
my pocket and I'll spend $60 in 
your store.” The distributor agreed, 
and the $60 was spent. The pur- 
chasing agent went to the second 
store, and again said, “Give me as 
much money as I have in my pocket 
and I’ll spend $60 in your store.” 
The second distributor agreed and 
the $60 was spent. Then the P. A. 
went into the third store and made 
his offer. It was accepted, and he 
spent a final $60. When he left 
the third store he was_ broke. 
How much did he have when he 
entered the first store? (The an- 
swer isn’t as simple as you think, 
so check yours first before you read 
ours), Also, how much did each dis- 
tributor get stuck? 


(Answer on page 124) 
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MAKE A NOTE TO SUE HARGREAVES, THE INK MANUFACTURER, 
MISS TRILBY 
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YOU GET 
YOUR WISH, 


MR. JOBBER! 


A BIG PROFITABLE BELT LACER 


- ig 


THOUSANDS OF MODERN PLANTS NEED THESE MODERN 


CLIPPER SPEED LACERS . 


OLD, out-moded belt lacers—slow, 
inefficient belt lacers—have no right- 
ful place in modern production. 


Thousands of these old belt lacers 
today AWAIT REPLACEMENT. 


Quick, sure profits are rewarding 
jobbers who are systematically recom- 
mending Clipper Speed Lacers to their 
industrial customers. 


Clipper Speed Lacers are the most 


CLIPPER BELT 


“BELT 


LACER COMPANY 
Grand Rapids, Mich., U.S. A. 


powerful and the fas:est belt lacers 
ever built. A three-quarter turn of the 
double-end crank embeds the hooks 
flush with the surface of any belt and 
clinches the points, thus preventing 
hooks from working up, pounding on 
the pulleys and causing belt trouble. 


Replacing old belt lacers with Clip- 
per Speed Lacers is profitable business 
—and there’s a lot of it to be had for 
the asking. 


No. 6 laces belts up 
toand including 6ins. 
in one operation. 
No. 8 up to and in- 
cluding 8 inches. 


LACING 
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Len Years 4¢0 IN MILL SUPPLIES 


. GOVERNMENT OPINION 
OF ITS BY-LAWS, PLAN OF OPERATION, AND 
CODE OF ETHICS WAS THE NEWLY CREATED 
MILL SUPPLY COUNCIL , THREE OF WHOSE 
PROMINENT MEMBERS WERE L. J. LARZELERE, 
FARQUHAR MACHINERY COMPANY , JACKSONVILLE; 
J.H-WILLIAMS , J.H.WILLIAMS COMPANY; AND W.J. 
RADCLIFFE ,C.A. KINSEY COMPANY, CLEVELAND. 


















, | 
| ?LAN OF OPERATION 
| CODE OF ETHICS 
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Se sciattiite ANNOUNCED WAS THE DEATH 

OF MAX KRUEGER ,CHAIRMAN OF THE BOARD, 
SAN ANTONIO MACHINE AND SUPPLY COMPANY, 
AND FOREMOST ART BENEFACTOR OF SAN 
ANTONIO. ALSO REPORTED WERE THE DEATHS OF F. 
STEWART SCOTT OF THE CHARLES B SCOTT COMPANY OF 
SCRANTON, AND JOHN STAMBAUGH SR._VICE PRESIDENT 
OF THE STAMBAUGH-THOMPSON COMPANY YOUNGSTOWN OHIO, 





(Por WINNING THE POWER 
TRANSMISSION ASSOCIATION CONTEST WITH HIS 
SLOGAN “DRIVE RIGHT’ A. W. MOSELEY OF THE 
SLOAN VALVE COMPANY WON A $250 AWARD 
WHICH WAS PRESENTED TO HIM ATA 
CHICAGO LUNCHEON BY 5.A. ELLICSON, 
VICE PRESIDENT OF THE 
ASSOCIATION 


NEEVWS TTENMS 


Aue FREIGHT SITUATION IN SOUTHERN 
TERRITORY WAS RECEIVING A GREAT DEAL OF 
ATTENTION FROM THE SOUTHERN ASSOCIATION. 





















fe) 

Taree ORGANIZATIONS RECENTLY 
JOINED THE NATIONAL SUPPLY AND MACHINERY 
DISTRIBUTORS ASSOCIATION -FRANKLIN HARD- 
WARE COMPANY NEW YORK CITY, THE CAVANAUGH 














COMPANY YOUNGSTOWN OHIO AND THE UNIVERSAL 
i: ae WAS MADE A DECADE AGO VALVE AND FITTINGS COMPANY CLEVELAND. 
THIS MONTH OF THE ELECTION OF SW. PARSONS TO \e) 
THE PRESIDENCY OF THE SKINNER-CHUCK COMPANY, low SEASONAL CONCENTRATION, A CON- 
NEW BRITAIN, SUCCEEDING E.J. SKINNER WHO, IN TEST ON ROOFING MATERIAL,AND SPECIAL 
APPRECIATION FOR HIS 40 YEARS CONTINOUS SER- BONUSES WERE BEING USED TO PUSH SALES 
VICE , WAS UNANIMOUSLY ELECTED CHAIRMAN OF THE BY THE M.\I. WILCOX COMPANY, TOLEDO, 
BOARD OF DIRECTORS .FOR 23 YEARS MR. PARSONS WAS THE SUBJECT OF AN ARTICLE IN THE 
HAD BEEN ASSOCIATED WITH THE STANLEY WORKS. NOVEMBER 1927 ISSUE OF "MILL SUPPLIES: 
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that stands for quality 
in every form of steel 


When you sell Bethlehem headed and 
threaded products your way is cleared to 
a great extent by the widespread associa- 
tion of the name Bethlehem with high- 
grade steels and steel products. Customers 
will seldom have to be convinced that these 


fastenings measure up to their standards. 


Bethlehem makes practically all headed 
and threaded products— machine, car- 
riage, lag, hanger, elevator bolts; studs; 
nuts. Also track bolts and track spikes of 
all sizes. Rivets, washers, boat spikes. Spe- 
cial bolts, turnbuckles and clevises. Fasten- 
ings for such special applications as high- 
temperature and corrosive conditions. 

A handy reference for your salesmen is 
Bethlehem’s vest-pocket handbook, listing, 
pricing, and describing all standard bolts, 
nuts, rivets and spikes. If you don't have 
copies enough to go around, write to 
Bethlehem Steel Company, Bethlehem, 
Pa., and ask for Handbook No. 136. 


ea 
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from the Trade Press 


Because of space limitations, most items appearing in this 
department have been reduced to their elemental facts 
through digesting. Where the reader's interest is particu- 
larly great, we recommend that the article be sought out 
and read in detail in the paper where it originally appeared. 


Improved Home Building 
Equipment 


THE 1937 BUILDER of homes oper- 
ates much more efficiently than the 
1926 builder. Without exception, con- 
struction today is a faster and more 
economical operation than it was in 
1926, 

Analyzing some of the improve- 
ments and developments in construc- 
tion equipment in the past decade, 
a trend toward more speed, rugged 
construction, efficiency and ease of 
operation is clearly shown. Some of 
the developments that have had a 
marked effect on building costs are 
as follows: 


HAND POWER SAWS—The new 
models of electric power saws are 
lighter and stronger because they 
are built of lighter, stronger metals 
and alloys. Powerful motors, with 
bearings and moving parts sealed in 
oil, are featured. 


TABLE TYPE SAWS—In larger 
operations the table type saw is 
widely being used to precut all ma- 
terials. Increased flexibility, speed 
and strength make the saw of today 
vastly more effective than that of 
1926. One popular model makes miter 
cuts, bevel cut-offs, bevel rips, dados, 
ploughs, blind rabbits, shaping, panel 
raising and various other compli- 
cated and difficult cuts. 


FLOOR SANDERS—Here again the 
use of lighter weight materials such 
as aluminum, has made possible an 
easily handled machine, lighter in 
weight and smaller in size. At the 
same time motors have been im- 
proved so that efficiency is greatly 
increased. 


ELECTRI¢ MORTISING MA- 
CHINES—Imporant economies are 
made possible by the use of the elec- 
tric lock mortiser which will do this 
ordinarily laborious job in a _ frac- 
tion of the time required by hand. 
A few simple adjustments are made 
to establish the proper height and 
depth of mortise. The job is then 
done in approximately one minute. 


40 


OTHER SPECIAL TOOLS—Further 
economies are achieved in the modern 
home by the use of electric drills 
and hammers. A comparatively new 
development is the electric pipe cut- 
ter used by some builders in large 
operations to effect a large saving 
in cost. Several new tools for cutting 
and trimming fibre board and wall 
board are indispensable in the use 
of these new materials, and cuts the 
cost of handling them.—American 
Builder, October, 1937. 


If | Were Selling 


“BEWARE the purchasing agent! 
He is hardboiled. He knows every- 
thing about price and nothing about 
value. He uses sharp methods to 
force quotations below cost, so that 
he may boast of his efficiency in 
buying. Withal, he is a rubber stamp. 
Back of him are real buyers—engi- 
neers, designers, production officials, 
executives. They are hard to approach 
because the purchasing agent blocks 
the way. Salesmanship is the art of 
overcoming _ this obstruction, of 
dodging the purchasing agent and 
reaching the men who possess buying 
authority.” 

This is a fair outline of 
philosophy as _ preached in 
business journals and by many 
old-school sales managers. If I were 
selling I would subject that philoso- 
phy to analysis before adopting it. 
I would seek answers to a few funda- 
mental questions before deciding that 
success in selling depends on cir- 
cumventing the purchasing agent. 
From such an analysis I might find 
that the traditional difficulties in 
selling purchasing agents are largely 
imaginary, and that they are at- 
tributable to a woeful lack of under- 
standing of the purchasing agent 
and his function. 

First I would ask why management 
employs purchasing agents, if they 
are deficient in ability, judgment and 
morals as implied in the current 
criticism. The answer is simple. Man- 
agement has learned that centralized 
purchasing is efficient and economical. 


sales 
many 


MILL SUPPLIES © NOVEMBER 1937 


If it is possible to devise a better 
method of buying, management will 
not hesitate to adopt it and consign 
purchasing agents generally to the 
ranks of the unemployed. 

From that line of reasoning comes 
a second question. Conceding that 
centralized purchasing is justified in 
principle, why does management ap- 
point untrained, unqualified, and nar- 
row-visioned men to such positions? 

I would interview a representative 
group of purchasing agents—say a 
dozen—to learn at first-hand whether 
they are so ignorant and incapable 
as commonly reported. I might then 
learn some surprising results. 

Two of the dozen would be revealed 
as vice-presidents of their concerns. 
Three would be college graduates. Six 
would have a background of engi- 
neering or production training, gained 
prior to their entry into purchasing. 
The average length of service in 
buying for each member of the group 
would range between fourteen and 
sixteen years. From all of which it 
can be deduced that the typical pur- 
chasing agent does not lack maturity 
or responsibility, nor is management 
careless and indifferent to his quali- 
fications.—By R. R. R. in The Mid- 


west Purchasing Agent, October, 1937. 


Picking Prospects 


WITH THE MANY STORES, offices 
and factories in your town, which 
ones should be selected for the sales- 
man’s attack? Proper selection is the 
(Continued on page 40) 








Special Issues of Interest 


MODERN PLANT NUMBER—This issue 
brings into one compact picture a record 
of all new plants, new practices and new 
equipment that has come into use. There 
is detailed tabular data on 100 utility and 
150 industrial plants, partial data on 1%) 
others, engineering summaries on eight 
utility, eight industrial and two institu 
tional plants with discussions of apparent 
trends. Every section of the country and 
every type of steam plant is represented. 
Power, Mid September Issue. 


METAL CONGRESS ISSUE—A 420 page 
special yearly issue devoted to the annual 
Metal Congress and its activities over the 
five-day period at Atlantic City. With 
this special news is also included detailed 
articles on the newest developments in the 
metal working industries, together with 
features of regular issues..-The Jron Aue, 
October 14. 


CHEMISTRY DATA—This special edition 
in two parts contains important facts and 
figures of the American chemical industry 
together with many interesting articles on 
the newest chemical achievements and 
practices Chemical manufacturers alone, 
it states, are spending $20,000,000 and 
chemical process industries several times 
this total for research This spending 
means additional equipment, much of which 
will go to industrial distributors.—-Chemical 
é& Metallurgical Engineering, September. 


INDUSTRIAL and COMMERCIAL LIGHT- 
ING—A_ special lighting section offering 
practical suggestions to help the distribu 
tor sell lighting. This splendid guiding 
data has been especially prepared by 
lighting equipment manufacturers to help 
you find the customers and make them 
want better light.—Electrical Contracting, 
October, 















— 
ro POA IIb re ips 


This man is doing alone, in two hours, a lubricating 
job which formerly took two men six hours each! 


ALEMITE—A Division of Stewart-Warner Co 
1886 Diversey Parkway, Chicago, Ill. 
Please send FREE reprints of Alemite ads q 


A { me sell more Alemite Equipment 
Name 
Address 





SE SARI MAR ai nyo 


City. 






















—American Machinist, October 2 4 


__ FILES FOR ALUMINUM AND ITS ALLOYS 





*~ This 


---- 7his component represents force 
tending to push cutting out 


- Long side rake angle 


component represents 
against tooth 











Small side rake angle ----° 4 








FIG. 2—Cuttings are forced out of the file teeth when the side-rake angle is 
Small side-rake angles limit self-cleaning of file teeth 





FIG. 3—Files similar to types H, /, K 
when used to finish aluminum surfaces. 
inherent tendency to clog the teeth with cuttings 





and L have not proven satisfactory 
Files of these classifications have an 
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FIG. 1—Files A, B and 
C may be used to ad- 
vantage in rough fin- 
ishing relatively large 
aluminum surfaces. File 
A has been proven the 
most satisfactory for 
hand filing operations 
of this type. Files D 
and F, recommended 
for finish filing opera- 
tions and for small 
parts, are also suitable 
for the harder alumi- 
num alloys 






key that opens the door to good light- 
ing business—anywhere. 

With a little planning, it is possi- 
ble to call only on those who do need 
light—and to prove it to them. Sur- 
veys made in 1933 and 1934 by the 
Illuminating Engineering Society to 
determine lighting conditions in vari- 
ous industries showed that lighting 
equipment in 83 per cent of the can- 
ning factories was more than ten 
years old. In 63 per cent of the metal- 
working plants, and in 62 per cent 
of the wood-working plants it was 
obsolete. 

Make an informal survey of the 
industrial plants in your territory. 
Classify them. Pick out those that 
probably need light most. List each 
one on a sheet of paper and set 
down the departments and processes 
in that industry that involve critical 
seeing tasks. 

When this is done, call on these 
selected prospects—so many each 
week. Drop in on the management 
and bring your idea out into the 
light on how he can save money by 
improved illumination. The approach 
often requires careful study and con- 
sideration. While in one plant, com- 
plete general lighting of modern de- 
sign will suffice, another plant may 
need emphasis upon many important 
local operations. Again, a reasonably 
lighted production area in a particu- 
lar plant may be handicapped by the 
lack of good general illumination 
in storage yards, around tanks, valves 
and runways. In another plant the 
entire problem may center around 
improvements in color discrimination. 

There is one basic rule that should 
always be followed. Remember that 
only after the most acute needs of 
that factory have been discussed, 
can the general lighting technique 
be proposed and applied.-—Electrical 
Wholesaling ,October, 1987. 














‘We Have Replaced *2000°° Worth 
if Old Type Traps with YARWAYS 


"We Found It Cheaper Think what the above statement means to you in 
opportunity for sales of Yarway Impulse Traps. 
Than Making Repairs’ Not just the new trap jobs. But every worn-out, 
limping, lagging, old-time trap in your territory (and 
there are a lot of them), is a potential opportunity 
for replacement with a Yarway. Because it usually 
is cheaper to buy a new Yarway than to repair an 
old, ordinary trap. Cheaper in first cost—in installa- 
tion—in maintenance and in the more efficient job 
it does in providing quicker heating and keeping 
equipment hotter. 





(Reports Refrigerator Mfr.) 


Yarway sales are striking new highs almost daily, 
because more and more thousands of satisfied users 
are reordering and standardizing on this improved 
trap. Telling their friends about its highly satisfac- 
tory service—proven by years of experience. 


Are you one of many supply houses cashing in on 
Yarway’s sensational popularity? If not, write for 
particulars. A few desirable territories are still open 
if you act quickly. 


YARNALL-WARING COMPANY, Mermaid Place, Phila. 


_ fe a ; 
YAR WAY IMPULSE STEAM TRAP 


by Herman S. Waller, counsel of the 


National Retail Druggists’ Associa- 
tion. 

Registration will be held from 
2:00 to 2:30 p.m. in the Louis XVI 
room. At 2:30 the afternoon program 
will begin with the broadcast record 
on distributor-manufacturer _ rela- 
The program for the fifth annual tions as presented previously at 
meeting of the Central States Mill Memphis convention. This will be 

Supply Association, to be held at followed by Mr. Waller’s talk. 
Hotel Sherman, Chicago, November Following the afternoon session, 
8. has been announced. open house reception will be held in 

With the Miller-Tydings Act the “Club Room.” 

prominent in all distribution circles The annual banquet will be held 
today, important facts are expected at 7:00 p.m. in the Grand Ball Room. 
to be learned from the featured talk H. F. Seymour, vice-president of 
Columbian Vise & Mfg. Co., will speak 
for the manufacturers. Carl A. Chan- 
\ non, vice-president of Great Lakes 
Supply Corp., will speak for the dis- 


Announce Program for 
Central States Meeting 


L. B. Augustine, Dumore sales chief, wins 
a gold medal for first place in moving 
target archery competition at a recent 
meet in Milwaukee. The national cham- Col. G. F. Jenks, chairman of American Welding Society's award committee, presents Lincoln 
pion and several former title-holders gold medal to T. M. Jackson at convention in Atlantic City, October 18 
attended 

Manufacturers’ men at the Satterlee show, Minneapolis, 

step outside for a batch of air and a picture 
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I hear you are getting a 





lion's share of the industrial 
rubber goods business in this va 


territory. What line are you a \ 


handling 2? 
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Ask about the HEWITT profit franchise. HEWITT RUBBER CORPORATION, Buffalo, N.Y. 


HOSE «© CONVEYOR AND TRANSMISSION BELTS © PACKING 
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Representatives LeCorgne and Whitehead, of Wessendorff-Nelms, 


Houston, 


learn how Independent Pneumatic Tool Co. makes portable tools at its Aurora, 
lll., plant. F. B. Hamerly, Independent v.p. and factory manager, left, demon- 
‘ > strates a tool while Neil C. Hurley, secretary, (right) looks on 
- f c" 


L. A. Benson Co., Baltimore, held an outing for em- 

ployees September 19. At top is the Benson softball 

team, and below a general group picture of those 
who attended 


Here's a striking window display of Parker vises installed by Indianapolis Belting & Supply 
Co., Indianapolis. Note that it features the ‘little bears" which are now appearing in 
Parker promotion 


ee eae" 


How the new plant of Ideal Commutator Dresser Co., Sycamore, Ill.,- looks 
in this photo 
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tributor. Guests of honor will be 
Roger Tewksbury, president of the 
American Supply and Machinery 
Manufacturers’ Association; Russell 
C. Duncan, president of the National 
Supply and Machinery Distributors’ 
Association, and H. E. Ruhf, manu- 
facturer relations committee, Na- 
tional Supply and Machinery Distrib- 
utors’ Association. 


Syracuse Houses Exhibit 
In Purchasers’ Showing 


Some of the leading distributors in 
Syracuse, N. Y., placed exhibits in 
the third annual industrial products 
exhibit sponsored by the Purchasing 
Agents’ Association of Syracuse and 
Central New York, held at Hotel 
Onondaga, Syracuse, October 21, 22 
and 23. In addition, there were dis- 
plays by several of the manufacturers 
who sell through distributors. 

Supply houses represented were: 
Baldwin-Hall Co.; Burhans and Black 
Co.; Belt Rope Supply Co.; Burns 
Bros.; Drennan Hardware Co.; Alex- 
ander Grant’s Sons; M. J. Kelly Sup- 
ply Co.; R. C. Neal Co.; Syracuse 
Supply Co. and A. V. Wiggins and Co. 


— 








after being enlarged is clearly shown 





for Faster Selling 


Tuar's what you get in the Van Dorn line of portable electric tools— 


plenty of sales power through consistent advertising. This Van Dorn 
Sander advertisement appears in the November issue of Mill and Factory 
and November 3rd issue of American Machinist. Cash in on this advertising 
by demonstrating Van Dorn Sanders to your customers. The Van Dorn 


Electric Tool Co., 717 Joppa Road, Towson, Md (Div. of Black & Decker Mfg. Co.) 


TIE UP WITH 








HOW MIC! 
do you keeya me 






when you uae 
BEARING BRONZE . 


Now—more than ever—it pays to be a Johnson Bronze 
Distributor. You not only give your customers the 
greatest value in Bearing Bronze but, what is more 
important, you retain a greater portion of the sales 
6 POINT one as PROFIT. 
DISTRIBUTOR First — your sales cost on Johnson UNIVERSAL 
POLICY Bronze is much lower. Such distinct features as Alloy 
ee sever anes -§. A. E. 64; Complete Machining, I. D. — O. D. and 
Ends and Size Range — over 350 — win instant custo- 
mer acceptance. 

Next — your spread between cost and selling price 
is larger — and constant. Yet your selling price is 
strictly competitive. Why not investigate the profit 
possibilities for your territory? Allow us to prove to 
you — right in your district — how you can gain a 
greater profit with Johnson UNIVERSAL Bronze. 





JOHNSON BRONZE COMPANY 
) en 535 SOUTH MILL STREET - NEW CASTLE, PA. 


Y oleeve BEARING HEADQUARTERS max 
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Repeat Business is 
the Most Profitable 


Talk about the record sales you've closed and the 
new accounts youve opened. they still can't be as 
profitable as the repeat business that comes in day 
after day without any sales effort whatever. Stand- 
ardize on ARMSTRONG WRENCHES and you'll not 
only attraet new accounts, but you will know that 
each customer sold is certain to be a satisfied repeat- 

ing buyer ——a regular contributor 


to vour profits. 








ARMSTRONG 









ARMSTRONG 3 quality, ARMSTRONG designs and 
the completeness of the ARMSTRONG wrench line 
assure a sales at every opportunity the right type 
of wrench, the exact size. design, steel and finish 
wanted: a stronger, handier better balanced tool that 
will give complete satisfaction, vears of service and 


will build profitable repeat business. 


ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People” 
305 N. FRANCISCO AVE., CHICAGO, JU. S. A. 


Eastern Warehouse and Sales: 199 Lafavette St. New York. N.Y. 


“AN FRANCISCO LONDON 


- ne —— 





ARMSTRONG TOOL HOLDERS Are Used in Over 96% of the Machine Shops and Tool Room 


MILL SUPPLIES ® NOVEMBER 1937 49 


PLANT SHOTS THAT 


SPELL 


SALES 







































1. This rotary filing operation 
on metal pattern work would be much more 
difficult were it not for the flexible shafting 
that enables the workman to keep the tooi 
on the work without resorting to contortions. 
2. The modern portable sensitive drillpress 
enables operations to be ‘spotted’ wher- 
ever they are most conveniently done. Ir 
this operation on bathroom scales, the drill 
is simply set down alongside the conveyor 
wherever required. In short, the machine 
goes to the work, instead of the work to the 
machine. 3. A pivoted motor base is hung 
on the ceiling to drive the countershaft for 
a drop hammer. This application delivers a 
smooth, even flow of power, maintaining 
driven-pulley speed, as belt tension is uni- 
form under all speed and atmospheric con- 
ditions. 4. Here's a truck especially de 
signed for wire coils, intended for use ir 
plants handling wire, wire goods, screw- 
machine products, etc. That sloped end 
plate comes within |34-in. of the floor and 
permits the operator to roll coils onto the 
platform from the rear. 5. It's an elephant 
sized job, but it must be precise to less thar 
a thousandth of an inch, else this locomotive 
wheel will run into tragic trouble on the 
road. So the railroad shop looms up as a 
customer with an absolute need for an in 
side micrometer. 6. The answer to saving 
on storage space is to stack things, when 
ever possible, up to the ceiling. And one 
answer to this objective is a portable eleva- 
tor or stacker. Every warehouse and store 
room where heavy goods must be stacked is 


a live prospect for this mechanical giraffe 
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And 


are refinements 


strength” section 
of design and operating efficiency which reduce 


GETHER: 


of perfectly matched quolity 


throughout the entire line of Dodge Power 


Transmission Equipment there 
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@ Dodge “D-V" Drive for every service 


turn or shift as the 


of cords 
vous production flows. Let Dodge Engineers 


power waste and insure steadier, more contin- 
assist in working out your own power trans- 


mission modernizotion 


DODGE MANUFACTURING CORPORATION 
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Like a perfectly picked crew — Dedge “D-V 


concave side walls 
the sheove, the sides 
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A Few Typical 
Instances of the 
Universal Application 
of Dodge Power 
Transmission 
Equipment 


A Southern Rubber manu- 
facturer has a_ difficult 
power transmission prob- 
lem because of fine grit, 
which is very abrasive, is 
used in the manufacture 
of their rubber erasers. 
The problem was solved 
by using Dodge Rolling 
Bearings with special 
abrasive dust seals. 


A Tractor manufacturer 
operates one of the largest 
and most modern found- 
ries for making tractor 
castings. The continuous 
handling system on which 
all processing is carried 
was erected by Dodge; 
capacity 340 tons of iron 
per day. 


A Veneer plant in the 
northwest is completely 
equipped with Dodge 
Transmission from log 


pond to shipping dock. 


A Pottery in Ohio used 
Dodge Equipment to mod- 
ernize processes which 
have been used in the 
manufacture of pottery 
for hundreds of years. 


A firm of eastern Silver- 
smiths had a most difficult 
transmission problem, 
about 5 years ago, in the 
change of location of a 
silver rolling mill which 
was effectively and eco- 
nomically solved by Dodge 
engineers. 











LINCOLN 
LUBRICATING EQUIPMENT 


Practically all factories, mills, mines, shops, roundhouses and other 
places having machinery requiring periodic greasing, are excellent pros- 
pects for Lincoln Industrial Lubricating Equipment. 


A review of your files will probably disclose the fact that a large per- 
centage of your present customers are logical prospects for Lincoln 
Power Operated Lubricant Dispensing Units, Hand Guns, Fittings and 

Accessories. 
All items in this complete line are illustrated 
and described in Catalog No. 60. 


Model 309 LINCOLN 
LUBRIGUN (shown at left) 
is a portable unit that dis- 
penses lubricant from an 
original 100 Ib. capacity 
drum. Capable of handling 
poten ge oils as well as ps Model 2000 
viscous and fibrous greases. 


Model 246 LUBRIGUN 

(illustrated below) is an out- 

standing electric gun for Model 2000 AIRLINE LUB- 
general service. It is a com- : E , RIGUN (shown above) is de- 
pact, portable unit, and has “ signed for dispensing lubricant 
a grease tank capacity of 25 from a stationary central source. 
Ibs. Furnished complete with caamees This unit pumps directly from 
a7 ft. hose and control valve — Y an original refinery drum, and 
with nozzles for KLEEN- will handle anything from light 
SEAL, hydraulic, Zerk, and ; | fluid to heavy fibrous lubricants. 
and pin type fittings. ? 

Model 309 


A few of the many types of hand operated Lincoln Lincoln KLEENSEAL and Button Head Fittings in 
Grease Guns are shown above. The complete line all types ard sizes are available for replacement and 
is shown in Catalog No. 60. Model 246 modernization needs. 


LINCOLN ENGINEERING COMPANY 


PIONEER BUILDERS OF LUBRICATING EQUIPMENT 
GENERAL OFFICES, ST. LOUIS, MO. FACTORIES: ST. LOUIS, MO., DETROIT, MICH. 
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ALL CORN OR CORN 
AND BAMBOO 


MORE 
BROOM 
SALES 
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Jor MILL SUPPLY MEN WITH 


CAPITAL ‘RED CAPS’’ 


There is no 


they are 
makers. 


facturers and 





LOONTEE FIBRE 
BROOM 


The high quality and long service 
life of CAPITAL “RED CAPS” have 
won universal approval among users 
of all types. Naturally, mill supply 
men have found CAPITAL an easy 
and profitable line to sell. There is 
a potential market for any distribu- 
tor no matter where he is located. 
Get your share of this business. Make 
use of our catalog +37. 


BENCH DUSTER 








“season” 
Red Cap Brushes and Brooms— 
all-year-round 
Are you supplying the 
increasing demand among manu- 
industrials 
brushes and brooms? 
is the time to sell CAPITAL “RED 
CAPS.” 








for selling 


sales 


for 
If not, now 


MILL 
BROOM 

Our distributor policy includes pro- 
tection, sales assistance, and good 
profit margins. We guarantee our 
products and give prompt, efficient 
service on all orders. CAPITAL 
“RED CAP” Brooms are packed in 
handy cartons which save valuable 
warehouse space—‘Sell Industrial 
Brooms in Cartons.” 


FLOOR BRUSH 
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Father and son doing a grand industrial job 


in Lancaster, Pa. They are U. Grant Barr, 

vice-president and general manager, and 

R. H. Dick’ Barr, manager of the mill sup- 
ply department, of Reilly Bros. & Raub 





Stanterd: Shannon Sepely 
Modernizes, Plans Meetings 


Completely remodelling its gen- 
eral and sales offices, the Standard- 
Shannon Supply Co., Philadelphia, is 
now a model supply house with its 
decorative white metal ceilings and 
modernistic square tile floors. 

Vance C. Boyd, vice-president, says, 
“We are endeavoring to bring about 
a maximum of efficiency through sat- 
isfactory working conditions and 
proper facilities.” 

Business for them has remained at 
a satisfactory level despite reported 
slackened activity elsewhere, and 
they have added a cub salesman and 
an apprentice in the stock depart- 
ment. 

During the Fall and Winter, a 
series of sales meetings are planned 
to keep the salesmen up-to-date on 
the latest developments and effective 
selling ideas. 

James Sterritt, formerly inside 
salesman for another industrial dis- 
tributor, was recently added to the 
field sales staff. Dodge conveying 
equipment has been added to the 
stock carried. 


New Men, Department 
And Equipment Added 


The Blue Ridge Hardware & Sup- 
ply Co., Bassett, Va., has added an 
inside man and a salesman to its 
staff. Both have had over ten years’ 
experience in the industrial field. The 
firm has added another department 
for the purpose of manufacturing 
woodworking cutters and tools for the 
furniture manufacturing trade. They 
now stock paints and varnishes of 
the Vita-Var Corp., speed sanders 
of the Sterling Products Co., and belt 
lacing of the Flexible Steel Lacing 
Co. Monthly sales meetings are held 
and meet with success. 


U. S. Rubber Appoints 


Frederick D. Benz, formerly man- 
ager, wire sales, Chicago branch of 
U. S. Rubber Products, Inc., has been 
appointed district manager of wire 
sales, Pacific division, with head- 
quarters in San Francisco. 
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Bets. 


@ No longer need you pay a high premium for the 
added strength once available only in Alloy Wrenches. 
It took Williams with their more than fifty years of 
wrench-making experience to bring industry this sen- 
sational wrench. Exhaustive tests demonstrate that all 
patterns and sizes of Williams’ “Superior” Wrenches 
average 93% as strong as corresponding Alloy 
Wrenches. 


Drop-forged from a selected quality carbon steel, speci- 
ally processed, Williams’ “Superior” Wrenches are so 
designed that they provide a better hand grip than the 
usual thin Alloy Wrench as well as increased bearing 
on the nut. Available in 50 patterns — more than 
1,000 sizes. Demand Williams’ “Superior” Wrenches 
from your distributor. 


J. H. WILLIAMS 


& CO. 
75 Spring Street, New York 


Headquarters for: Drop-Forged Wrenches (Carbon and Alloy), Detachable Socket 
Wrenches, “C” Clamps, Lathe Dogs, Tool Holders, Eye Bolts, Hoist Hooke, Thumb 
Nuts and Screws, Chain Pipe Tongs and Vises, etc. 


Get this FREE BOOKLET 


Every mechanic and tool buyer needs this helpful, 
informative booklet. Complete tables give correct 
wrench opening for U. S., S. A. E., American Stand- 
ard Nut and Cap Screw sizes. Data on wrench types 
and applications, how to select the proper wrench 
for your needs 
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Consider 
these Facts when 
Selecting YOUR Wrenches 


1. All patterns and sizes of Williams’ “Superior” (carbon 
steel) Wrenches average 93°), as strong as Williams’ Alloy 
“Superrenches” of corresponding dimensions! 


2. Williams’ Alloy “Superrenches” are as strong as any 
alloy wrenches made commercially! 


3. BUT... “Superior” (Carbon Steel) Wrenches are 
actually STRONGER than Alloy “Superrenches” in the 
double head Engineers’ Pattern, which is of popular thin- 
ner design. Also they provide increased bearing on the nut 
and better hand grip than the usual thin Alloy Wrench, 
Since Williams’ “Superior” Wrenches also cost much less: 
WE DEFINITELY RECOMMEND 

.. “Superior” Wrenches (improved Carbon Steel) for 
most industrial uses. 
... “Superrenches” (Alloy Steel) of the thin type for auto- 
motive and other close-quarter work, or where the user is 
willing to pay more than 50°; extra for higher finish and 


chrome-plating. 
ee re ee ee ee 


MAIL THIS COUPON NOW , 


J. H. WILLIAMS & CO., 75 Spring St., New York City 
Please send Booklet, “How to Select and Use Wrenches.” 


| 
1 
Name | 
| 
1 





Address 
City and Srate 








Quality and Care fever Take 


The men and machines shown on these pages are 


























part of this Company’s continuous product testing 
program which stands guard over every one of the 
32,000 rubber items in the Goodrich line. Raw 
materials, semi-finished and finished products—all 
are subjected constantly to careful, searching tests 


to make certain they will stand up in service. 


This product control is one reason why 

Goodrich distributors are so successful in hold- 

ing their customers year after year, and adding 
new ones. Goodrich products are a perfect 
example of the tried-and-true saying that 
goods well made are half sold. 


1 (Left) From every batch of compounded rubber in the 
Goodrich mill, samples like these are taken and cured. 
Only those batches whose samples cure perfectly can 
be released to the factory. 


2 (Left) Full steam ahead! Samples of Goodrich 
steam hose have to prove their ability to stand 
up under steam pressures far in excess of 
their rated capacities. 


3 (Right) The “Life Oven.” Effectiveness of 
Goodrich age-resisting compounds used in 
belting, hose, etc. is determined by acceler- 
ated ageing tests in this Life Oven. Fourteen 
days in this oven corresponds roughly to 
seven years of normal ageing. 
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ao Holiday ot GOODRICH 


4 (Right) Testing sample of a Goodrich rubber com- 
pound for tensile strength. Machine stretches rubber 
until it snaps and at the same time makes a recording 
of the test on the chart shown on left of unit. 


5S (Above) It takes plenty of power to break a good trans- 
mission belt but this machine is designed to do it. This 
is one of the special tests required for belting by the 
American Petroleum Institute, and Goodrich Belts are 
made to far exceed the rigid standards of the Institute. 








6 (Left) Nothing is left to 
chance at Goodrich. Even those 
compounding ingredients 
which are purchased to specifi- 
cations are carefully tested by 
the laboratory prior to their use. 


scores of 


only a few of the | 
h every Goodrich product 
ased for sale. Because 
quality, Goodrich 


j—and they stay sold. 


Here you have seen } 
and inspections whic 
ass before it is rele 
uniform, dependable 


tests 
must Pp 
of their 
rubber goods help you sel 
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Duff-Norton 
Ball Bearing 
Bridge and 
Wrecking Jack 
with footlift. 
Especially 
suitable for 
rough, heavy 
duty usage 


‘Weg 














Duff-Norton offers a type 
and size jack for every lift- 
ing, lowering, pushing or 
pulling requirement from 
one to one hundred tons 
or more. Consult the new 
Duff-Norton Catalogue 
No. 115 containing over 50 
pages of jacks and data. 


“THE HOUSE THAT JACKS BUILT” 

















Built by the world’s 

manufacturers of 

Jacks have a -heritage 

SO years of specialization and pr 

gressive improvements. Extra quality 
extra safety extra dur 

and long life are fundament 

ro) @ yb s a. fo) aces elt. lol ake (-1- 

mand the respect and preferen 

users the world over. Sell Duff-N 


and you sell the best - always 


THE DUFF-NORTON MANUFACTURING CO. 
"'The House That Jacks Built’’ 
PITTSBURGH, PA. 


(Left) 
Duff-Norton 
Journal Jack 

the most 
widely used 

car repair 
jack 


(Right) 
Duff-Norton Special 4-way 
Chain Jack No. 1523 combines 
head lifting, foot lifting, chain 

lifting and claw lifting 








MILL SUPPLIES © NOVEMBER 1937 





Relations Committees 
Meet in Cleveland 





The committees of distributors and 
manufacturers relations of the Na- 
tional, Southern and American asso- 
ciations held a meeting September 
28 and 29 in Cleveland. 

Subjects discussed were _ resale 
prices, manufacturers’ sales policies, 
distributors’ buying policies, selective 
distribution, adequate margins, indi- 
vidual lines and manufacturers’ 
agents. 

Among those present were: 

National Association: R. C. Duncan 
(association president) R. C. Duncan 
Co., Minneapolis; George H. Cher- 
rington, Standard Machinists’ Supply 
Co., Pittsburgh; H. E. Ruhf, Cleve- 
land Tool & Supply Co., Cleveland; 
F. W. Copeland, H. Channon Co., Chi- 
cago; B. H. Ackles, the Rayl Co., 
Detroit; P. G. Maddock, Maddock & 
Co., Philadelphia; H. R. Rinehart, 
secretary-treasurer, National Supply 
and Machinery Distributors’ Associa- 
tion. 

Southern Association: J. M. Bates, 
Moore-Handley Hardware Co., 
Birmingham; F. M. Archer, Superior- 
Sterling Co., Bluefield, W. Va.; Alvin 
M. Smith (association secretary-treas- 
urer), Smith-Courtney Co., Richmond, 
Va. 

American Association: Roger 
Tewksbury (association president), 
Oster Mfg. Co., Cleveland; Harold 
F. Seymour, Columbian Vise & Mfg. 
Co., Cleveland; L. M. Knouse, Stan- 
ley Electric Tool Co., New Britain, 
Conn.; J. F. Donahue, Lamson & Ses- 
sions Co., Cleveland; A. A. Murfey, 
Cleveland File Co., Cleveland; R. 
Kennedy Hanson, secretary-treasurer, 
American Supply and Machinery 
Manufacturers’ Association. 


New Appointments for B & W 


The Babcock & Wilcox Tube Co., 
Beaver Falls, Pa., recently announced ° 
the appointment of Edward D. Emer- 
son as New York manager of domestic 
and export sales, and the transfer of 
Bruce M. Jones from Beaver Falls 
to the New York office. 





Do we detect a cynical smile on the face of 

"Bud" Wirthlin, of Wirthlin-Mann, Cincin- 

nati? Maybe it's because Robert Tieman, 

beside him, has just revealed his intention 
of taking the big step into matrimony 
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‘Disston Sectional Interlock Racsstat Tooth. 


Disston Sectional Interlock Inserted- Tooth 
Saw. For cutting steel rails, irregular shapes, 
risers from steel castings, and all work 
that requires close tooth spacing. 


Disston Solid- Tooth Metal-Cutting Circular 
Saws. For all purposes and machines. High- 
speed steel, semi high-speed, high-carbon, 
special steel for cutting brass, type metal, etc. 


Disston Improved Interlock Inserted-Tooth. 
With the deep gullets. 








Superiority of Cutting Steels from Disston Furnaces 
Today Typifies America’s Industrial Progress. 







Disston Improved Interlock Inserted-Tooth 
Saw. For cutting large, heavy forgings, cast- 
ings, rounds or squares, and all work that 
does not require close tooth spacing. 


ed 
Seed tee bel bd a 


Disston Tube-Cutting Circular Saws. Made 
with or without expansion slots. Accurately 
= and balanced. Correctly tensioned. 

oted for high-speed operationandefiiciency. 









Disston Hot Saws designed for high-speed saw- 


ing of —-s metals. Teeth milled, not punched, 
Hollow ground for accuracy. 


Cut It with Disston Steel 


Disston steel was originated as cutting 
steel! It is steel famous for its part in the 
building of America... steel distinguished 
for service rendered in American indus- 
trial progress. So, today, Disston steel in 
saws, tools, files, marches ahead— meeting 
industry’s needs on every cutting job. 

All Disston experience, laboratory re- 


search, experiment, is yours to use. Write 
us what you cut. Let us co-operate with 
you, to improve production and cut costs. 
Henry Disston & Sons, Inc., 923 Tacony, 
Philadelphia, U.S. A. Branches: Boston, 
Chicago, Detroit, Memphis, New Orleans, 
Seattle, Portland, Ore., San Francisco, 
Vancouver, B.C. Canadian Factory: Toronto. 


DISSTON METAL-CUTTING 


Cireular Saws 


FREE Metal-Catting Manuals: “Circular Saws”’,"‘ Band Saws", Hack Saws”, “Files”. Write address below, clip and mail to > Dtesten, 923 Tacony, Philadelphia, U. 3.A. A. 
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SOCKET 
SCREWS 


Patents Pending 





Fig. 232 
“Unbrako"’ Hollow Set 
Screws stand up under 


punishment that wrecks 
other screws. Made of al- 
loy steel, heat treated; 
therefore, tough yet hard, 
so points don’t mush- 
room, hex doesn’t round. 





Fig. 1434 


Knurted ‘“Unbrako” 
Socket Head Cap Screws 
—AIl mechanics use their 
fingers driving Screws. 
Knurls gear fingers to 
head; fingers, therefore, 
have better purchase, 
drive faster and further. 
Pliers bite the Knurled 
“‘Unbrako"’. but slip on 
Smooth Heads. 


Csi 


SELF-LOCKING NUTS 


the nut that 
can't shake loose 
















Fig 
1510 Pat 
Applied 

for 
These new and different 
self-locking nuts are 
proving real sales leaders 
for there's a need for 
them nearly everywhere. 
Get all the facts. 





Get 

the facts 
about 
this line 
of 

Real 
Steady 
Sellers 
and 
Profit 


Our salesmen are 
always on the job, 
ready to work 
with you and for 
you, to assist you 
to build up sales. 
Up to the minute 
literature and 
catalogs available 
for your custom- 
ers. All backed 
by a regular ad- 
vertising cam- 
paign in more 
than 30 different 
trade papers. 


Write 

for 

Dealers 
Proposition 





“HALLOWELL" STEEL BENCHES 


Pat'd and Pat 





Pend'g 


732 


Fig. 


‘Hallowell’ Steel Work-Bench has a shelf below 
for additional convenience. Strong, rigid, with one 
piece steel top, smooth as a surface plate, easy to 
eep clean. Shipped from stock, knocked down. 
Drawer is extra. 


“HALLOWELL" STEEL STOOLS 


er 
Fig. 1334 


Pat. Applied for Fig. 1249 
“‘Hallowell’’ Steel Stools and Chairs have be- 
come most popular because being welded through- 
out they never get rickety and wobbly as riveted 
stools and chairs do—Get our Bulletin 506. 


“HALLOWELL” STEEL TRUCKS 








Fig. 754 Pat. Applied For 


Iliustrated is a ‘‘Hallowell’’ Steel Floor Truck, 
non-tilting type—one of the many styles we make. 
Chassis is a welded unit of steel. There’s nothina 
to work loose and repair, so, cost of maintenance 
is practically eliminated. Write for Catalog. 


"PIONEER" 


Pioneer”, the 
original Steel 
Shaft Hanger, 


revolutionized 
shaft hangers. 
It's the only steel 
hanger with in- 
tegral feet. Mil- 
lions are in use 
the world over. 





Patented 
Fig. 3 





WRITE FOR CATALOGS 


STANDARD PRESSED STEEL Co. 


eS JENKINTOWN, PENNA. BRANCHES 
BOSTON CHICAGO 
DETROIT ST. LOUIS 
INDIANAPOLIS Box 519 SAN FRANCISCO 
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William S. Motter, president, and Sam Bren- 
ner, assistant sales manager of George F. 
Motter's Sons Supply Co., York, Pa., get 





poised for a conference in "Bill's" new 
office 
Five New Catalogs 
Reported by Donnelley 
New catalogs recently published 
by R. R. Donnelley & Sons Co., 


Chicago printers and publishers, in- 
clude a 300-page catalog for Couch 
& Heyle, Inc., Peoria, IIll., containing 
information on tools, supplies and 
heavy hardware used in both the in- 
dustrial and contractors’ supply field. 

Catalog “B” compiled, printed and 
bound for the Southern Supply Co., 
Jackson, Tenn., covers a wide range 
of goods including mill, electrical, 
plumbing, heating and building sup- 
plies. 

A listing of mill supplies, power 
transmission equipment, leather 
specialties, and casters of the Charles 
Bond Co., Philadelphia are all in that 
firm’s latest catalog. 

Schlafer Supply Co., Appleton, 
Wis., recently distributed a catalog 
containing over 200 pages of indus- 
trial supplies and equipment, includ- 
ing paper mill hardware and special- 
ties. 

In the most recent catalog of the 
Dallas Belting Co., Dallas, Texas, 
is contained descriptions and prices 
on belting, hose, packing, oil well, 
oil mill and gin mill supplies. 


Heath of Leighton Supply Dies 


A. C. Heath, vice-president of the 
Leighton Supply Co., Fort Dodge, 
Iowa, died after an illness of two 


months at the Lutheran Hospital in 
Fort Dodge. Mr. Heath had a large 
following in the industrial supply 
field and his loss will be keenly felt. 


Dibert Now Manager 


F. R. Dibert was recently appointed 
general manager of the Marshall 
Supply and Equipment Co., Tulsa, 
Okla. He has had fifteen years’ asso- 


ciation with the mill supply trade 
and is well qualified for his new 
position. 














Dayton Cog-Belt advertising has 
proved its effectiveness. 
Evidence is found in the report 
of a survey made by Col. Don R. 
Jason, Associate Editor of THE 
ADVERTISER. He interviewed 
a number of prominent men in 
the industrial field to find out 
what advertising has made the 
greatest impression on them. The 
current Dayton Cog-Belt adver- 
tisements were particularly men- 
tioned and given top rating. 
This checks with the experi- 
ence of Dayton Distributors. They 
know that advertising is creat- 
ing more and more demand for 
Dayton Cog-Belt Drives. 
Besides having the support of 















powerful advertising in the in- 
dustrial journals, Dayton Dis- 
tributors are receiving strong 
merchandising assistance in the 





form of direct mail, sound pic- 
tures, and selling cooperation. 
The result is rapid growth in the 
volume of Dayton Cog-Belt 
business. 


THE DAYTON RUBBER MFG. CO. 
DAYTON, OHIO 


COG-BELT DRIVES 
LD 
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Another 
Opportunity 


for distributors 


to add to their profits 
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BROWN & SHARPE 
MASTER FEEDING FINGER 


— Customers will like this new Master 
Feeding Finger with Interchangeable 
Pads of Hardened Steel — Cast Iron 


or Bronze. 


— Dealers will profit by additional busi- 
ness from the hundreds of users of 
Brown & Sharpe Screw Machines. 
Brown & Sharpe Mfg. Co., Providence, 


> © 


re INDUST; 
< set vy RY Fo 
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Hygrade Sylvania Names 
Hurley Division Manager 


John H. Hurley has been appointed 
Western division manager of the lamp 
sales division of the Hygrade Syl- 
vania Corp., making his headquarters 


JOHN H. HURLEY 


at the company’s new district office, 
135 South La Salle St., Chicago. 

Assisting Mr. Hurley in the west- 
ern division, which includes the en- 
tire Middle West, are R. W. Metzner, 
J. M. Cromling and Arthur Down. 


Rossman Supply Co. Increase 
Staff for Marine Trade Service 


G. N. Hansen, recently joined the 
sales force of the Rossman Industrial 
Supply Co., Seattle, covering the 
marine industries. Mr. Hansen has 
had a lifetime association with the 
marine trade and for the past ten 
years has been on the purchasing 
staff for the Lake Union Dry Dock. 

Robert Rossman, president, and 
George Rossman, sales manager, are 
taking an active part in boosting fall 
sales by making personal calls on 
the industrial trade. The firm has 
added Paraffine Co.’s line of marine 
and industrial paints. 


Paint Sales High in August 


Total sales of paint, varnish, lac- 
quer and fillers by 680 establishments 
for August had a value of $35,305,043 
as against $34,731,853 for the same 
period in 1936, according to a report 
from the Department of Commerce 
released recently. 


New Catalog for Texas Firm 


A new catalog, containing the 
complete line of products carried by 
the Texas Belting Co., Houston, 
Texas, will be ready for distribution 
in December. R. R. Donnelley & Son 
is the publisher. 





























A GAME FISH SWIMS UPSTREAM 
(But theres no money in it ) 


» 1° ~~ 


¥%4 
qa 'e 


AY 


Right now the greatest advertising campaign ever 
devoted to a single tool is creating a swift, steady current of 
business for Nicholson, Black Diamond and McCaffrey Files. 
Are you fighting the current . . . or going with it and MADE IN THESE BRANDS 


making money and progress selling one of these three lead- 
ing brands? NICHOLSON *=* 


Nicholson, Black Diamond and McCaffrey File advertising BLACK <> DIAMOND 


is tough competition but great support.'’ Let it help you CAFFREY 
make more sales and more profits now. Nicholson File Co., Mc @ 


Providence, R. |., U.S. A. 


PATENTS PENDING 
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BARNES 
ee 





LADES 


It's thrifty to standardize on Barnes Hack 
Saw Blades for metal cutting jobs, because 
there’s a good Barnes Blade to meet every 
requirement. 


Whether it’s soft brass or tool steel, heavy 
section or light tubing, the Barnes Line fur- 
nishes a blade to fit the particular job. 

And if the user isn’t sure what type of blade 
will give him the best production, cost con- 
sidered, there’s a Barnes Service Man near 
who is equipped by factory training and ex- 
perience to help him select the blade and get 
the work going. 

Barnes Service Men are at the call of 
Barnes dealers. Their job is to give technical 
assistance to the dealer’s customers on all 
metal cutting problems. 


W. 0. BARNES CO., INC., Detroit, Michigan 
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A. W. Clarendon Dies, Mill 
Supply Club Attends Funeral 


Alfred W. Clarendon, president of 
the Hand Hardware Co., Elizabeth, 
N. J., died at his home on Oct. 4. 
The funeral, held two days later, was 
attended by several members of the 
North Jersey Mill Supply Club, in- 
cluding A. H. Squier and Otto Schil- 


ling of Squier, Schilling & Schiff; 
A. C. Ellis and J. D. Mitchell of 


Seither & Ellis, Inc.; Paul Auer- 
bacher of Jones & Auerbacher, Inc.; 
Howard Deyer of Abrasive Machine 
& Supply Co.; F. M. Brodhear of 
Brodhear Murphy Co., and E. M. 
Blancke of Hand Hardware Co. 

Several employees of the Hand 
Hardware Co., served as pall bearers. 
His loss will be keenly felt among the 
great following he had in his many 
years of association with the indus- 
trial supply field. 


Industrial Salesman 
Needed for New Jersey 


An experienced industrial sales- 
man, preferably with a following in 
Northern New Jersey, to handle 
grinding wheels, drills, taps, cutters 
and allied lines is needed by a New 
Jersey distributor. Interested ap- 
plicants are asked to write MIL. 
SuPPLIEs, giving full particulars as 
to past experience and salary desired. 
Letters will be forwarded to the dis- 
tributor offering this opportunity. 


William L. Rickard Dies 


William L. Rickard, president of 
Rickard & Co., Inc., New York City, 
died recently after many years in 
the advertising field. It was his com- 
pany that handled the national adver- 
tising campaign for the Industrial 
Supply Research Bureau. Mr. Rickard 
was well known to many distributors 
and manufacturers and his loss will 
be keenly felt by the industry. 








Down in the quaint section of Pennsylvania 
it's no novelty to see office workers wearing 
little Dutch caps like the one which here 
graces the head of Esther Herr, Dick Barr's 
secretary at Reilly Bros. & Raub, Lancaster 











Bassick 


TRUCK CASTERS 
A size...A type... for every need 


Whatever your customers 
need in casters, Bassick 
makes...to the highest qual- 
ity design and construction 
standards. 

And Bassick backs you up 


with a fair policy. 
e 


The casters illustrated are 
merely samples from the 
complete line of Bassick 
Truck Casters consisting of 
over 450 different types and 
sizes. Send for catalog 120 
—areference book that gives 
complete information on 
new and important develop- 


ments in truck casters. 


THE BASSICK 
COMPANY 


BRIDGEPORT CONNECTICUT 


Canadian Factory: 
STEWART-WARNER-ALEMITE CORPORATION OF 
CANADA, LTD., BELLEVILLE, ONTARIO 
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TUF- 


This new hack saw blade has already proved 
a sensation. It’s an entirely new type—super- 
tough, super-flexible, extra hard—a general 
purpose blade that stands a remarkable 


amount of abuse without stripping on thinnest . \ 


sheet or tubing. Its performance on large sec- 
tions, drill rod, tool steels, etc., is amazing. 
TUF-FLEX cuts smoothly, efficiently. is prac- 
tically unbreakable. { : 


Your best accounts will be asking you for 
TUF-FLEX. Be prepared with a stock for samp- 

ling, and the orders sure to follow. Write for 

further particulars. 


MILLERS FALLS 
COMPANY 


Greenfield, Mass. 







MILLERS FALLS 


TOOLS 
c — —- 


4 
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Motter's Sons Supply Co. 
Celebrates with Fall Banquet 


The entire staff of the George F. 
Motter’s Sons Supply Co., York, Pa., 
were recently entertained at their an- 
nual fall banquet. Movies and talks 
were featured at the gathering. 

The guest speaker of the evening 
was Thomas “Lefty” George, well- 
known baseball pitcher. William S. 
Motter spoke briefly on the plans for 
the 100th anniversary of the com- 
pany which will be observed during 
1938. 

Music was furnished by members 
of the organization. A magician also 
entertained with sleight-of-hand work. 
Games were played following the reg- 
ular program. 


Corliss in Los Angeles 
For Lewis-Shepard Co. 


George H. Corliss, advertising and 
sales promotion manager for the past 
four years of Lewis-Shepard Co., Bos- 
ton, has been appointed regional man- 
ager for the company with head- 
quarters in Los Angeles. 

Mr. Corliss was formerly asso- 
ciated with the S. A. Woods Machine 
Co., Boston; J. A. Fay & Egan Co., 
Cincinnati, and the Kewanee Mfg. 
Co., Kewanee, Wis., as advertising 
and sales promotion manager. 


Supply Salesmen at 
DeVilbiss School 


James Day and Charles Fogle, 
salesmen for the Kester Machinery 
Co., Winston-Salem, N. C., are at- 
tending the spray gun school con- 
ducted by the DeVilbiss Co. at Toledo, 
Ohio. This training will aid them in 
giving valuable information to cus- 
tomers in the furniture business. 

J. C. Kester and L. B. Kester, 
executives of the company, report a 
very successful fishing trip on the 
coast. 








G. V. Polister "triples" as secretary, engi- 

neer and salesman for R. B. Whitacre & Co., 

Inc., St. Paul. He's a Purdue man right in 

the heart of Gopher territory, but that 

doesn't stop him from rounding up some 
nice orders 





all 
Twist Drills, 


typical of 


1s 


Hobs, Milling Cut- 


The same careful Work- 
ters and Special Tools. 


NATIONAL 


manship 


These NATIONAL Die 
Reamers, 


Sinking Cutters are good 
examples of the Art of 


building Quality into Metal 


Cutting Tools. 


WORKMANSHIP 
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TRADE-MARK 


COLOR ON THE TANG 
REG. U.S. PAT. OFF. 
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The New File 
with the 
Metal Saw 
Tooth that 
Removes 

Chips in 
Co ‘s Try 
Red Tangs 


SIMONDS 


SAW AND STEEL CO 
FITCHBURG, MASS 


i 
aa 


| Barrett-Christies Co. Exhibits 
At Chicago Power Show 


Barrett-Christies Co., Chicago in- 
dustrial distributors, presented an in- 
teresting exhibit at the Chicago 
Exposition of Power & Mechanical 
Engineering, held Oct. 4 to 9. 

Exhibits by leading manufacturers 
were displayed at the International 
Amphitheatre during the Show. Prod- 
ucts exhibited included: transmission 
equipment; control apparatus; air- 
conditioning and refrigerating equip- 
ment; materials handling; metals and 
alloys; machines; refractories; 
specialties, and textbooks and peri- 
odicals active in the field of power 
production and mechanical engineer- 
ing. 


Lincoln Award Made 
At Welding Exposition 


An outstanding feature at the 
opening of the 18th annual meeting 
and welding exposition of the Ameri- 
can Welding Society in Atlantic City 
on October 18, was the awarding of 
the Lincoln Gold Medal to T. M. Jack- 
son, chief electrical and welding engi- 
neer of the Sun Shipbuilding and 
Dry Dock Co., of Chester, Pa. 

The medal was awarded Mr. Jack- 
son as author of the best paper on 
welding, published in the journal of 
the society. Mr. Jackson’s paper en- 
titled, ““Welding in Tanker Construc- 
tion” was published in October edi- 
tion and is a comprehensive exposi- 
tion of the subject. 

The meeting was opened by A. E. 
Gibson, president of the American 
Welding Society, with a report of a 
gain of 100 per cent in membership, 
indicating a more widespread and 
industrial acceptance of welding. 


Manhattan Rubber 
Gets Ad Award 


The Manhattan Rubber Mfg. Di- 
vision of Raybestos-Manhattan, Inc., 
Passaic, N. J., was recently awarded 
honorable mention for their indus- 
trial trade paper advertising at the 
annual convention of the National 
Industrial Advertisers Association 
held in Chicago. 

In making their decision, the 
judges followed a carefully worked 
out rating system whereby each 
phase of an advertising campaign, 
from objective to results, was consid- 
ered. 


New Line, Clerk, Salesman 

Peerless Mill Supply Co., Buffalo, 
N. Y., have become a distributor of 
the mechanical rubber goods of the 
B. F. Goodrich Co. James Cryon has 
been added to the shipping depart- 
ment staff and Ray Frank, formerly 
| order clerk, is now an outside sales- 
man. 
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SELL CUTTERS 

THAT LAST 

LONGER ... 

CUT BETTER 
AND 

SELL FASTER 


@® Milled — not 
stamped. Heat treated 
by the ‘Vincent 
Process” to the proper 
degree of hardness. 


Twenty-six years of 

right design and = 

painstaking manufac- 

ture goes into every = 
-_ 
d 


Vincent - Huntington ‘ 
Cutter sold. These ; 
are attributes which ; 
help you to _ sell ' 
Vincent - Huntington } ‘@ 
Cutters — and keep 4 A >» 
them sold. WA ‘A 
4 \ %. 
° AMR Ans 
‘ 

































®@ Distributors can 
profit by the out- 
standing quality 
of Vincent-Hunt- 
ington Cutters 
and build up a 
sound, profitable 
business with 
good profits. Our 
catalog sheets 
are well worth 
your perusal. 


Sell Vincent 
“AA” High Spec 
Tool Bits also. 














VINCENT STEEL 
PROCESS CO. 


2434 Bellevue Ave. 
DETROIT, MICH. 























Parker-Kalon Corporation, 192 Varick Street, New York “i . 


PARKER -KALON 
Cold - forge SOCKET SCREWS 





TsYol(ol oft n OD) Ke) ft a 
- Policy « 


THIS 6-POINT CERTIFIED 5 DISTRIBUTOR PLAN 


Guarantees ALL 3/ 


1. Full Line 
2. Super-quality 


4. Protection 
5. Good Profit 
6. Sales Aid 


A sound foundation for electrical tool sales and profit. 


3. Economical Price 


U. S. Grinders Are Made For Every 


Shop and Industrial Requirement 
IT PAYS TO SELL A COMPLETE LINE 








BENCH AND FLOOR GRINDERS 


U. S. makes four sizes of “Utility” bench and floor 
grinders: 6”, 7”, 8” and 10”. They are expertly 
made to deliver long service. Suitable for grind- 
ing all types of edge tools or other general pur- 
pose grinding. A big market in all types of shops 
and in maintenance departments. 


8” Bench Grinder 


HEAVY DUTY GRINDERS 


U. S. heavy duty grinders are made for all continuous pro- 
duction service for both alternating and direct current. Their 
rugged, heavy construction eliminates vibration and assures 
long and satisfactory service. All grinders are equipped with 
remote control service giving complete motor protection 
under all conditions. U. S. heavy duty grinders have many 
other superior features that are winning preference through- 





Illustration shows 2 . 
and 3 H. P., Model 20, out industry. 


PORTABLE SURFACE 
GRINDERS 


Equipped with an air cleaner that 
prevents dust and dirt from enter- 
ing motor, U. S. Portable Surface 
Grinders have won wide recognition for their unusual performance. They give better 
service because they're dust proof and air conditioned. Light in weight, durable, 
they operate on direct or alternating current of 60 cycles or less. Made in 5 sizes 
from 2'/2” to 8” they are used in a wide range of grinding, buffing, polishing opera- 
tions; in sanding down castings; dressing off gas and arc welds, etc. 


DRILLS * BUFFERS +» GRINDERS 


THE STANDARD OF QUALITY SINCE 1897 








THE UNITED STATES ELECTRICAL TOOL CO. 


2498 WEST SIXTH ST., CINCINNATI, OHIO 
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Zone Meetings Held in 
Louisville, Cincinnati 


District meetings to which all manu 
facturers and distributors were in- 
vited, were held Wednesday, Octobe: 
13, in Louisville, Ky., and October 14 
in Cincinnati, O. The purpose of the 
meetings was to bring distributors 
from those areas together for dis- 
cussion of local problems as well as 
their association’s program. Manu- 
facturers in these separate ‘meetings 
were given the opportunity to discuss 
distribution problems and to obtain 
information concerning their own 
association’s plans for distributo: 
cooperation. 

After the morning sessions, a 
luncheon was held, followed by a 
joint afternoon session. Through a 
public address system the broadcast 
record dramatizing distributor-manu- 
facturer relations, which had pre- 
viously been heard at the Memphis 
convention, was re-run. 

R. Kennedy Hanson, _secretary- 
treasurer of the American Supply and 
Machinery Manufacturers’ Associa- 
tion, spoke, stressing the need for 
distributors to improve their selling 
organizations. Margins in certain 
lines were declared to be too small 
and it was indicated that the manu- 
facturers’ group would take up this 
subject at its mid-year Executive 
Committee meeting. 


Additional Distributors 


Additional distributors for prod- 
ucts of the Wailes Dove-Hermiston 
Corp., New York City, were recently 
announced by Julio F. Sorzano, man- 
ager of the industrial division. They 
are: Air Associates, Inc. of Garden 
City, N. Y.; Curry Brothers Oil Co., 
Boston; Kasper & Koetzle, Inc., 
Brooklyn, N. Y., and Read & Lundy, 
Inc., of Providence, R. I. 














Concentrating sales efforts on a limited 
| number of the larger accounts in his field 
James O'Connell, president of the Supply & 
Engineering Co., Scranton, Pa., goes visiting 


for some “heavy orders” 











EW AN ADDITION 


TO THE “TOM 
THUMB” LINE OF 
PORTABLE PIPE MACHINES 


To round out the line and increase your sales- 





opportunities, OSTER-WILLIAMS now offers 
Tom Thumb 512-A, with integral die-head and 
carriage. This type, in combination with the 
well-established 512 and 512-OD, gives you the 


saleable answer to every inquiry in this field. 


THE OSTER MANUFACTURING COMPANY 


SALES OFFICE: 2041 EAST 6lst STREET, CLEVELAND, OHIO 
FACTORIES: ERIE, PENNSYLVANIA AND CLEVELAND, OHIO 
NEW YORK CITY SHOWROOM AND OFFICE, 292 LAFAYETTE STREET 
PHILADELPHIA SHOWROOM AND OFFICE, 111 NORTH 3rd STREET 











Threading 
Headquarters 
Since 1893 
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Above—two views of the new 
die-head. Its clean-cut sim- 
plicity gives it instant sales- 
appeal to those who know 
efficient machine-design. 
At left—the complete ma; 
chine, showing 


1. Front-cutting die-head 
which can thread a piece 
as short as 24" without 
a nipple chuck. 


2. Internal oiling system for 
dies and cutting-off tool. 


3. Long, husky studs, on 
which carriage travels, 
supported at both ends 

for greater rigidity. 
4. Entire die-head of 
heavier, massive con- 
struction, assuring 
more accurate work 
and longer die-life. 
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The recognized standing of W. J. Holliday & Co. is reflected by their 
catalogs, nine successive editions of which (including four Buyers’ 
Guides and Stock Lists) have been built by the Donnelley organization. 


, is no substitute for the con- 
sistent and powerful aid that up-to- 
date catalogs, issued at reasonable 
intervals, offer an industrial supply 
house in getting the maximum results 
from its selling efforts. 


x * 


Samples and latest information about catalogs will 
be sent gladly upon request. Write— 


R. R. DONNELLEY AND SONS COMPANY 
350 EAST TWENTY-SECOND STREET, CHICAGO, ILLINOIS 
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No, not Hollywood folks, just a glimpse of 

the girls employed by the Fairmont Supply 

Co., Fairmont, W. Va., in an informal line-up 
outside the company's office 


Dr. James S. Thomas Speaks 
At Acetylene Convention 


The 38th annual convention of the 
International Acetylene Association, 
held Nov. 10, 11 and 12 at Birming- 
ham, had as its keynote speaker Dr. 


James S. Thomas, president of 


Chrysler Institute of Technology, who 
spoke on “New Frontiers for Smart 
People.” 

At the opening session the More- 
head Medal, awarded annually by 
the association to the person or per- 
sons who have done most to advance 
the acetylene industry or the art 
of producing or utilizing calcium 
carbide or its derivatives, was pre- 
sented to the 1936 winner. 

An added feature of this 1937 con- 
vention was the round table discus- 
sion which gave everyone an oppor- 
tunity to get authoritative, unbiased 
opinion on everyday problems of the 
management and technical aspects of 
the oxy-acetylene process. 


Johnson Now Merchandising 
Manager of Cutler-Hammer 


A. R. Johnson, formerly sales man- 
ager of the Detroit office of Cutler- 
Hammer, Inc., Milwaukee, has been 
appointed manager of the merchan- 
dising sales division of the company 
and will be located at its Milwaukee 
headquarters. 

Mr. Johnson joined the Cutler- 
Hammer organization in 1917 as a 
member of the sales department. In 
1924 he was transferred to the com- 
pany’s Chicago office, and in 1928 
moved to Detroit as manager of that 
sales office. 


Collins in Seattle 


A. W. Collins, who was formerly 
identified with the Marshall-Newell 
Supply Co., San Francisco, has been 
recently added to the staff of the 
Industrial Products Co., of Seattle. 
For the past four years Mr. Collins 
has been in charge of the Keystone 
Lubricating company’s stock of lubri- 
cants for the Pacific Coast. 
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® It would be a fine thing if every mill 
supply salesman, after making a “hot” 
call on a prospect, could leave behind 
him what the radio people refer to as 
“an electrical transcription” (a phono- 
graph record, for short) of his talk so 
that between calls the prospect would 
be unable to forget the products he 


sells. 


But, since that is impossible, some of his 
manufacturers use advertising space in 
the various trade papers. This is done 
for the purpose of keeping your cus- 
tomers and prospects reminded, and in- 
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The advertisement at 
the left is scheduled 
to appear in the fol- 
lowing _ publications: 
American Machinist, 
November 3; The Iron 
Age, November 11; 
Machinery, November; 
Mill & Factory, 
November; Modern 
Machine Shop, No- 
vember; Railway 
Mechanical Engineer, 
November; Western 
Machinery & Steel 
World, November 


cover. 


formed, so that on your next call you 
will save time by not having to go over 
the whole story again. 


Thus, the advertising this Company 
does—constantly—to hundreds of thou- 
sands of buyers of cutting tools helps to 
conserve your time, and increase your 


sales of “Cleveland” Twist Drills and 


Reamers. 


PAT OFF AND FOREIGN COUNTRIES 
9 NORTH JEFFERSON ST. CHICAGO 


LONDON - E.P. BARRUS, LTD.- 


You salesmen for “Cleveland” Distribu- 
tors will be clever if you make use of 
this “assistant salesman” that works for 
you without salary or commission. 


TWIST DRILL 
COMPAN Y 
1242 EAST 49" STREET 
| eae Jee ee eB) 


om © 


654 HOWARD ST. SAN FRANCISCO 








MILL SUPPLIES © NOVEMBER 1937 


33° 36°37 UPPER THAMES ST.EC.4 







Quality Speaks! 


HOLO-KROME 
FIBRO FORGED 


TRADE MARK 


Socket Screws 


Clearly—consistently—increasing in vol- 

ume each day—the word HOLO- 

KROME reverberates from user to user 

as the “Quality Socket Screw” of today. 
Holo-Krome_ authorized 
Distributors know this 
statement to be a fact— 


proven each day in their 
profit columns. 


100% 
Distributor Policy 


The HOLO-KROME SCREW Corp. 
Hartford, Conn. U. S. A. 


HOLO-KROME 
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Rinehart's Booklet 
Defines Distributor 


A booklet, “The Wholesale Dis- 
tributor of Industrial Supplies and 
Equipment—Functions and Services” 
has just been printed and distributed 
by the National Supply and Ma- 
chinery Distributors’ association. The 
booklet, written by Henry R. Rine- 
hart, secretary-treasurer of the asso- 
ciation, is intended to give an exact 
picture of the distributor’s position 
in the economic scheme. 

Need for such definition is ex- 
plained by Advisory Secretary George 
A. Fernley, who says, “During the 
past few years there has developed a 
tendency to question the fact that 
our members render a wholesale func- 
tion and are entitled to a wholesale 
differential. This has been particular- 
ly noticeable in the administration of 
Federal laws. Because Congress may 
pass additional legislation for the 
regulation of business, and because 
these may be drafted and adminis- 
tered by men whose knowledge of dis- 
tribution may be limited, steps should 
be taken to establish the economic 
status of our members.” 


Distributor Adds New Line 


O. B. Avery Co., St. Louis, Mo., 
have become distributors for the 
wire rope products of the Broderick 
and Bascom Rope Co., St. Louis. 
They are carrying a full line of this 
company’s wire rope products. 


Lamps and Bushings Added 


Haverstick & Co., Inc., of Roches- 
ter, N. Y., are now stocking General 
Electric lamps and Bunting stand- 
ardized bronze bushings. 


Two happy valve boys, Lew Crowe, Lunken- 

heimer Co., and James Duffy, Crane Co., 

get together for some story swapping at the 

William M. Pattison Supply Co.'s recent 
outing in Cleveland 





oi 


4ELPING GOOD MECHANICS DO BETTER WORK 


MAKING CALLS FOR YOU! 


HIS Black & Decker advertisement on Sanders is 


“calling” on your prospects through the November 
issues of Machinery, Modern Machine Shop, Iron Age, 
Welding Engineer and December issue of Sheet Metal 
Worker. Follow-up by demonstrating Black & Decker 
Sanders this month! The Black & Decker Mfg. Co., 717 


Pennsylvania Ave., Towson, Maryland. 
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EVEN CAST IRON PULLEYS 
HAVE A SALES STORY 


They are true running .. . they 
permit higher speeds .. . no 
bushings . . . they can’t fall 
apart... they don’t rattle... 
they look better on most ma- 
chines .. . they can take a lot 
of punishment. 


—and the Jones sales 
story backed by quality 
and service closes a sur- 
prising lot of orders for 
cast iron pulleys. 





BREAD AND BUTTER 


HERE is nothing very 

romantic about cast iron 
pulleys, but you can be sure 
of one thing—if you are not 
selling them you are just mis- 
sing out on the bread and but- 
ter that goes with the T-bone 
steak and French fries. 


If you believe that cast iron 
pulleys are as extinct as the 
dodo bird you ought to look 
in on the Jones foundry some 
time. You will see all sizes 
and types in production, for 
actually the sale of Jones cast iron pul- 
leys is going up all the time. 

Along with your other items why not 
try saying in your letters and on your 
calls—"and how about some good old 
Jones cast iron pulleys today.” You may 
not have to sit up until midnight writing 
up the orders, but we do believe that at 
the end of the year the butter may be 
just a little bit thicker on your bread. 


W.A. JONES FOUNDRY & MACHINE CO. 
4411 West Roosevelt Road, Chicago, IIL 


Since 1890 
Jones 


HERRINGBONE — WORM — SPUR—GEAR SPEED REDUCERS 
CUT AND MOLDED TOOTH GEARS « V-BELT SHEAVES 
ANTI-FRICTION PILLOW BLOCKS-e+ PULLEYS 
FRICTION CLUTCHES AND TRANSMISSION APPLIANCES 
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K. E. Macomber, price clerk of Chase-Parker, 

Boston, steps outside to face the camera 

with Jim Philbrick, shipper, who has been 
with the organization 54 years 





1.S.R.B. Death Knell 
Sounds at Philadelphia 


At a meeting of its directors in 
Philadelphia on October 8, the In- 
dustrial Supply Research Bureau was 
officially dissolved. This action was 
the last of a succession of events 
which began with the triple Mill 
Supply convention at Memphis last 
May, when the industry was called 
upon to show by its contributions with 
money whether or not it wanted 
I. S. R. B. to continue. 

The Memphis subscription cam- 
paign fell far short of what was 
needed to carry on the industry pro- 
motion work of this bureau. Later 
various individuals in different sec- 
tions of the country carried on a 
campaign by mail and personal calls, 
endeavoring to rescue the movement, 
and of course the three associations 
actively supported the cause in mes- 
sages to their members. 

The Philadelphia meeting was a 
final inventory of the industry’s en- 
thusiasm for I. S. R. B. Reports 
presented at this meeting showed 
that the subscriptions necessary from 
at least fifty per cent of the members 
of the National and Southern asso- 
ciations were lacking. As a result, 
the resolution to disband was moved 
and seconded. 

The corporation has been dissolved 
and its charter surrendered. A com- 
plete audit of the books is being made 
and when completed a printed copy 
will be mailed to each subscriber. It 
was further decided that any funds 
remaining in the treasury be expended 
in conformity with the purposes of 
the bureau. 

In speaking for the governing com- 
mittee, Alvin M. Smith, who has 
acted as chairman and treasurer of 
I. S. R. B. since its inception, said: 
“We do not believe that the work 
done in the past has been in vain. 
We only hope that distributors and 
manufacturers in our industry will 
follow up this work by personal 
effort.” 
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—And this is C. E. (Cliff) BROKAW, “Toledo's’ 


Representative in the New England States 


C. E. Brokaw has been "TOLEDO'S" representative in New 
England since 1930. 


He is well qualified to represent TOLEDO" since his con- 
nection with the company dates back to 1920. His knowledge 
of "TOLEDOS" benefits distributors and users alike in his terri- 
tory. "Cliff" also travels in one of the company completely 
equipped demonstration cars, carrying a "TOLEDO" No. 999 
Pipe Machine and "TOLEDO" Pipe Tools. A tireless, con- 
scientious worker ever ready to help "TOLEDO" distributors. 


His hobbies are singing and fishing, though he plays a pretty 
good game of pool. 


A recent proud father (its a girl). 
When piping is the subject, just hail ''Cliff." 


THE TOLEDO PIPE THREADING MACHINE COMPANY 
TOLEDO, OHIO New York Office, 72 LAFAYETTE STREET 


“TOLDO" 
o 
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THESE DISTRIBUTORS 


AKRON — Hdwe. & Supply Co 
ATLANTA—Fulton Supply Co 
BALTIMORE — |. A. Henson 
SREINGHAM— Yo vng & Van 
Supply 
ore Handiey Hdwe. Co 
HOSTON—< handler & typed 
hase, Parker & Co., 
e aol tage) Cutter Wo. od & 


BRIDGE P ORT. i ONN — Hunter 


BU FR ALO — ‘Heals McCarthy & 
Rodgers, Inc 

‘ ANTON. Cant« oy Hawe Co 

‘ wy: ESTON Cameron 


rkiey Company 
c watt aot sy! eee, hattanoogsa 
ng & Supoly Co 
cHik NGO = tealy & Co 
R. E. Ellis Eng. Co 
E. L. Easley Ma. hy. Co 
Samuel Harris & (« 
cus na A Kinsey Co 
CLEV AN > a Clevenane Tee 
Ay ot Co 
“ Pattison Sup 
Carlisie & _ + 
coLu iif e— Oem vorne & Sexton 


DAYTON 
H. Kiefabe 
DENVE R—~Mendrie & Bolthoff 
fg. & Supply Co 


ery 
DALLAS. “Brig ¥ “Weaver Machy. 
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IN MY PLACE 


“If you were out on the firing line you'd 
realize what a big help it is to have the 
Dumore kind of co-operation,” said one dis- 
tributor’s salesman to his boss. Dumore’s 
strong position in industry today was achieved 
by well organized support of the Distributor 
and his salesmen to make it easier to 
sell Dumore tools. Listing Distributors’ 
names in Dumore advertising (see typical ad 
below) is just one of many such helps. Get 
the full story in the new brochure “‘Dumore 
Co-Operates,”’ sent without obligation. 





.™ 
LICKS 
ANOTHER 
TOUGH JOB 


Recently confronted with a tough production job 
(milling a spiral in a batch of motor control caps) 
an enterprising toolmaker conceived the set-up 
below. Attaching his Dumore No. 5 Lathe Grinder 

on a milling machine head and using a high speed 
cutter instead of a wheel, he made short work of a 
mean assignment. You'll find that Dumore Lathe 

Grinders will take all jobs in stride ... pep up 

production, cut costs and improve the quality 
of your products. Call any of the distributors 
below for prompt, courteous service. 


THE DUMORE CO. 
Dept. (67-L 


RACINE, WIS. /; 


a 
we 
‘ 


. 


STOCK DUMORE TOOLS 


DETROIT—Boyer-Campbel! Co. | Western Iron Stores Co RICH MOND — Smith - Courtney 
has. A. Strelinger Ce MINNE ‘AP’ OLIS— Duncan & Co ROCHESTER, N. Y. — Erskine- 
eRe PA.—H.P. Weller Sup.Co MOLINE, ILL.-J.J. NormoyieCo He ok 
FT. WAYNE~—Nat!. Mil! Sup. Co MONT L—Canadian Fair ROCKFORD, ILL. —- Mid-States 
GRAND RAPIDS— Mfrs. 3a: up.Co wane Morse, Ltd Industrial Corp 
HARTFORD — Hunter & Havens ss & Wilson, Ltd SAGINAW. a* he — Reichle 
Silliter-Holden, Inc MUSKEGON: MICH. — Muske upply Ce 
HOLYOKE—J. Russe! & Co | mn Hdw. Co ST ron ig S — © meng Wright 
HOU eer 5 renoendere NAS v AL LE Rainey aed ,ine ppenner? & Su Ce 
Ne NEW fs Sos Abrasive Machine SALT LAKE ( ity? alt Lake 
INDIANAPOLIS— Klieber ly Co | 
Jawson Sales Co., Inc NEW. HA EN ~— < S. Mersick Tron, 
Ve mney patewere © ° | age, Steele & F 
JACK SC —Smith NEW SRL EANSOfieer H 
oe hey © VanHorn Co 
ERSST CITY —~Mgnnin “—, Max NEW YORK —Morris Abrams att 
& Moor | Gesrentes Specialty Co SHREY EPOKt Ven los & eo 20 
KANS eae cane ao — Ellfeldt | sen & Yorke Co., Inc . Bend Sup 


Hdwe. & Machy. Supply Co. | onl ANDO: FLA. —Harry P 
inglish Bros. Machy. Co 
KNOXVILLE— W.S.Murrian Co 


LANCASTER, PA.—Reilly Bros 
& Raub 
Low ISVILLE Nei! 


AO ouch & Heyle, Inc 


PE RIA e Seog 
PHI! ADE! PHIA — Maddock &@ | 





© 
w B. Rapp. Machinery 


LaVielle Kirkby > eee « Suppl y Co 
upply Co PITTSBURGH — Standard-Ma- | __ National Supply Co 
LOWELL MASS .—Nebes | chinists Sup. Co 
Sy yrs PORTLAND, ORE. —J.E. Hase! Cometign _Volsbanks. Moree 
TROY.N.Y ed K. itlanchard 
Los Anas LES—Ducommun | tine & Co TULSA— Mach ‘Foal 
Metais & Supply ( | PROVIDENCE Belcher & VANCOU IVER, Cromeman 
Eccles & Davies Machy Co | Loomis Hardware Co 


hinery é 4, Lt 


‘oo! & Supply Co. | Browne!! Machinery Co WORE ESTER. MASS. — Waite 
| hackaberry Reynolds Machinery dw. Co 

MIL WAU Se hed A. Voell | READING. PA.— a ending Mae- | YORK, 4 ——~ York Machy. & 
© e & Tool Supply Co 
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Intermountain Changes 
Name to Johnson Supply Co. 


The Intermountain Belting & Pack- 
ing Co. of Denver, Colo., has changed 
its name and will in the future be 
known as the Johnson Supply Co. 

J. H. Johnson, president of the 
company, feeling that the former 


name didn’t fit in with the firm’s ex- 
pansion program, sent out a letter 
to all customers announcing the 
change. No change in ownership, 


personnel or address will be made. 


Warehouse Under Construction 


Eric J. Gustafson, industrial dis- 
tributor of Rockford, IIl., announces 
that a new warehouse is under con- 
struction for storing mill supplies. 
The firm recently added products of 
the Union Twist Drill Co., Man- 
hattan Rubber Co., Henry Disston & 
Sons, Inc., and SKF Industries. New 
sales promotion literature includes a 
listing of the most important lines 
they stock. 


New Sales Manager 
For Eclipse Counterbore Co. 


The Eclipse Counterbore Co., De- 
troit, recently announced the ap- 
pointment of Virgil W. McDaniel as 
general sales manager. He succeeds 
J. E. MacArthur, recently resigned. 

Mr. McDaniel is a graduate of the 
Massachusetts Institute of Tech- 
nology and during the last several 
years has specialized exclusively in 
industrial sales management and pro- 
motional activities. 


New Agent for Kennedy Valve 

The Kennedy Valve Manufactur- 
ing Co., of Elmira, N. Y., has ap- 
pointed Fred C. Greaves as its repre- 
sentative to cover Oregon and Wash- 
ington. 





Sales and production are represented in 
this interesting picture taken in front of the 
plant of N. A. Strand & Co., Chicago, manu- 


facturers of flexible shaft equipment. 
Strand's Clyde W. Blakeslee, general sales 
manager, is at the left, with O. V. Strand, 
plant superintendent, at the right 

























ASSURANCE OF 
ACCO CHAIN QUALITY 


TESTING 


for Your 
Safety 


NIVHD 110) 400d OD9V 

































@ All ACCO Welded Chains are PROOF-TESTED after 
they have passed a thorough link-by-link inspection. 
Thus protection for life and property is doubly assured. 
The proof test is assurance that each chain will carry a load greater 
than the recommended safe working load without distortion of the 
links or impairment of the shock-resisting properties of the chain. 

Every ACCO Chain must conform to the highest standards of qual- 
ity for its class. We manufacture all types of welded and weldless chain 
for all purposes with the greatest care and precision. 

Recommend ACCO because it measures up to five assurances of qual - 
ity. It is safe and economical. It keeps customers sold on your house. 





AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE COMPANY, Inc. 


BRIDGEPORT, CONNECTICUT 





* Behind ACCO Chains stand 5 assurances of quality — selected J 

metals, precision forming, controlled electric machine welding, ons 

testing, inspection—plus years of experience in chain making. ANS 
~~ 


\ VA 
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IN BUSINESS FOR YOUR SAFETY Geégppe a Chain Hoists © Electric Hoists and Cranes 
ACCOZa 
7o™ 





A FEW OF THE 137 
AMERICAN CHAIN & CABLE 
INDUSTRIAL PRODUCTS 


AMERICAN CHAIN DIVISION 
(DOMINION CHAIN COMPANY, Ltd., in Canada) 
Weed Tire Chains © Welded and Weldless 
Chain © Malleable Castings © Railroad 
Specialties 
AMERICAN CABLE DIVISION 
Tru-Lay Preformed Wire Rope © Tru-Loc Proc- 
essed Fittings © Crescent Brand Wire Rope 
Tru-Stop Brakes 
ANDREW C. CAMPBELL DIVISION 
Abrasive Cutting Machines © Floformers 
Special Machinery © Nibbling Machines 
FORD CHAIN BLOCK DIVISION 
Chain Hoists © Trolleys 
HAZARD WIRE ROPE DIVISION 
Green Strand Wire Rope © ‘Korodless” 
Wire Rope © Preformed Spring-lLay Wire 
Rope © Guard Rail Cable 
HIGHLAND IRON & STEEL DIVISION 
Wrought Iron Bars and Shapes 
MANLEY MANUFACTURING DIVISION 
Automotive Service Station Equipment 
OWEN SILENT SPRING COMPANY, Inc. 
Owen Cushion and Mattress Spring Centers 
PAGE STEEL AND WIRE DIVISION 
Page Fence © Wire and Rod Products 
Traffic Tape © Welding Wire 
READING-PRATT & CADY DIVISION 
Valves © Electric Steel Fittings 
READING STEEL CASTING DIVISION 
Electric Steel Castings, Rough or Machined 
WRIGHT MANUFACTURING DIVISION 
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complete line 


standards for vig 
and uniformity- You 
profitable to sell— 


The Lenox Blades in this 


meet highest $ 
performance. 
find them eas 


“HIGH SPEED" 
“MO-SPEED 
“TUNGSTEN 
“SU PER-FLEX 
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{Sold Only Thru Distributors! 
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AMERICAN S 


. S. A. 
SPRINGFIELD. MASS.. U 
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Tour Plants for Ideas 


Eight salesmen, Briggs-Weaver 
Machinery Co., Dallas, ‘texas, led 
by General Manager Jack Dale, re- 
cently completed a trip through seven 
states, visiting plants to inspect the 
production of the various supplies 
and machinery which they sell. 

At each plant one man in the party 
took notes, and at the conclusion of 
the trip, these notes were written up 
into a complete story, and bound into 
a book of helpful sales facts. 

In their trip they visited the 
Medart Co., Leschen’s wire rope plant 
and Laclede-Cristy in St. Louis; 
Lunkenheimer, Le Blond and _ the 
Carlton Machine Tool Co., in Cincin- 
nati; Ohio Valley Pulley Works in 
Maysville, Ky.; Spang, Chalfant in 
Pittsburgh; Carborundum Co. at 
Niagara Falls; Chisholm-Moore Hoist 
Division in Buffalo; Cleveland Twist 
Drill, Osborn Mfg. Co., Lamson & 
Sessions and Oster Mfg. Co., in 
Cleveland; F. E. Myers in Ashland, 
Ohio; B. F. Goodrich Co., in Akron; 
Chicago Belting, Armstrong Bros. 
Tool, Armstrong-Blum and _Inde- 
pendent Pneumatic Tool Co., in Chi- 
cago; Delta in Milwaukee; Dumore in 
Racine, Wis., Walworth in Kewanee, 
Ill., and Mueller in Decatur. 

Briggs-Weaver salesmen who made 
the trip were W. L. Ballard, J. R. 
Clark, L. F. Cooper, Don Dale, W. R. 
Jordan, W. C. Whilden, H. R. Perkins 
and L. F. Whittington. 


Johnston Co. to Exhibit 
At Purchasing Agents’ Show 


The William T. Johnston Co., Cin- 
cinnati, Ohio, has planned an effective 
exhibit for the purchasing agents’ 
industrial show to be held at the 
Netherland Plaza Hotel, Nov. 18-20. 

The firm’s exhibit will feature Har- 
rington chain hoists, Whitman & 
Barnes twist drills, Simonds saws 
and files, and Permite aluminum 
paint. A drill press will be in opera- 
tion to show the advantages of the 
drills they stock. 





John Nolan, purchasing agent of Cutter, 
Wood & Sanderson, Cambridge, Mass., 
seems to be applying some canny New Eng- 
land scrutiny to those requisitions before him: 





























ARMOUR'S Electrocoated Garalun 
Gives ‘Plus’ Results 


Present day wood-working production schedules and speedy equipment 
demand a high degree of craftsmanship, and flawless tools. Fast, efficient 
belt-sanding machines have necessitated the development of new and better 
abrasive products. 

In step with modern cabinet and furniture requirements for smooth, quick 
surfacing and finishing, Armour Sand Paper Works take pride in offering 





Electrocoated Garalun. A surface coated wood-working abrasive product of 
lasting, sharp, even-cutting uniformity, engineered particularly for high-speed 
Armour’s Electrocoated Garalun equipment. 
eatercirersieaeecnites pee sid Armour’s Electrocoated Garalun gives plus results, because abrasive grains 
ard sizes for all wood and meta! _ are electrostatically aligned for uniform cutting, on either cloth or paper backing. 
"lca eae Your customers will want to enjoy the advantages in speed and economy that 
abrasive Armour’s Electrocoated Garalun makes possible. 


ARMOUR SAND PAPER WORKS 


Division of ARMOUR AND COMPANY 


GENERAL OFFICES: CHICAGO 
Stocks Distributed from branches in following cities: 


BOSTON NEWYORK BUFFALO PHILADELPHIA MILWAUKEE DETROIT PITTSBURGH CLEVELAND 
INDIANAPOLIS ST.LOUIS SAN FRANCISCO LOS ANGELES SEATTLE HIGH POINT,N.C. CINCINNATI 
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CHECK YOUR CUSTOMERS’ 
AIR PROBLEMS! 






No. 7854 Heaty Duty Machine Blow Valve. 








Schrader Blow Valves 
can be operated by 


Biow Valve assembly on 
dial power press to dis 
charge finished work 





Wherever air is used, or wherever it can be 








| 


used in manufacture or assembly, Schrader In- | 


dustrial Blow Valves, Blow Guns and Hose 
Fittings point the way to greater efficiency and 
economy. A complete line for machine and 
ait hose applications in industrial plants. 

Many features of design, proven records of 
service and the right prices make strong sell- 
ing points. 

Distributors find the Schrader line profitable 
and enthusiastically received by customers. 

A. Schrader’s Son Brooklyn, New York 


Division of Scovill Manufacturing Company, Inc. 


eal 


i oy 






cam, lever, or direct- a _— oe 
No. 7796 Light Me thrust. Adaptable to No. 7184 Soe ae Mee oak 
chine and Bench mounting on any Blow i bl full 
Type Blow Vale machine. Gun trollable up to fu 










82 





BLOW VALVES ane 


SCHRADER PRODUCTS SOLD THROUGH MILL SUPPLY DISTRIBUTORS ment.’ 


blast. Button, or lever 
operated types. Special long 
flexible-tubing nose avail- 
able for use in confined 
areas. Easily replaceable 
parts singly service. 
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| year’s 





|} management. 








These files, being referred to by L. A. Jack, 
one of the energetic partners in the North- 


ern Machinery & Supply Co., Minneapolis, 
contain manufacturers’ literature issued dur- 
ing the last half century. The firm thus has 
a unique library not only on present-day 
manufacturers’ literature, but on machines 
and equipment which may even be obso- 
lete now. The files are considered very 

valuable in the company's sales activities 


Two Committees Named by 
North Jersey Supply Club 


Two committees were appointed at 
the season’s first meeting of the 
North Jersey Mill Supply Club, Oct. 
11, in Newark, and a resolution of 
sympathy passed upon the death of 
Alfred W. Clarendon, president of 
the Hand Hardware Co., Elizabeth, 
N. J. 

One committee, headed by A. H. 
Squier of Squier, Schilling & Skiff 
with H. J. Van Volkenburgh of John- 
son-Mandeville Co., and H. S. Fritts 
of William S. Roe, Inc., was named 
to make recommendations on the re- 
sale prices of files. 

The other, with Mr. Van Volken- 
burgh as chairman, J. J. Rowe of 
Oppel, Glanfield & Rowe and Mr. 
Fritts was appointed as a nominating 
for 1938 officers. This 
officers are A. C. Ellis of 
Seither & Ellis, president; Stanly 
Jones of Jones & Auerbacher, vice- 
president, and J. D. Mitchell of 
Seither & Ellis, secretary. 


American Management Ass'n. 
To Hold Marketing Conference 


A marketing conference of the 
American Management Association to 
be held Nov. 18-19 at the Hotel Penn- 
sylvania in New York City will have 
prominent men in several large cor- 
porations speaking on the various 
problems of marketing and _ sales 
The two-day meeting 
will open at 10, Tuesday morning, 
Nov. 10, with Harry Brown, national 


| merchandising manager of the Philco 


Radio & Television Corp., 
addressing the 
a Fundamentals 


Phila., 
gathering on _ the 
of Sales Manage- 
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NOVEMBER 
ADVERTISEMENT 
APPEARING IN 


Power 
West Coast Lumberman 
Construction Methods 
Mill & Factory 
Timberman 
Oil and Gas Journal 
Petroleum World 
Rock Products 
National Engineer 
Oil Weekly 
Buildings & Building 
Management 
Iron Age 
Skyscraper Management 
Pit and Quarry 
Western Construction News 
Pacific Road Builder and 


Engineering Review 


WICKWIRE SP i ire 
Rope is complete . .. standard as well as Toa Selma ae hee 
a definite size and kind of rope for every purpose. There is no Nidon't 
carry it for the Wickwire Spencer Distributor. He can satisfy ever 
inquiry. Write today for the Wickwire Spencer distributor’s ri F 


WICKWIRE SPENCER 
STEEL COMPANY 


General Offices: 41 East 42nd St., New York City 
Worcester - Chicago - Buffalo - San Francisco 













STANLEY UNISHEAR 


' Stanley Unishears place the 
Stanley distributor in an env:- 
ONLY TOOL = ; 

able position. These unique 
Of Its Kind tools interest anyone who cuts 
sheet material. Easy to sell, 
profitable, the Stanley Unishear 


appeals to a large market. 


Get further details on Stanley Unishears . . . Electric Hammers... 
Drills .. . Safety Saws ... and others . . . the complete line that 
enables you to sell more tools to more people for more jobs. Stanley 


Electric Tool Division, The Stanley Works, New Britain, Conn. 





% We Are Represented By Selected Distributors *% 


Sa ee RS 


A COMPLETE LINE FOR INDUSTRY 
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Fort Wayne Supply Moves 
Into Five-Story Building 


Several pages of a recent edition 
of The Fort Wayne (Ind.) Journal- 
Gazette were devoted to the history 
and activities of the Fort Wayne 
Pipe & Supply Co., in connection with 


| the firm’s moving to a new location at 
| Calhoun and Columbia Streets. 


» 


The new quarters of the company 
have been remodeled to meet the 
diverse requirements of the mill sup- 
ply field. The building consists of five 
stories and a basement. Two eleva- 
tors have been installed, and the 
building has been equipped with a 
sprinkler system throughout. 

On the first floor is the sales- 
rooms for direct sales, the shipping 
and receiving departments are _lo- 
cated to the rear of that floor, with 
an elevated platform adjacent to a 
railroad siding. Main offices are lo- 
cated on the second floor, a portion 
of which is also utilized for stock. 


New Welding Supply Firm 
Organized in Detroit 


A new organization to be known 
as the Robinson Welding Supply Co., 
for supply service of are welding 
machines, electrodes and accessories 
was recently established in Detroit. 

The new firm was formed by J. M. 
Robinson, who for the past twelve 
years has been Detroit district man- 
ager of the Lincoln Electric Co. Mr. 
Robinson is a Georgia Tech graduate 
in electrical engineering. 


Inside Salesmen Outside 


Edward Nutt and Edward Shirk 
are now on the field sales force of 
the Buhl Sons Co., Detroit, Mich. 
Both are former inside salesmen. Mr. 
Nutt is serving the industrial trade 
in Grand Rapids and Muskegon and 

Mr. Shirk is located in Detroit. 





Front and center is F. T. Hildred president 
of the St. Paul company that bears his 
name, and back of him are part of his in- 
side staff. Left to right: Frank Wrbsky, 
Mrs. Emma Metcalf, Richard Pollnow and 
W. H. Hosking. This is Mr. Hildred's fa- 
vorite season—he's a crack duck hunter 













SHOW THIS 
Written Guarantee 
WHEN SELLING 
PIPE WRENCHES 


It is assurance to your customers of 
100% Heavy Duty Alloy Steel con- 
struction—drop forged and heat treated 
for extra strength—at no increase in 
price. 


DROP FORGING PROCESS 


The strongest known method of making 
quality steel tools—and the reason fo: 
the “built-in” quality which permits 
TRIMO to guarantee the whole wrench. 


* 


“TRIMO 


Guarantees The WHOLE Wrench?” 
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EVERY PART OF THIS 


“TRI MO-ALLOY" 


PIPE WRENC 
JAWS -FRAME-HANDLE AND NUT IS 





ANY BREAK DUE TO DEFECTIVE 
MATERIAL WILL BE REPLACED 


FREE OF cHarce 


TRIMONT MFC. CO. 
BOSTON, MASS. U.S.A. 


Nx iy 

a 

This tag—wired to the handle of 
every genuine “TRIMO-ALLOY” 
tool is your assurance that you are 
buying the strongest, safest pipe 
wrench ever made—yet “TRIMO- 


ALLOYS” cost no more. 


TRIMONT MFG. CO., INC. 
Roxbury (Boston), Mass. 





THE BILLINGS & SPENCER CO. 


HARTFORD, CONNECTICUT, U.S. A. 


Quality Shop Tools 


LATHE KNURLING TOOLS 

Knurls and Pins tool steel hard- 
ened and tempered. Swivel adjust- 
able on shank. Thumb nut for 
knurl size adjustments—self center- 





ANOTHER VITALLOY: TOOL 


ing. See Catalog page 32. 





Section thru 
Nead Showing 


Safety Eye 
x €ruction 


tons 


DIE AND TOOL MAKERS 
HAMMERS 





Billings Drop Forged Quality for 


Weights from ™% to 3 lbs. 
Catalog page 32. 


Distributors 





NEW CATALOG 
Pocket Size 
Write Dept. "N" 


get these Sales! 


Billings Distributors get these profit- 
able Shop Tool Sales because they 
have a line of Quality Hammers, 
Knurling Tools, Strap Clamps, Lathe 
Dogs, Screwdrivers, etc., the “ac- 
cepted as standard” Billings Duo- 
forged Tools, and the new Billings 
Vitalloy Wrenches. 


Billings Distributors have planned 
Sales Helps, National Advertising, 
factory trained missionary men, a 
name—Billings—known for its relia- 
bility in the manufacture of Forged 
Tools for three-quarters of a century 
and the technical knowledge of fac- 
tory metallurgists to aid them in “get- 
ting Shop Tool Sales.” 


Do you know the complete story of 
Billings Vitalloy Wrenches? Why 
not write for it? 


rough use and long life with the 
Billings Safety Eye construction. 


See 


| 
| 





B'S 


* COMMERCIAL DROP FORGINGS - BOARD DROP HAMMERS and DIE MAKING MACHINERY 
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Cutler-Hammer Announces 
New Appointments 


Arnold R. Johnson, formerly man- 
ager of the Cutler-Hammer Detroit 
office recently was appointed man- 
ager of its merchandising sales di- 





A. R. JOHNSON E. F. WEISS 





E. T. REES F. J. WOLDRICH 


vision at the headquarters of the 
company in Milwaukee. Succeeding 
Mr. Johnson in Detroit is Elmer F. 
Weiss, who has had wide experience 
in all phases of motor control. 

E. T. Rees became manager of the 
firm’s Indianapolis, Ind., office last 
month. Mr. Rees has had 25 years’ 
experience in the electrical sales field. 

A new branch office of the com- 
pany was opened in Portland, Ore., 
with F. J. Woldrich in charge. Mr. 
Woldrich received his education at 
the University of Portland, the 
Northwestern School of Commerce 
and the University of Oregon. 


McCormick, Supervisor for 
Hajoca Corporation, Dead 


William H. McCormick, supervisor 
for Philadelphia branches of the 
Hajoca Corp., died recently at the 
age of 53. 

Mr. McCormick enjoyed the repu- 
tation of being one of the best plumb- 
ing salesman in the Philadelphia 
area. He began with Hajoca in a 
sales capacity and became manager 
of the Lansdowne branch. In 1926 
was made manager of the Philadel- 
phia branch on Ninth Street. 


Two Lines Added 


Lubriplate, a Fiske Bros. Refining 
Co. product has as its distributor in 
the Intermountain area in Utah, the 
Industrial Supply Co., 121 Motor 
Ave., Salt Lake City. Industrial Sup- 
ply has recently become a distributor 
for Link-Belt Co., as well. 














$1,614 CALLS EACH MONTH 


31,614 prospect calls each month is a stiff routine for any salesman—yet ‘‘Pyrex’’ Gauge 
Glass advertisements reach that many or more prospective customers every month in the 
year. Before these men, who yearly buy huge quantities of gauge glasses, are placed com- 
pelling sales messages stressing the quality, strength, transparency and resistance to cor- 
rosive action of ‘‘Pyrex’’ Brand Gauge Glasses—sales messages that really sell —for they 


prove economy. 


To enable you to identify yourself with ‘‘ Pyrex’’ Gauge Glass advertising—so that you 
can capitalize most profitably on the growing demand for ‘‘ Pyrex’ Gauge Glasses—we 


have prepared new direct mail material for your use. Write today for your samples. 


**PYREX”' is arevistered trademark and indicates manufacture by Corning Glass Works. 


I] 
HO GAUGE GLASSES 


CORNING GLASS WORKS, CORNING, N. Y. 


4 
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4 Reasons for Selling 


DELTA MANUFACTURING COMPANY 


DELTA DRILL PRESSES 








. 


A battery of twelve 17-inch Delta 
drills saving money for a Detroit 
auto-accessory manufacturer. 





1 @ They are low in first cost. 
2¢@ They are extremely economical 
to maintain and operate. 
3 @ They are highly adaptable, and 
engineered for long life. 
4 ¢@ They will continue to save you 
money throughout their entire 
life. 
ECAUSE Delta drills are built to precision standards in 
a modern produciion plant, they cost you less than 
any comparable drills. 
Because they are equipped with self-sealed ball bearings 
throughout, they require no lubrication at any time—and 
practically no other maintenance. 
Because they are thoroughly engineered and tested under 
production, they will “stand up and take it” alongside 
drills costing several times more. 
Because of their low cost, low maintenance and low power 
consumption, they can be used in dozens of places where 
heavy, expensive machines would be out of the question. 
Here is one of the fastest moving lines in the field. Get 


behind it—and get your share of this business. 


625 E. Vienna Ave., Milwaukee, Wis. 
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Joyce-Cridland Co. Completes 
Modern Factory Unit 


The new factory unit of the Joyce- 
Cridland Co., Dayton, Ohio, recently 
completed, reflects the modern trend 
for time- and labor-saving mainte- 
nance equipment. 

This new building is single-floor, 
steel frame, monitor-type construction 
with four-fifths of the wall area in 
glass. The building is laid out so 
that from the raw stock to finished 
product, the work moves along a 
continuous production line. Heavy 
products are handled with monorail 
type transfer cranes. Loading docks 
of truck height are loaded inside the 
building. The power’ transmission 
vault is near the center of the build- 


| ing, resulting in shortest possible 


| transmission lines and minimum 


power losses. Electric power is used 
exclusively and the offices are heated 
by gas and are air-conditioned. Elec- 
tric service conduits are in the floor, 
which is surfaced with tile blocks. 
Outside light is controlled, supple- 
mented by indirect artificial lights. 


Executive Committees Hold 
Mid-Year Meetings Dec. 8 


Executive committees of the Na- 
tional and Southern’ distributors’ 
associations, as well as of the manu- 
facturers’ group, will hold their an- 
nual mid-year meetings December & 
at Westchester Country Club, Rye, 
N. Y. At the same time and place a 
zone meeting for all distributors in 
this area will also be held. 

The three groups will hold separ- 
ate meetings in the morning, and an 
interesting program is being planned 
wherein all who attend will be given 
the opportunity to exchange views. 


Biotters tor Sales Promotion 


The Belt-Rope Supply Co., 500 E. 
Genessee St., Syracuse, N. Y., has 
printed and distributed a large quan- 
tity of blotters and calling cards 
as a part of their sales promotion 
activities. The company has taken on 
radial bearings and_ transmission 
units of the Fafnir Bearing Co., New 
Britain, Conn. 





Our photographer won the cooperation of 
the warehouse crew at Olympia Supply Co.., 
Olympia, Wash., and all lined up for a pic- 
ture. The two bosses are at the front and 
center: Earle Bean (at left) and Sy Nash 

















1. SALES 


—thru Exclusive Franchise. 


2. RESALES 


—thru strictly maintained resale 
schedules. 


3. FACTORY COOPERATION 


—thru definite systematic fac- 
tory helps. 


4. CONSUMER ADVERTISING 


—Concentrated in distributors 
market. 


5. QUALITY PRODUCTS 


—Highest standards constantly 
maintained. 
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"Yea, we thought like you do. But things are different 
now. A profit tool, that’s the way we see files now. And 
a good business getter too. Have been, ever since we 


started under the Super-Duty Franchise.” 


Enthusiastic reports of new profits, new accounts on the books, 
always follow when a distributor gives the Super-Duty Franchise 
a thorough workout. For this Super-Duty Plan of file sales is 
made to fit distributor's needs. Look over its 5 point program, 
printed at the left. Ask someone using it. Get the complete 


story. Your territory, perhaps, is available. Write. 


THE CLEVELAND FILE COMPANY 


3400 HAMILTON AVENUE ° CLEVELAND, OHIO 





Most every buyer of hollow screws used to ask these 


questions: 


Today, a first-time buyer of hollow screws may ask 


Questions subordinated 
to SERVICE-records 


how are they made? 


where are they made? 


what are they made of? 


who makes them? 


those selfsame questions. 


But your experienced user asks for ‘‘Allens’’ — and 


furthermore asks no questions ! 


THE ALLEN MEG. COMPANY 


Harrrorn, Conn. U.$.A. 
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V-belt stock of the Bittenbender Co., Scran- 

ton, Pa., is handily arranged on this rack 

for easy size selection. David J. Bowen, 

inside salesman, looks it over with satis- 
faction 


Cc. R. Falk, Well Known 
industrialist, Dies at 67 


Colonel Clarence R. Falk, secretary- 
treasurer of the Falk Corp., Mil- 
waukee, and a nationally known fig- 
ure in the manufacturing field, died 
recently after 37 years with the 
Falk company. 

Colonel Falk was made secretary- 
treasurer of the company in 1923, 
serving previous to that as vice- 
president for a number of years. He 
was born in Milwaukee and began 
his business career with the First 
Wisconsin National Bank. Later he 
became a dramatic critic for one of 
the daily newspapers. In 1901, he 
became associated with the Falk 
Corp., working his way up through 
the various departments. 

Mr. Falk was at one time president 
and director of the National Metal 
Trades Association. 


Changes for Nelson Co. 


C. G. Singleton, formerly manager 
of the Dallas, Texas, branch of the 
N. O. Nelson Co., St. Louis, is now 
in charge of sales in St. Louis. A. C. 
Seates replaces W. A. Gillespie as 
manager of the Jackson, Miss., branch 
office. Mr. Gillespie becomes manager 
of the Houston, Texas, branch. Doyle 
Cody has been promoted to the man- 
agership of the Dallas Texas branch. 


Returns from Sales Conference 


J. J. Badalli, president, and J. 
Howill, salesman, of the Standard 
Equipment & Supply Corp., Ham- 
mond, Mich., have returned from the 
Lincoln Electric Co.’s sales confer- 
ence held in Cleveland. John Carna- 
gey has been added to the inside 
sales force of Standard. His past 
experience includes a year of store 
sales work. 

















..... that thrive on punishment! 














It may not be visible to the naked eye but 
that inherent ability to stand up under the 
severest pressures and temperatures is built 
right into each fitting and flange beginning 
with the selection of the billets from which 


they are forged. 





It has taken us twenty-five years to learn 


how. You can buy them in a minute or less. 


INCORPORATED 


LOUISVILLE KENTUCKY 


Manufacturers of: Drop Forged Steel Valves and Fittings, Ice Making and Refrigerating 
Machinery, Oil Refinery Equipment, Water Tube Boilers, Heat Exchangers 


O HENRY VOGT MACHINE CO. 


NEW YORK PHILADELPHIA CLEVELAND CHICAGO CINCINNATI KANSAS CITY DALLAS 
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MILWAUKEE INDUSTRIAL BRUSHES 


Let this CHECK CHART tell you 
about the brush line you sell... 


Unless you can answer all the above questions in the affirma- 
tive, you are not in a position to secure maximum profits 
from your brush sales efforts. If you would like more infor- 
mation about the Milwaukee line, write today .. . 


Mono-Bilt Rotary 
Wire Wheel Brush 





No. 3305 Rotary 
Wire Wheel Brush 




















Wire Disc Brush 
« 


THE MILWAUKEE BRUSH MANUFACTURING COMPANY 
2212-2236 North 30th Street MILWAUKEE, WISCONSIN 


INDUSTRIAL BRUSHES AND BROOMS OF QUALITY 
—FOR PRODUCTION AND MAINTENANCE REQUIREMENTS 
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R.C. NEAL CO. In 


 \ : A: 





Otto Kamman, left, and Laurence Burmester, 

Western New York representatives of the 

Gates Rubber Co. look pleased with their 

work as they stand in front of the R. C. 
Neal Co., in Syracuse, N. Y. 


Baltimore Distributors 
Exhibit in P.A. Show 


Several leading industrial  dis- 
tributors of Baltimore, Md., partici- 
pated in the show staged October 19- 
20-21 by the Purchasing Agents Asso- 
ciation of Baltimore, held at the Lord 
Baltimore hotel. 

Exhibits which effectively displayed 
the merits of products handled by the 
sponsoring distributor were prepared 
for the eyes of the city’s most im- 
portant buying factors. Those who 
took part went into the event whole- 
heartedly and expressed themselves as 
being well satisfied with the results 
achieved. 

Distributors who participated were: 
L. A. Benson Co.; Carey Machinery & 
Supply Co.; Anderson and Ireland 
Co.; Kemp Machinery Co.; the James 
Walker Co.; and the Hajoca Corp. 


Machine Tool Dealers Meet; 
Bryant President for 1938 


At the concluding session of the 
annual meeting of the Associated 
Machine Tool Dealers, held Oct. 11 
and 12 at French Lick, Ind., A. G. 
Bryant of Bryant Machinery & Engi- 
neering Co., Chicago, was elected 
president of the group. 

Features of the convention were 
the talks by Harry S. Robinson, sec- 
retary and sales manager of the 
Cincinnati Shaper Co., talked on 
“Sales Promotion,” emphasizing the 
importance of adequate statistics in 
the sale of machine tools, and by 
F. B. Scott, Jr., Syracuse Supply 
Co., who spoke on the “Training of 
Salesmen.” (See Pages 30-31). 















EVERY METAL-REMOVING JOB 








Will Show 
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A Conveniently Located Morse Distributor —!_ 
Will Give You Prompt Service. in 


MOR Ss E: TWIST DRILL & MACHINE COMPANY 
. ) > NEW BEDFORD, MASSACHUSETTS, U.S.A. 
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“KING” COMBINATION 
NIPPLE 








DI\ 


NIPPLES 


“BOSS” MALE AND 
FEMALE COUPLING 


: 











“KING” SINGLE 
BOLT CLAMP 











“AIR KING” DIXON AIR 
UNIVERSAL “KING” DOUBLE BOLT 
COUPLING CLAMP - COUPLING 





SERVICE PROFIT 








“X” MARKS THE SPOT — 


Where hose coupling troubles disappeared 
Where jobbers and supply men enjoy a fine business and profit 


Where customers find complete satisfaction in their couplings, 
clamps and nipples 


Every “DIXON” Product is made to do its job best 
real service, which brings repeat business 


“DIXON” does not sell direct to consumers 


DIXON 


VALVE & COUPLING CO. 


PHILADELPHIA 


to give 





Birmingham Los Angeles Houston 


N 


| 
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Sees Selling Opportunity 
In Fire Prevention Week 


National Fire Prevention Week, 
October 3-9, gave the Riechman- 
Crosby Co., Memphis, Tenn., an op- 
portunity to cooperate in this work 
as well as open an avenue for addi- 
tional business. 

Richard Aleott, executive  vice- 
president of the firm, at a sales pro- 
motion meeting before Fire Preven- 
tion Week, stressed the importance 
of the salesmen becoming “fire con- 
scious,” and bringing to the cus- 
tomers’ attention the many items for 
fire protection carried by this firm. 
Harold Wright, manager of the elec- 
trical department made a sales talk 
on a number of electrical items and 
their safety features. 

A display of fire-fighting equipment 
was prominently arranged in the 
office and attracted many customers 
who came in during the week. The 
daily newspapers carried advertise- 
ments and a direct mail campaign 
was made that proved quite effective. 


Hardware Associations 
Convene At Chicago 


The 43rd annual convention of the 


National Wholesale Hardware Asso- 
ciation and the 75th semi-annual 
convention of the American Hard- 


ware Manufacturers Association held 
Oct. 18, 19, 20 and 21, at the Palmer 
House, Chicago, presented reports of 
the year’s work and featured many 
outstanding speakers, together with 
a highly diversified entertainment 
program. 

The business sessions opened Mon- 
day night with a combined meeting 
of both associations. Shannon Cran- 
dall, president of N.W.H.A., extended 
the greeting to all in attendance and 
officially opened the four-day con- 
vention. The principal address of the 
evening, “As I See It,” was given by 
Douglas Malloch of Chicago. 

Both associations went into active 
session Tuesday morning, October 19, 


Robert G. Thompson, president of 
the A.H.M.A., making the opening 
address to his members. His talk 


was followed by comments on “Our 
New Tariff Problems,” by Walter R. 


Peabody, associate professor of 
economies, Rutgers University. A 
discussion, ““America’s Balance 
Sheet,” was given by Henry H. 


Heimann, executive manager of the 
National Association of Credit Men. 

Tuesday's program for the N.W.H.A. 
began with the annual address of 
President Crandall, followed by the 
annual report of George A. Fernley, 
secretary-treasurer, on the work of 
the association. Principal talks made 


at this session were: “Volume and 
Overhead in 1937,” by W. H. Ters- 
tegge, Stratton & Terstegge Co., 


Louisville, Ky.; “The Necessity for 
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REAL SERVICE 


For Distributor and User 


Co-operation is one big reason why so 
many B & B Distributors stay B & B Dis- 
tributors. Read what the Tenk Hardware 
Co., Quincy, recently wrote: 


"For a good number of years we have 
been getting our entire requirements 
of wire rope from your company. Dur- 
ing all that time it has been a marvel 
to us the manner in which you have 
handled all of our orders. 


"The co-operation from your factory at 
all times, in all departments, has been 
nothing short of 100°/,, and we are so 
well pleased that | take this opportunity 
of putting it in writing. 


"We hope to continue selling Yellow 
Strand Wire Rope, not only for the 


satisfaction that it gives our customers, 
and the good service that it renders, 
but because of the personnel that is 
behind the sale of wire rope to us and 
to our customers." 


And the service of our ropes matches 
the service of our factory. 61 years 
making nothing but wire rope account 
for that. 


We make all grades and constructions, 
for all purposes—regular and preformed. 


"Yellow Strand" is our highest grade— 
a super-rope for super-service. In pre- 
formed construction it is called 
"Flex-Set'' Preformed Yellow Strand. 


You never sold better rope—or obtained 
better co-operation. 


Broderick & Bascom Rope Co., s+. Louis, Mo. 


Factories: St. Louis, Seattle, Peoria. 


Branches: New York, Chicago, Seattle, Portland, Houston. 
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Pressure vs. Packing ... A powerful caption that is 
carrying the BELMONT story right into the offices 













GF o— Cc 
BELMONT--)> 
ae 
etapa 05> 


of 100,000 packing buyers this month, via leading 
trade publications. A story telling how lost pressure - 


means lost profits—and how BELMONT packings can 
save those profits i. story that is helping you 


BELMONT No. 9 
7% Special Hydraulic 
Packing 

Made of Long Line 

best quality Flax 

stitched with strong 

linen thread into a 

moulded rubber 

and duck channel. The double com- 

bination of casing and flax makes 

two packings in one against the 

wearing surface. Supplied lubricated 

and graphited unless otherwise 

ordered, in aS geeunng space sizes 
from \,"' upw: 


BELMONT No. 319 
Hollow Center Packings 

Made of finest quality closely woven 
rubber frictioned duck, wrapped 
on itself and moulded to size. 
The hollow center offers 
a point of least re- 
sistance, compensa- 
ting for changes in 
expansion and con- 
traction. Supplied 
insizes \"endover: 
lubricated and 
graphited unless 
otherwise specified. 


The Belmont Folders illustra- 
ting the major types of packing 
fer each individual requirement. 








sell BELMONT packings before you 


even leave your desk! 


And advertising isn’t the only way in 
which BELMONT backs their distribu- 
tors!) The No. 33 catalogue is a potent 
sales factor in itself—illustrating the en- 
tire BELMONT line, with reecommenda- 
tions for every type of service ... The 
BELMONT sample kit—which you 
should never be without—puts you in 
the position to not only talk BELMONT 
quality, but to show it as well... The 
BELMONT folders, each devoted to a 
specific service, will save both yours 
and the buyer’s time ... And last, 
there’s the BELMONT name, carrying 
with it buyer acceptance instilled by a 
half century of honest merchandising. 
No wonder Belmont Packings are so 
easy to sell! 


Some choice territories are still open. 
Write today. 


There's a Belmont Packing for Every Service 


BELMONT 


Packings 
The Belmont Packing & Rubber Co. 


Butler and Sepviva Sts., Philadelphia, Pa. 
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Recognizing Replacement Costs,” by 
H. J. Allison, Glasgow-Allison Co., 
Charlotte, N. C.; “The Changing 
Times,” by Charles L. Wheeler, of 
the Salt Lake Hardware Co., Salt 
Lake City, Utah; “Compensation of 
Salesmen,” by W. W. Townley, Town- 
ley Metal & Hardware Co., Kansas 
City, Mo.; “Pricing Orders,’ by 
W. F. Kennedy, Ott-Heiskell Co., 
Wheeling, W. Va.; “Construction of 
Warehouse Bins and Numbering Sys- 
tems,” by E. H. McLaughlin, Union 
Hardware & Metal Co., Los Angeles, 
and a discussion by L. L. Johnson of 
Harper & McIntire Co., Cedar Rap- 
ids, Iowa, on the reporting of orders 
to the buying department when per- 
petual inventories are not kept. 
Closing sessions of the A.M.H.A. 
included an address on “Price Dis- 
crimination and Price Maintenance” 
by Wright Patman, member of Con- 
gress from Texas, and a talk on “The 
Wage, Hour and Price Problem” by 
Dr. Harold G. Moulton, president of 
Brookings Institute. Before adjourn- 
ment both associations held their an- 
nual election of officers. 
Entertainment features of the 
program included a trip through 
Marshall Field’s store, several dances, 
banquets, vaudeville acts and a dance. 


800 Attend Satterlee 
Show in Minneapolis 


A two-day industrial show with 25 
manufacturers of industrial supplies, 
equipment and tools exhibiting, drew 
a crowd of 800 to the F. E. Satterlee 
Co.’s showrooms in Minneapolis, Sep- 
tember 24 and 25. 

The exhibit was planned far ahead. 
Invitations were sent out, followed 
by notices posted on plant bulletin 
boards and personal invitations by 
Satterlee salesmen. That these ad- 
vance efforts proved worthwhile was 
evidenced by the 500 plant men who 
showed up, plus the 300 students of 
technical schools who also visited 
the show. 

Uniformity was achieved for the 
attractive exhibitors’ booths through 
use of a brass rail and curtain to sep- 
arate each exhibit. The name of the 
company and its representative were 
printed at the rear of each booth. In 
a separate room the Marquette Mfg. 
Co., of Minneapolis, ran a demonstra- 
tion on arec-welding that attracted 
much interest. 

A number of door prizes and manu- 
facturers’ prizes were distributed to 
ticket holders. Throughout the show 
refreshments were served, and on 
closing day a dinner was given by 
F. E. Satterlee for all exhibitors. 


Steam Specialties Added 


Steam specialties of the Illinois 
Engineering Co. have been added to 
the stock of the Interstate Equip- 
ment Co., of Omaha, Nebraska. 








YOULL FIND THEM 


On the Job 














Engel 


That Men who Work with 


SHOVELS— 


may labor with the satisfaction 





of greater accomplishment 
and contentment, Ingersoll 
Shovels are designed . . 


—to handle More Easily 
—to cut More Quickly, and 
—to hold their Cutting Edges better 


Balanced right, with strong smooth handles 
and blades of TEM-CROSS Steel, they are rap- 
idly becoming the favorite Shovels of America. 


Available in all types and grades for every 
purpose, and in a price range to meet com- 
petition. Round or square point shapes, black 
or polished finishes. (The Alloy, A and B 
Grades, are heat-treated. ) 


Send for new Ingersoll Shovel Catalog. 
Distributors are finding the Ingersoll 
Sales Franchise is increasingly valuable. 


Write for further information. Address Dept. M.S. 


INGERSOLL STEEL & DISC DIVISION 
Borg-Warner Corporation 
New Castle, Indiana 





The Steel Used in 
INGERSOLL SHOVELS 


ae INGERSOLL 5Z..Z 


has an interlocking mesh-grain 
structure. Ingersoll Shovels are “THE BORG-WARN ER Me ES Be Sige 
available in all types and grades 
for every purpose. 
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ANY DEALER CAN SELL 
RGCKWOOD PULLEYS 










UNIFORMLY SATISFAC- 
TORY IN VOLUME AND 
PROFIT TO DEALERS 


The biggest seller of all flat belt pulleys, Rockwood Paper pulleys are 
sold to the industrial field through distributors. They are uniformly satis- 
factory in volume and profit and EVERY MILL SUPPLY DEALER 
SHOULD SELL THEM. Millions of Rockwood Paper pulleys are now in service 
and there is a vigorous, healthy demand wherever machinery is being used. 

All dealers can give uniformly remarkable SERVICE through Rockwood’s 
system of warehouse stocks. A full range of pulley sizes up to 14 inch 
diameter immediately available from a near-by factory stock. There are 
over 2,100 of these sizes—far too many for any dealer to carry for his own trade. 
WITH THESE DISTRICT WAREHOUSE STOCKS any dealer can carry a small, 
inexpensive stock of fast moving sizes, secure the other popular sizes from nearby 
warehouse stock, get prompt delivery from the factory on specials and large pulleys—to 
give his trade a wonderful pulley service. 

No one orders a pulley until he really needs it. The dealer that gives 
the quickest service is the one that gets the business) MAINTAINED 
SOLELY TO GIVE PULLEY SERVICE TO DEALERS is the reason 
for Rockwood’s system of warehouse stocks in 45 cities. Each warehouse stock is man- 
aged by a dealer but HE HAS NO ADVANTAGE OVER ANY OTHER DEALER 
HE SERVES. All sell on the same basis he does—at the same prices—give the 
same quick service—and have the same profit. (Our warehouse dealers get only a 
small handling charge on pulleys shipped to other dealers—barely enough to cover their 
costs. ) 

Rockwood Paper Pulleys are uniformly low in price—but little more than 
less effective metal or wood pulleys. That is because stock sizes in large 
quantities permit manufacture at minimum cost and this saving we pass 
on to the user. Re-sale prices are religiously maintained because they are reason- 
able. Your quoted prices are always the prices Rockwood Pulleys are sold for. You 
do not have to reduce your profit to get an order for Rockwood Paper Pulleys. 

The end-grain fibre surface of the Rockwood Pulley G-R-I-P-S and 
P-U-L-L-S a belt as no other pulley ever has. Its use assures better driven 
machine performance—longer belt life—reduced drive maintenance. Ninety 


per cent of all motor pulleys are Rockwood and ANY BELT DRIVEN MACHINE 


— MORE AT LESS COST WHEN ROCKWOOD PULLEYS ARE 
SED. 


ROCKWOOD FACTORY CONTROLLED WAREHOUSE STOCKS 
ARE YOUR STOCKS. Established for you. SELL ROCKWOOD 


PULLEYS. If you are not now selling them—wnrite us. 


Rockwood Manufacturing Company —I/ndianapolis, Indiana 
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Fairless New President 
of U. S. Steel Corp. 


At the last meeting of the board of 
directors of the U. S. Steel Corp., 
important changes in high executive 
personnel took place, among them 
the election of Benjamin F. Fair- 
less to succeed William A. Irvin as 
president of the corporation on Jan. 
1, when Mr. Irvin will become vice- 
chairman of the board. 

Next April Myron C. Taylor will 
retire as chairman of the board with 
Edward R. Stettinius, Jr., replacing 
him. Mr. Stettinius, at 37 becomes 
the chief executive of the world’s 
largest steel corporation. 

J. L. Perry, who is now president 
of the Tennessee Coal, Iron and 
Railroad Corp., will succeed Mr. Fair- 
less as president of the Carnegie- 
Illinois Steel Corp. Robert Gregg re- 
places Mr. Perry as president of 
Tennessee Coal, Iron & Railroad Corp. 


Carter and Burnell New 
Officers of Link-Belt 


At the quarterly meeting of the 
Link-Belt Co., held in Chicago, Wil- 
liam C. Carter and Edward J. Bur- 
nell were elected vice-presidents. 

Mr. Carter, a mechanical engineer- 
ing graduate of the University of 
Illinois, joined the Link-Belt staff in 
1902 as a draftsman. He has consecu- 
tively held the positions of engineer- 
ing department supervisor, construc- 
tion superintendent, plant superin- 
tendent, plant general manager, and 
in recent years has been in charge 
of company production. 

Mr. Burnell, a mechanical engi- 
neer from Lehigh University, joined 
the Link-Belt Philadelphia plant or- 
ganization in 1913 as a draftsman. He 
has held the positions of salesman, 
district sales manager, general sales 
manager, and more recently general 
manager of the Pershing Rd., Chi- 
cago, plant. 


Urquhart Tours Northwest, 
New Salesman Added to Staff 


M. B. Urquhart, president of the 
Urquhart Service, Denver, Colo., 
made an extended tour through the 
Northwest, attending the Montana 
State Firemen’s Convention in Butte, 
and the Mining Congress in Salt Lake 
City, Utah. On his trip South, he at- 
tended the American Water Works 
Association meeting at Santa Fe, New 
Mexico. 

The firm has just added M. J. 
Ferrie, to their sales staff. Mr. Fer- 
rie comes from the Standard Carbon 
Co., of Steubenville, Ohio. New lines 
added include products of the Mor- 
row Lubricator Co., Standard Car- 
bon Co., John C. Dolph Co., and the 
Kellogg Products Co. 
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COST OF AIR LEAKAGE 
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Years of dependable service have paved the way for you 
to sell Stanley-Atha Tools. Each tool, like the No. 750 Striking 
Hammer shown here, is forged from special steel of the correct 
analysis and temper for its job. 

There is a wide market in your territory for these tools; 
engineers, blacksmiths, machinists, bricklayers, stonecutters, 
iron workers, coopers, and construction men know Stanley-Atha 
Tools and will specify them for the tough jobs. 

Round out your hand tool lines with Stanley-Atha. 
Catalog No. 30 describes the line in detail. Stanley Tools, 
New Britain, Conn. 


STANLEY-ATHA TOOLS 


“BUILT TO TAKE PUNISHMENT” 
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New Warehouse, More 
Stock for Austin Bros. 


Austin Bros., Stockton, Cal., has 
moved to a new $150,000 warehouse 
which covers one square block. The 
company now carries a complete line 
of general hardware, electrical sup- 
plies, pipe, valves and fittings, min- 
ing supplies and a complete steel de- 
partment consisting of bars, plates 
and sheets. 

Executives of the firm are: F. M. 
Viebrock, president and general man- 
ager; H. R. Cole, secretary and treas- 
urer; S. H. Hornage, vice-president 
and sales manager, and J. W. Daw- 
son, assistant sales manager. 


A. W. Lohn New Manager 
For Ducommun Supply 


A. W. Lohn was recently named 
manager of the Ducommun Metals 
& Supply Co., Los Angeles, succeed- 
ing Harold Howard who resigned to 
form his own company. 

Mr. Lohn has been associated with 
the Ducommun organization for over 
25 years and served his apprentice- 
ship in the sales department. Six 
years ago he was transferred to the 
credit department and for the past 
four years has served as manager 
of that department. 


Lundus A. Hildie 
Dead in Cleveland 


Lundus A. Hildie, vice-president of 
the Universal Valve & Fittings Co., 
Cleveland, Ohio, died recently. Mr. 
Hildie had many years association 
with the industrial trade. He took an 
active part in civic and fraternal 
affairs in his community and was 
twice a candidate for mayor of Lake- 
wood, where he resided. He was a 
Mason, Shriner, member of the 
Knights Templar, Lakewood Elks, 
past director of the Lakewood Cham- 
ber of Commerce, the City Club and 
the Lakewood Methodist Church. 


McKay Co. Enters Electrode 
Manufacturing Field 


The McKay Co., York, Pa., manu- 
facturers of tire and industrial chain 
and modern metal furniture, recently 
announced the establishment of a new 
division for the making of shielded 
are-welding electrodes. 

In connection with its electric 
welding production operations, an ex- 
tensive new plant has been built, 
equipped and put into service at York. 
L. E. Faulkner, is chief chemist for 
the new plant. M. J. Van Dresser has 
been appointed sales engineer in 
charge of the electrode sales and serv- 
ice staff, with T. J. McKay, Jr., re- 
sponsible for sales promotion and the 
coordination of engineering and plant 
activities. 














Belt engineers build Gilmer V-Belts. 
Gilmers are “tailor-made in the grooves,” 
on the world’s largest assortment of 
V-moulds. Gilmers fit — have to fit. Only 
Gilmers have Gilmer grip. 


Gilmer grip multiplies pulling power. You 
see why here: 


AGilmerV-Belt’s straight sides bulge along 
their whole width, as the belt flexes around 
the sheave, whose steel sidewalls distribute 
this bulging over both side surfaces of the 
belt. (Arrows indicate area.) Thus, two whole 
sides push and press, and grip the sidewalls. 
Lateral stress, across the belt’s full thick- 
ness, locks the Gilmer in working position. 
Pressure prevents slippage. Pressure creates 
pulling power. That pressure is Gilmer grip. 


Gilmer grip sells Gilmer“V’s”. Gilmer sales 
are setting records. The Gilmer Franchise 
is a money-maker for money-makers. It’s a 
mighty sweet proposition. Ask for details— 
FREE—without obligation. 


Plan POWER on f. h. p. jobs with Gilmer Single-Strand V-Belts 
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L. H. GILMER COMPANY, Tacony, Philadelphia 
The Oldest Firm of Rubber Fabric Belt Specialists 





CHISHOLM-MOORE HOIST 


“CM” PULLER 


pulls and lifts 
AT ANY ANGLE 


A compact, mechanical power unit which en- 
ables one man to pull or lift up to 12,000 Ibs. 
For pulling wires and cables—stretching fence 
—trench work—mine service—construction— 
general maintenance, and many other applica- 
tions in every industry. 

In the tool room or service truck, a “CM” 
PULLER pays for itself in a very short time. 
Easy to handle and operate. } ton weighs 
only 17 lbs, and 43 Ibs. effort pulls } ton load. 
“HERC-ALLOY” double duty chain cannot 
kink in service or storage. All bearings and 
working parts are enclosed. Gear reduction 
on all sizes. Drop forged gears, shafts and 
lift wheel. No lubrication. 


APPLY FOR BULLETIN NO. 134 


Ask your distributor to demonstrate 


% AND 154 TON 


(Division Columbus-McKinnon Chain Corp.) 
TONAWANDA, NEW YORK 





CORP. 
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gistrioutor w 
strong campaign 
gunched to push V-Belt Drive and Cast 
lron Pulley sales! Quality story: ‘Good 
Engineering our stock in trade.'' Present 


sales of these items reaching new high 


every cooperation tor quick turnover 
good profit tor distrioutors interested in 
fertile territories still open. For complete 


information, write NOW to— 


T. B. WOOD'S SONS COMPANY, Chambersburg, Pa. 


Member: The Mechanical Power Engineering Associates 
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Westphalen Elected President 
of American Refractories Inst. 


At its October meeting in Colo- 
rado Springs, the American Refrac- 
tories Institute elected as its presi- 
dent Werner J. Westphalen, vice- 
president and general manager of 
the Laclede-Christy Clay Products 
Co., St. Louis, Mo. 

Prominent in the affairs of the 
American Refractories Institute, an 
association devoted to the _ better- 
ment of the industry as a whole. Mr. 
Westphalen was for two years, prior 
to his recent election to the presi- 
dency, the chairman of its executive 
committee. 


B. & D. Name Treslar 
Assistant Sales Chief 


The appointment of Glen H. Tres- 
lar as assistant sales manager of the 
Black & Decker Mfg. Co., Towson, 
Md., has been announced by S. Dun- 
can Black, president of the firm. 

Mr. Treslar has been connected 
with the organization for over fifteen 
years in the capacities of territorial 
salesman, territorial branch manager 
and more recently as supervisor of 
the Cleveland and Detroit areas. His 
headquarters will be at the company’s 
home office at Towson, Md. 


Brooks, Fairbanks-Morse 
Executive Dies at 65 


Percy C. Brooks, former executive 
vice-president of Fairbanks-Morse 
& Co., Chicago, died at his home 
Oct. 15, after a lingering illness 
of about a year. He was 65 years 
old. 

Mr. Brooks started his _ business 
career with the Atlanta Machine 
Works following his graduation from 
the Georgia School of Technology in 
1891. He became vice-president of 
Fairbanks-Morse in 1930, a position 
he relinquished a few months before 
his death. 


Stevens of Walworth Co. Dies 


Walter E. Stevens, vice-president 
and manager of the eastern division 
sales of the Walworth Co., New 
York City, died suddenly at Somer- 
ville, Mass., on Oct. 13. His loyalty 
and devotion to his company, his 
associates and to the trade will long 
be remembered. 


New Agent for Johnson Bronze 


The Johnson Bronze Co., New 
Castle, Pa., has announced the ap- 
pointment of Connell-Roper, Inc., 2816 
Commerce St., Dallas, Texas, as sales 
representative in that territory. The 
firm will have a complete bronze bear- 
ing service, including bushings, bear- 
ings, bars and electric motor bear- 
ings and replacement parts. 
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THAT STAY SOLD 


VERY dealer who sells bolts and nuts has found that 
FE, untidiness of cartons on his shelves makes selling more 
difficult and inventory a greater task than it should be. 
For this reason bolts and nuts have, in many instances, 
been kept beneath a counter—hard to find, hard to handle, 
hard to sell. Now that condition is no longer necessary, 
for the new legibly labeled LAMSON prize-winning carton 
which won the Silver Trophy in the All-America Package 
Competition for its merchandising qualities is also the 
strongest carton ever used for packaging bolts and nuts. 


Three times stronger than any carton used before! It will 


A Wi 0 2 oe 6h 





not bulge or break—and withstands repeated handling 
on and off your shelves. A 234 lb. man stood on an 
empty LAMSON carton, taken out of stock, without dam- 
age to the carton. Trade-marked with an all-over pattern 
that not only distinguishes the line and gives it identity, § 
it also remains apparently unsoiled! With a product 
unsurpassed by any others, LAMSON now has a pack- 
age on a par with the product. Order through your job- 
ber when you fill in your stocks. THE LAMSON & SESSIONS 
COMPANY, General Offices, Cleveland, Ohio. Plants at 
Cleveland and Kent, Ohio; Chicago and Birmingham. 
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line of automatic 











BOILER SERVICE === 


EQUIPMENT ‘eae 
by 







CONNERSVILLE 





Condensate Return, Make-up, and Boiler 
Feed; . . . all completely automatic, for 


boilers up to 500 HP, 150 lbs. pressure, or 








68,000 sq. ft. direct radiation. Piciedineniia iin Mens 


Each unit equipped with Roots-Conners- __—s_—s ote 
ville Turbine Pump .. . no stuffing boxes, [ 

no leakage, automatic lubrication, low 
operating cost. Here are more efficient 
boiler service units for processing indus- 
tries, laundries, cleaners and dyers, heating 
plants, and many other applications. 

Write for Bulletin 260-B14B. We will send 
you details of a jobber proposition that 
carries real profit. 














PUMP BUILDERS FOR 50 YEARS Automatic Boiler 
ake-up 


Roors - ConneERSVILLE Bower CorporRATION 
CONNERSVILLE, INDIANA 








WELLS 


‘ae Metal Cutting 


\ BANDSAW 
Via 







5 x 10 in. flat 


No. 8—8 in. diameter round or 
8 x 16 in. flat 


V ERSATILITY in metal cutting reduces equipment and labor cost to a 
minimum. WELLS BAND SAWS cut most any metal to practically any shape 
faster and more economically. It eliminates the necessity of additional equip- 


ment for varying metal cutting operations. Accurate, a closer tolerance can 


be kept on a Wells saw—cutting machining time to a fraction. Distributors 
featuring this equipment are getting the band saw business—are building a 
list of satisfied users for repeat order sales. Write for bulletin on the saw of 
1001 plant uses. 


WELLS MFG. CORP. "32" 
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Pulver House Increasing 
Stock Room Facilities 


The Pulver Machinists Tool Co., 
Chicago, is making improvements in 
the stock room of its home at 27-29 
North Jefferson street, which will in- 
crease storage facilities by one-third. 

The five rows of stock bins now 
in use are being extended to the 
ceiling and an extra row of bins is 
being installed. This is being done 
without crowding the stock room in 
the least. 

Increased business and the conse- 
quent need for carrying larger stocks 
caused company officials to decide 
upon the improvement. Sales of the 
Pulver organization to date this year 
are 32 per cent ahead of those in the 
same period of 1936. The company 
will soon start work on a new catalog. 


Haynes Stellite To 
Exhibit at Chemical Show 


Haynes Stellite Co., New York 
City, will exhibit alloys for corrosion- 
resistant chemical plant equipment at 
the 16th Exposition of Chemical In- 
dustries to be held at Grand Cen- 
tral Palace, New York, Nov. 30 to 
Dec. 3. 

Valves, pumps and other equip- 
ment protected by a welded-on, wear- 
resistant layer of Haynes Stellite 
will also occupy a portion of the 
exhibit. In this group, the central 
attraction will be Haynes Stellited 
valves for lines handling high-tem- 
perature, high-pressure steam, or 
mildly corrosive media. 


New Warehouse for 
Russell in Holyoke 


A new warehouse of approximately 
25,000 square feet with siding facili- 
ties, loading platform, chute deliv- 
ery and elevator entrance, completes 
the expansion program started last 
March by J. Russell Co., distributors 
of Holyoke, Mass. This new unit pro- 
vides for the unloading of three car- 
loads of merchandise at one time. The 
second floor of the warehouse will 
carry the nail stock. The first floor in- 
cludes the loading platform and the 
more rapid moving mill supplies that 
require fast delivery. 


Keasbey & Mattison Introduce 
New Building Material 


A new material for siding and 
partitions in industrial buildings, 
called “Trafford Tile,” has been in- 
troduced by Keasbey & Mattison Co., 
Ambler, Pa. This new product is a 
composition of asbestos fiber and 
Portland cement and is suitable for 
application to large areas where sub- 
stantial economies are desirable in 
the building of skeleton frame build- 
ings, such as_ storehouses, lumber 
mills, power plants and expositions. 
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THREE -M-ITE CLOTH 


FOR MACHINE SANDING, GRINDING 


AND FINISHING OF METAL PRODUCTS 





Whether it be utility rolls, cloth reams, 
belts, sleeves, cones or discs, the Three-M 
method of scientific manufacturing assures 
your customers faster, cleaner cut, longer 
wear and a saving in time and materials 


cost. 


Because of satisfactory performance, once 


customers use Three-M-ite Cloth, they do 


. We will gladly furnish you with ‘selling aids” 
not readily change brands for, dollar for imprinted with your name and address to send 


dollar, Three-M-ite cloth offers the most y Ba cae This material is yours for 


satisfactory value on the market today. 


MINNESOTA MINING & MFG. CO. 


eee MINNESOTA 


This Trade-mark Your <p> Guarantee of Quality 
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WATER PROOF 


PIPE JOINT To 
COm pouND 






catch 
fish — bait 
your hook 
with what they like . . . to get 
orders, sell a man the things 


he WANTS. 








Key-Tite is that kind of an 
order opener. Something that 
is easy to sell everytime you 
call. A product that is used 
consistently—and always with 
satisfaction. 


Try this easy-to-sell plan. Start 
your sales talk with Key-Tite 
and Key Graphite Paste. He's 
sure to say "YES" to these 
items. You start him off in a 
buying mood and it's easier 
to keep him going. Try it on 
your next call! 








KEY-TITE IS EASY TO SELL 


because it remains flexible indefinitely 
—does not harden or settle in the can. 
It is a Water Proof Pipe Joint Com 
pound and is ideal for lines, carrying 
water, steam and air. Does not affec! 
color or taste of potable liquids. Stress 
these points when selling Key-Tite. 
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Distributors for Spray Cleaner 
Announced by Homestead Valve 


Nine distributors for “Hy- 
pressure Jenny,” steam vapor pres- 
sure cleaner, manufactured by the 
Homestead Valve Mfg. Co., Inc., Cora- 
polis, Pa., who will contact industrial 
fleet owners, bus companies, garage 
owners and the general automotive 
field have announced. 

The new distributors are: 
Co., Indianapolis, Ind.; Keyes Co., 
East Liverpool, Ohio; Minneapolis 
Iron Stores Co., Minneapolis, Minn.; 
Dyke Motor Supply of Akron, Ohio; 
Canton Hardware Co., Canton, Ohio; 
General Auto Supplies, New Albany, 
Ind.; Grinold Auto Parts, Inc., Hart- 
ford, Conn.; Automotive Equipment 
Supply Co., St. Louis, Mo., and Cum- 
mings & Emerson, Peoria, III. 


new 


been 
Gibson 


Rubber Vibro-Insulators 
Eliminate Noise and Vibration 


Increased power and efficiency for 
many types of machines, elimination 
of distracting noise and decreased 
physical and nervous strain on em- 
ployees, are forecast on an increas- 
ing scale for industry, following a 
survey of results of several recent 
installations of newly developed rub- 
ber vibro-insulators. 

According to Samuel B. Robertson, 


president of the B. F. Goodrich Co., | 


whose engineers developed the rub- 
ber mountings, application of vibro- 
insulators ranges from protection of 
instruments as delicate as the tem- 
perature-recording pyrometer, to 
quieting the pounding of a heavy- 
duty 80-ton rubber masticator. 


State Governors Approve 
Lincoln Arc-Welding Foundation 


states have ex- 
interest in the $200,000 
award program of the James F. Lin- 
coln Are-Welding Foundation accord- 
ing to a report of Secretary A. F. 
Davis at a meeting of the Founda- 
tion’s board of trustees held in 
Cleveland, Oct. 8. 

The report stated that the 29 gov- 
ernors had cooperated with the 
foundation in bringing its award pro- 
gram to the attention of individ- 
uals and departments of state gov- 
ernments, those in turn conveying 
information to possible participants. 


Governors of 29 
pressed 


New Offices for Linde 
Air Products Co. 


The Linde Air Products Co., 
of Union Carbide & Carbon Corp., 
has signed a contract for the occu- 
pancy of a new fireproof office build- 
ing at 729 N. Pennsylvania St., 
Indianapolis, beginning Nov. 1. 

The firm’s Boston district office has 


Unit 


| moved to 441 Stuart St. 
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GET THE INCOME 
FROM THEIR 
“OUTGO”! 





isis Truck Casters will go out 
from your warehouse into many in- 
A wealth 
of outlets will keep these casters 


dustries—and go out fast. 


among your most active items. 


Consider Bond’s new 36-A. Just 
recently announced, it’s already a 
seller. It the 
need for a caster that will 


best meets definite 
SW ivel 


easily yet live long. 


Get Bond’s Truck Caster Catalog. 
It’s really a profit manual. To save 
time, just attach this ad. Your let- 


ter need say only, “I want it.” 


BOND FOUNDRY & MACHINE COMPANY 
MANHEIM, Lancaster County, PENNSYLVANIA 
617 Arch St., Phila.; 30 Church St., N. Y. C. 
Bond Engineering Works, 


Ltd., Toronto, Can. 









r Transmission 


Bond Powe eeds UP Sales 


Machinery SP 
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A FEW OF THE 137 
AMERICAN CHAIN & CABLE 
INDUSTRIAL PRODUCTS 


AMERICAN CHAIN DIVISION 
(DOMINION CHAIN COMPANY, Ltd., in Canada) 
Weed Tire Chains © Welded and Weldless 
Chain © Malleable Castings © Railroad 
Specialties 
AMERICAN CABLE DIVISION 
Tru-Lay Preformed Wire Rope ® Tru-Loc Proc- 
essed Fittings © Crescent Brand Wire Rope 
Tru-Stop Brakes 
ANDREW C. CAMPBELL DIVISION 
Abrasive Cutting Machines © Floformers 
Special Machinery © Nibbling Machines 
FORD CHAIN BLOCK DIVISION 
Chain Hoists @ Trolleys 
HAZARD WIRE ROPE DIVISION 
Green Strand Wire Rope © ‘’Korodless”’ 
Wire Rope © Preformed Spring-Lay Wire 
Rope © Guard Rail Cable 
HIGHLAND IRON & STEEL DIVISION 
Wrought Iron Bars and Shapes 
MANLEY MANUFACTURING DIVISION 
Automotive Service Station Equipment 
OWEN SILENT SPRING COMPANY, INC. 
Owen Cushion and Mattress Spring Centers 
PAGE STEEL AND WIRE DIVISION 
Page Fence © Wire and Rod Products 
Traffic Tape © Welding Wire 
READING-PRATT & CADY DIVISION 
Valves © Electric Steel Fittings 


READING STEEL CASTING DIVISION /* 


Electric Steel Castings, Rough or Machined 
WRIGHT MANUFACTURING DIVISION 
Chain Hoists © Electric Hoists and Cranes 


WRIGHT 9 
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THESE WRIGHT HOISTS 
ARE X2GA7 FOR THIS JOB! 


@ These Wright Army Type Trolley Hoists are just right for the hoisting 
service required for machine tool assembly. 

The model illustrated is designed for use where headroom is scant. 
Its Timken Roller Bearing trolley permits movement along the I-beam 
with little effort. The zinc coated finish defies corrosion. The ball bear- 
ings in the load wheel bearing permit exceptionally easy lifting. And the 
safety load chain guard, special analysis, electrically welded hand 
chain and drop-forged hook insure absolute safety. 

Distributors’ salesmen who sell the Wright Hoist have an edge on 
competition. They know when they sell the Wright they are giving their 


customers the right hoist for the job. 
WRIGHT MANUFACTURING DIVISION 
AMERICAN CHAIN & CABLE COMPANY, INC. 


YORK, PENNSYLVANIA 


Gu Teusiness for Your Safely 








MILL SUPPLIES ®© NOVEMBER 1937 


107 








HERE’S WHERE YOU CAN SELL 

rALOYCO, Stainless Steel 
VALVES << 

C ORROSION-RESISTING stainless steel valves and fittings are 


in demand in plants of the chemical, process and food in- 





dustries and in a number of other shops and factories where 


extremely durable, low maintenance units are desirable. 


Aloyco valves are in successful operation in sulphite mills, 
bleacheries, oi] refineries, dye houses and mines .. . as well 


as in chemical, rayon, nitroce!!ulos>, ammonia oxidation and 


prepared food plants 


This wide application of Aloyco products means increased sales for you. Don’t miss 


these profit opportunities. If you are not now handling the Aloyco line, write today for full 


details, catalog and price lists. 


Alloy Steel Products Co. 


1500 WEST ELIZABETH AVENUE ©® LINDEN, N. J. 


* Only organization specializing exclusively 





in manufacture of 
valves and fittings of corrosion-resisting alloys and pure metals. 








(Our Jaws GRIP 











— (OUR Toot STEEL) 
(Our HanoLes \ LIKE AGRIZ ZLY) J JAWS COVER THE 
| STAY put | ee ENTIRE TOP OF 
\ ——, -— { Toot STEEL—| THE VISE and ARE 


PINNED ON 
THEY CAN / 


CASTINGS of \\ 
| PARKO-METAL ) 









| SADOLE AND 


| UNDER PORTION) 





GRIP LIKE A GRIZZLY 


THE CHARLES PARKER CO. 





MERIDEN, CONN.—U.S.A. 





108 MILL SUPPLIES © NOVEMBER 1937 





| RENEWABLE 








Anna Kelly, Secretary 
Of Basford Co., Dies 


Anna M. Kelly, secretary and 
assistant treasurer of the G. M. Bas- 
ford Co., advertising agency, died at 
her home, 1045 Park Ave., New York 
City, recently. Miss Kelly was secre- 
tary and assistant treasurer of the 
Basford Co., from the time it was 
organized in 1916, and was active in 
its affairs up to the time of her 
death. 

Prior to her connection with the 
Basford Company she was with the 
American Locomotive Co., and Joseph 
T. Ryerson & Son. At the time of her 
death, Miss Kelly was also secretary 
and treasurer of the Locomotive Feed 
Water Heater Co. 


Hancock Vaive Adds to 
Field Sales Force 


The addition of Charles Velie and 
Raymond Heath to its sales force has 
been announced by the Hancock Valve 
Division of Manning, Maxwell & 
Moore, Inc., Bridgeport, Conn. 

Mr. Velie will make his headquar- 
ters in Chicago and Mr. Heath will 
be located in Dallas. Both will devote 
their efforts to the sale of Hancock 
valves through Hancock distributors. 


Production Capacity Doubled 
In Baltimore Steel Plant 


Rustless Iron & Steel Corp., Bal- 
timore, doubled its production capac- 
ity recently with the formal opening 
of a new $1,500,000 addition to its 
stainless steel plant, providing for a 
20,000-ton expansion of the company’s 
annual ingot capacity. The plant 
was inspected on its opening by Bal- 
timore public officials, executives of 
other Baltimore industries, visiting 
heads of manufacturing companies 
and representatives of national busi- 
ness and industrial associations. 


Sale, Round-Up and Fishing 


Munnel & Sherrill of Portland, Ore., 
recently conducted a special contest 
sale on McClaren tires. H. A. Ans- 
pach, purchasing agent for the com- 
pany, attended the Pendleton Round- 
up a few weeks ago. A. J. Sherrill, 
general manager and owner, accom- 
panied by H. J. Graham of the 
Pioneer-Flintkote Roofing Co., of Los 
Angeles, spent a week-end in fishing. 


New Location for Graft-Pelle 


Graft-Pelle Co., Louisville, Ky., has 
moved to 309 West Main St., and 
added the coated abrasive products of 
the Minnesota Mining & Manufac- 
turing Co., and electric equipment 
of the Birdseye Electric Co. 











For over half a century Thermoid has 
followed this policy that today’s demands 
can be best met by anticipating the 
increased demands of the future. 


What better illustration than Thermoid 
Steam Hose? Made from specially com- 
pounded rubber with a thick inner tube 
built to resist the deteriorating action of 
steam under pressure. It is reinforced 
with plies of tightly woven, non-expand- 
ing fabric and then covered with a 


iner 


heavy layer of high quality, heat- 
resisting rubber. 


Whether you are handling air, water 
or steam, specify the pressures and 
Thermoid will supply the one hose, best 
suited for your particular need. 


Our catalog giving full specifications on 
all Thermoid Hose for every industrial 
need will be gladly sent upon request. 
Thermoid Rubber, Division of Thermoid 
Company, Trenton, N. J. 
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IT'S THOSE LITTLE DETAILS 
that cause trouble on 
industrial jobs --- 

































T'S surprising how much grief poorly 

connected tubing causes .. . and 

it's the kind of grief that’s entirely 
unnecessary. 

As a rule the trouble starts with the 
selection of the wrong type of fittings, 
or it is caused by using fittings of in- 
ferior quality. 

Both of these possibilities for trouble 
are eliminated by using IMPERIAL fit- 
tings. You can get, in the Imperial line, 
exactly the type required to solve any 
kind of connection problem where cop- 
per, Shelby, aluminum, Bundy, Bundy 
Weld, Everdur, Monel, or steel tubing 
are used . . . and you can be abso- 
lutely certain that the fittings selected 
will be the finest on the market. 


The greatest fitting of them all! 


Foremost in the broad line of Im- 
perial fittings is the Hi-Duty. 

Tests have shown that joints as- 
sembled with Hi-Duty fittings have 
many times the resistance to vibration- 
breakage as compared with joints as- 
sembled with ordinary types. Also, 
Hi-Duty fittings are much simpler to 
connect. No flaring or soldering is re- 
quired and—since it is a two-piece fit- 
ting—there is no loose sleeve to con- 

tend with. No matter how many 

times it is reconnected, the joint re- 
mains tight and the tubing is never 
damaged. 

You can lick the tubing 
problem once and for all with 
IMPERIAL Hi-Duty connectors, 
ells, tees, ball checks, unions, 
and shut-off cocks. 

Write for the new 
Hi-Duty booklet 


IMPERIAL BRASS MFG. CO. 





HI-DUTY @ COMPRESSION 


S.A.E. @ 


INVERTED FLARE @ SOLDER 





110 





Belt Dressing Applicator 
Offered to Belting Users 


A trigger-action belt dressing ap- 
licator is being offered free of charge 
to belting users by Graton & Knight, 
Worcester, Mass., manufacturer, of 
leather belt. Details of this free offer 
can be obtained direct from the com- 
pany. 

The applicator is so designed as 
to make two or three “trigger shots” 
enough dressing for the average belt. 
It can be used at some distance from 
moving units, making the dressing 
operations a safer one. Application is 
made evenly and in small quantities, 
helping to avoid wasteful over-dress- 
ing. 


Worthington Appoints 
Schallenberg Ass't. Comptroller 


J. A. Schallenberg, serving in vari- 
ous capacities in the treasury 
accounting departments of 
Worthington Pump and 
Corp., Harrison, N. J., 
pointed 


and 
the 
Machinery 
has been ap- 
comptroller. Since 
1930 he has served as special repre- 
sentative of the treasury and ac- 
counting departments, with  head- 
quarters in Paris, France. 


assistant 


Kelly Heads Machine Institute 


William J. Kelly, Chicago  in- 
dustrial executive and civic leader, 
has elected president of the 
Machinery and Allied Products Insti- 
tute, national organization of ma- 
chinery manufacturers. Mr. Kelly 
succeeds John W. O’Leary, chairman 
of the executive committee of the 
Chamber of Commerce of the United 
States. 


been 


Lincoln Electric Appoints 


W. R. Persons, has been appointed 
manager of the Pittsburgh welding 
and engineering office of the 
Lineoln Electric Co., Cleveland, Ohio. 
Mr. Persons has been working in 
the Pittsburgh office since the fall of 
1934 and has a wide acquaintance 
with industrial firms in the district. 


sales 


New Manager for Gilmer Co. 

Fred Sintes, Jr., was recently ap- 
pointed district manager of the L. H. 
Gilmer Co., for Louisiana, Mississippi, 
and Arkansas. Mr. Sintes’ head- 
quarters will be in New Orleans. 


Agent for Roller-Smith Co. 

The Roller-Smith Co., New York 
City, recently announced the appoint- 
ment of C. F. Cate, El Paso, Texas, 
as its agent Texas 
and southern 


for southwestern 
New Mexico. 
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COFFING * 


DVANCED 
DESIGN 


HOISTS 





RATCHET LEVER--SPUR GEAR--ELECTRIC 





“Je User 





GETS: 


B SPEED—TOUGHNESS 


SIMPLICITY 


THE MILL SUPPLY 
MAN GETS: 


EASY SALES 


REPEAT BUSINESS 


MORE MONEY 


RATCHET 
LEVER HOIST 





sere eeeeeee eee taeeeeeseeaees 





ELECTRIC 
HOIST 


Coffing Hoists 
make possible 
many savings for 
industrial users 
everywhere. They 
are simple to use 
—smooth in opera- 
tion —low in first 
cost and mainte- 
mance, and give 
long, trouble-free 
service, 


There are pros- 
pects everywhere 
for the distributor 
who wants to make 
more money. Ga- 
rages, Railway Re- 
pair Shops, Oil 
Fields, Mines, Util- 
ities—in fact any- 
where there is a 
heavy lifting or 
moving job, there 
is a potential sa'e 
for Coffing Hoists. 
Let our factory- 
trained salesmen 
help you to sel! 
Coffing Hoists 
and make more 
money doing it. 


COFFING HOIST COMPANY 





DANVILLE, ILLINOIS 
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No matter what your customer's pumping 
requirements may be, there is a Goulds Pump 
that meets them exactly. High efficiency and 
unequalled quality—the result of nearly ninety 
years’ experience in building pumps of all kinds 
—assure low cost dependable operation under 
all conditions of service. 






A GOULDS 
PUMP 











9 





The Goulds line is backed by a distributor policy 
that assures full cooperation at all times. Prices 
are low enough to make sales easy—yet high 
enough to return worthwhile profits. Write 


today for complete information. 


Goulds, leaders since 1848, manufacture pumps for every purpose. 


GOULDS PUMPS Inc. 


ATLANTA BOSTON CHICAGO, HOUSTON, NEW YORK, PHILADELPHIA, PITTSBURGH TULSA, Representatives mn all Principal Cities 
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Iddress 
Warehouse 

CHICAGO, 726 W. Washington Blvd 

PHILADELPHIA 

NEW YORK 

LOS ANGELES 


12th & Olive Sts 
47 Murray Street 


. 1015 East 16th St 


the Factory or Our Nearest 





@ For just such service we maintain a stock of 
more than 30 million Cleveland Cap and Set 
Screws in our four warehouses and at the fac- 
tory — already packed, already labeled, already to 
ship to you. All are a Class 3 fit—full finished from 
head to point, in both American Fine and Coarse 
threads. Made by the Kaufman Process, patented, 
Cleveland Cap Screws will surprise you with their 
uniformity if you have never sold them. Recommend 
them to your customers for their assemblies requir- 
ing a better-than-average Cap screw. THE CLEVELAND 
CAP SCREW CO., 2931 E. 79th Street, Cleveland, Ohio. 


CLEVELAND CAP SCREWS 


SET SCREWS * BOLTS AND NUTS 


MECHANICAL LEATHER PRODUCTS 


FOR 
Write for Catalog 





EVERY INDUSTRIAL PURPOSE 
Chicago Rawhide Mfg. Co., 1290 Elston Ave., Chicago, U.S.A. 
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Steel Color Chart 
Developed by Mill Service 


A simple and practical color chart 
known and marketed as the “S.A.E.- 
Named” chart has been developed 
and copyrighted by Mill Service, 
Springfield, Ohio. The chart illus- 
trates in detail the color code for 
marking steel bars recently promul- 
gated by the U. S. Department of 
Commerce, Division of Simplified 
Practice, National Bureau of Stand- 
ards. 

The 
at a 
22” x 
steel 


color chart is easily read 
considerable distance being 
36” in size and lists by S.A.E. 
numbers with corresponding 
color code colors and combinations 
all of the 89 S.A.E. steels included in 
the color code as officially promul- 
gated. 

For convenient reference in pur- 
chasing, identifying, marking, ware- 
housing and shipping S.A.E. steels 
the “S.A.E.-Named chart is proving 
invaluable and is enjoying an imme- 
diate and general acceptance in the 
industry. 


New Officers for Hand 
Hardware Co. 


Since the death of A. W. Claren- 
don, of the Hand Hardware Co., 
Elizabeth, N. J., E. R. Blancke, has 
been elected president and treasurer; 
A. E. Clarendon, vice-president and 
E. M. Blancke, secretary. The firm 
has added Oxweld acetylene cutting 
and welding outfits, welding rods, 
goggles and flux. 


New Sales Office 


Steel & Tubes, Inc., subsidiary of 
Republic Steel Corp., Cleveland, 
Ohio, have opened a branch office in 
Baltimore, according to an announce- 
ment by L. W. Harston, vice-presi- 
dent in charge of sales. H. H. 
Smith is in charge of this new of- 
fice and will handle the entire line 
of products. 


Bailey Gets Honorary Degree 


Lehigh University at its Foun- 
der’s Day exercises at Bethlehem, 
Pa., Oct. 6, conferred the honorary 
degree of Doctor of Engineering 
upon E. G. Bailey, vice-president of 
the Babcock & Wilcox Co., New York 
City, and president of the Bailey 
Meter Co., of Cleveland, Ohio. 


New Goodrich Distributor 


The B. F. Goodrich Co., Akron, 
Ohio, has appointed W. C. Lyon Co., 
Inc., Durham, N. C., as its distributor 
for the Goodrich line of mechanical 


| rubber goods in that territory. 








| PROFITS come easy 


WITH THE SKF LINE 


LSU 


BEARINGS 








ERE’S one of many types of SKF Pillow Blocks that’s 
lel making money for SKF distributors. It saves power, 
maintenance and lubrication, bringing manufacturers back 
not only for more SKF Pillow Blocks, but for replacement 


bearings, hangers and special housings for standard and unusual 
applications as well. 


To meet these increasing demands, &KEF supplies distributors 
with a larger variety of antifriction transmission appliances than 


7. any other manufacturer in the world. Plus: sound merchandising, 
; oday specialized engineering, national and trade paper advertising 
—all the things that make SKF products easy to move. If 

OVER you want real merchandising assistance — and MORE PROFITS — 


e 16 ask us for a franchise. There may be one open for your territory, 
i s ,000,000 SKF Industries, Inc., Front St. and Erie Ave., Philadelphia, Pa. 
SKF on 
.- ‘ 7 4 —— - eeenecenememans — ae 
LTRANSMISSION BEARINGS ‘IGHT FRICTION THE WORLD OVER 


“a Se 


, 4 





e Universal Pillow Block « Knee Type Blower Box + Type SP Pillow Block « Drop Hanger e Flange Type Housing 
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Arro Paves The Way 
For Successful Selling 


Jobbers who stock the Arro line 
have a head start in the race for 
sales. Their customers know the 
Arro line, from experience with its 
brilliant 


Arro’s national advertising. 


performance and from 


Arro iobbers have another advan- 
tage—they work under the Arro 
policy of complete jobber protec- 
tion. Write today for details of 
the attractive jobber plan that's 
bringing more sales and more 


profits to jobbers everywhere. 


ARRO EXPANSION 
BOLT COMPANY 


Marion, 
Ohio 







Originators 
Cadmium Plated 
Expansion Bolts 

and Toggle Bolts 


a 2ama> Yr, 
2 XARRO => 


REG. U.S. PAT. OFF. 


EXPANSION 
BOLTS 


And Allied Products 
SOLD ONLY THROUGH JOBBERS 
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A Plan That Works 


(Continued from page 31) 





The 
LUBRIPLATE FILM 


Published in the interest of better lubrication 








j}worth in the department. Instead 


of being placed in these positions 
with the idea that they are train- 
ing for a better job, it is made 
clear to them that they are com- 
peting with the men working with 
them, and that their work, regard- 
less of what it is, must be well done 
before promotion can be gained. 
Recommendation for promotion 
must come from the individual 
directly over them. 

The experienced man beginning 
with us is brought to the home 
office, made familiar with our cat- 
alog files and general routine paper 
work. He becomes familiar with 
yur standard catalog and _ price 
book and makes up his own books, 
not the way he would like to have 
them, but in conformity to the 
standards adopted for the whole 
department. He is then sent out 
to work with one of our more ex- 
perienced men who delegates to 
him practically all service calls and 
sales promotion work on specialized 
lines. He is assigned to the smaller 
accounts. Here again we have an 
opportunity to check his initiative, 
courage and ability to do sales pro- 
motion work. 


Forms for Reports 


He reports on each call on the 
form marked “Exhibit C”, these 
forms being padded into convenient 
books of pocket size and of a shape 
which makes their filing easy. The 
eports go to the senior salesman 
working with the man and to our 
general office where I review them. 
Either by letter or personal inter- 
view additional supporting data are 
given to the salesman regarding 
the particular project he is working 
on. Often a brief message on appli- 
cations and users of this same prod- 
uct in another territory can be 
helpful in closing the business. 

I am assuming that all person- 
nel, sales or clerical, is hired for 
one reason alone—gross profits. If 
our employees are to work to their 
highest efficiency for us it is im- 
portant that they think in terms 
of gross profit, not sales. I am thor- 
oughly convinced that you cannot 
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Mr. Distributor— 


Do you know that in this day of 
modern high speed production 
machinery the use of just any lubri- 
cant doesn't go. No, sir — times 
have changed and smart industrial 
distributors who wish to keep pace 
with the modern trend of things 
handle LUBRIPLATE lubricants. 
Read the following letter from one 
of this county's largest container 
corporations who use LUBRIPLATE 
in six of their plants. 


“As you know, our machinery is of the 
high speed type, and with the constant 
increasing of the speed of these ma- 
chines, lubrication has presented itself to 
be one of our biggest problems to solve 
before we can increase speed to a much 
greater extent. 


The results of our experience with 
LUBRIPLATE have been very gratifying, 
as it has caused our machines to run 
much cooler, and the fact that LUBRI- 
PLATE stays put and lasts longer it has 
minimized our lubrication costs. 


LUBRIPLATE has done all you have 
claimed it to do." 


Don't confuse or compare LUBRIPLATE 
with any other lubricant—it's in a class 
by itself and free of competition. 
Lubricants are one of the most widely 
used commodities in industry. Every 
plant, large and small, needs LUBRI- 
PLATE and every one of your salesmen 
can sell it along with their other lines. 


LUBRIPLATE has great sales appeal 
and our distribu- 
tors say it is the 
greatest entree 
medium. One dis- 
tributor reports 
over four hundred 
new accounts on 
their books since 
taking on LUBRI- 
PLATE. 


LUBRIPLATE is 
a highly profitable 
account of major 
line possibilities — 
we sure help you 

make it so. 






me We are extend- 
ming LUBRIPLATE 
> distribution nation- 
@wide — some dis- 
tricts are __ still 
open. Write today 
for complete in- 
formation covering 
this valuable fran- 
chise. 


LUBRIPLATE DIVISION 


FISKE BROTHERS REFINING CO. 


Established 1870 
129 LOCKWOOD ST. NEWARK, N. J. 


Piants: NEWARK, N. J. and TOLEDO, OHIO 


/ 
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COUNTS 


Timepieces contrived by guild watchmakers hundreds of years 
ago still keep perfect time today—because the guild craftsman 
gave each individual part his unflagging, minute attention. 


Perfection was his only goal! 


For over three quarters of a century this same “craftsman” 
principle has always dominated the manufacture of Yale Chain 
Hoists. It’s the secret of YALE QUALITY! 


The Steel Safety Hook—with which every Yale hoist is equipped 
—is only one of the Powerful SELLING factors that reflect this 
quality. This, and the many other features PROVE Yale 


Hoists Safer—More Efficient—More Economical! 


Properly presented, Yale features make potent sales arguments. 
Make them work for YOU—by going after business as a Yale 


Distributor. STEEL SAFETY HOOK 


TOTALLY The ‘'safety valve'' of the 

ENCLOSED— roe Hoist. Drop-forged 

rom special steel, it opens 

You'll find it a lot Smoother Selling! aetna slowly, without ' fracture, 


before any other part of 
the block is overstressed— 
protecting the mechanism, 
the load, and the work- 
man. 





CAPACITIES: 300 POUNDS TO 40 TONS 





THE YALE & TOWNE MANUFACTURING COMPAN’ 


PHILADELPHIA DIVISION, PHILADELPHIA, PA. 











SWISS MADE 


MERI 
sz. Fowias\ 


FILES files of precision AMERICA 


QUALITY rik PRECISION 


It is a guide to users in their file purchases. 

















SERVICE—American Swiss Files are quality precision tools. Their reputation for 
long life, keener filing edges, better results and lower filing costs has been earned 
by actual use in the hands of skilled mechanics. 


PERFORMANCE—American Swiss Files improve quality of work, cut production 
time and are the only type file we make. 


Knurled Handle Needle File 
= dS ea = 


Riffler File 


ee 


Knife File 


| ll: 


Half Round File 


(EEE oe 


AMERICAN SWISS FILE & TOOL CO., Elizabeth, New Jersey 


Also Manufacturers of Mechanics Hand Tools and Knurls 














Know the Truth About 
“BUREAU VERITAS’ 
Chain? 


McKay makes anchor Chain in accordance with Bureau 
Veritas requirements—a testing organization in France 
that corresponds to Lloyd's Register of Shipping in 
England. McKay also makes Chain to Lloyd's require- 
ments—or that of any other inspection bureau. Maybe 
you can't see any connection with your particular needs, 
except that it shows the value of 


“McKay's 50 years of knowing bon.” 


For A-No. 1 gauality welded and weldless Chain, insist 


that it be made by 


THE McKAY COMPANY 


McKAY BUILDING PITTSBURGH, PA 


Formerly U.S. Chain & Forging Co) 
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divorce salesmen’s compensation 
from your sales training program, 
and in order that our salesmen may 
fully appreciate what gross profits 
mean to them and to us, our gen- 


| eral plan of compensation is a 


modest salary coupled with a per- 
centage of the gross profit after a 
certain volume of gross profits has 
been reached. 

Our men first go into a territory 
on a flat salary basis, with the 
understanding that when they have 
progressed sufficiently to warrant 
a territory of their own they will 
also receive a commission. We take 
pains to show them why their gross 
profits must reach a certain figure 
before they earn any bonus, so that 
they realize all factors that go into 
sales distribution—cost of collec- 
tions, keeping records, making ad- 
justments, the clerical force neces- 


| sary in running an organization. 
| We point out clearly that until 


this gross profit has been earned 
certainly it is not incumbent on 
any organization to pay a bonus 
or commission. In this way we se- 


_cure a high degree of understand- 
| ing and cooperation. 


In odd moments during the 
month the sales reports are tabu- 
lated on the monthly “call sheet’, 
marked “Exhibit D”, divided into 
31 vertical sections, one for each 
day, and the horizontal sections list- 
ing names of our exclusive manu- 
facturers. 

These sheets are then punched 
and two of them pinned on a board 
with carbon between them. A check 
mark is made under the proper day 
of the month for each call where 
a certain manufacturer’s product 


| was discussed. At the end of the 
| month we have in the first column 
| the total calls by line that the 


salesman has made, and in another 
column is the accumulated total 
number of calls made the year to 
date. In this way we can see at 
a glance if the necessary mission- 
ary work is being done. 

When we find that the total num- 
ber of calls per month is going 
below the average, we advise the 
man of this fact and usually | 
make it a point to spend a few 
hours with him, regardless of where 
his territory is, taking along some 
of the other men’s report sheets. In 
a friendly way I try to find out 
why he is not making more calls, 
not with a view to criticizing the 
man but to help him better plan and 
organize his calls. Whenever the 
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The insulation 


that 
customers want 


K 








“FEATHERWEIGHT 


Goo MAGNESIA 


The demand for 85% Magnesia 
insulation keeps pace with industrial 
activity. For many types of service it 
is unequalled. Its efficiency is the 
standard by which other forms are 
judged. It is durable. Immune to 
floods, water leakage or steam. Be- 


cause of its enduring efficiency, it is 


permanently economical. 





Name 


K & M “Featherweight” 85% Mag- 
nesia is supplied in sections, sheets 
and blocks. Like all K& M products, 
it has more than 60 years’ experience 
behind it, plus the most rigid qual- 
ity-control. The K &M line is com- 
plete, priced right, and sold by the 
right people ... sold only through 


established channels of distribution. 


Send for information 


Asbestos Air Cell Insulations in sections and blocks © Wool Felt Pipe Insulations @ Asbestos 
Gaskets and Packings ® Asbestos Pipe Insulation in sections © Asbestos Insulation in sheets 
and blocks ® Asbestos Insulating Cements © Refractory Cements, dry and plastic © Asbestos 
Paper and Mill Board. 






Underline the products on which you want full information and mail this coupon today. 





Name of Firm 


Address 


KEASBEY & MAITISO 
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COMPANY 


AMBLER, PENNA. 
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MARVEL 


High Speed Edge 


This is the 
blade that 
made modern high 


speed sawing possible 


strictly high speed 
(have a_ cutting 
edge of 18% Tung- 
sten High Speed 
Steel) and at the 
same time are pos- 
itively unbreaka- 
ble, MARVEL High- 
Speed-Edge Hack 
Saw Blades have 
made heavy duty, 
high speed, auto- 
matic production 
sawing machines 


practical. 


On any equipment, 
they permit with 
safety, higher run- 
and 


ning speeds 


ways assure more 


cuts per dollar. 





W rite 


for 


Armstrong-Blum Mfg. Co. 

“The Hack Saw People’ 

5753 Bloomingdale Ave. 
Chicago, U.S. A. 


Catalog 


Because they are, 


greater feed pres- | 


sures, and will al- | 


calls per month are consistently 
low, in every instance we find that 
the sales will be in proportion. 

At the end of the year, total 
calls by line are figured. The aver- 
age cost per call is easily computed 
and, multiplied by the total num- 
ber of calls we have a figure op- 
posite each line that shows the 
actual cost to us of our sales work. 
Opposite that is the gross profit 


we receive from that line. You 


will be surprised to know that the | 


percentage of commission paid on 
a line has very little if anything 
to do with the profit which that 
line nets to the house, some 
manufacturers do a much better 
sales promotion job in trade paper 
advertising, advance designs, plan- 
ning models and by the reputation 
they have earned over a period of 
years. 


as 


Now, if you find you are putting 
in enough calls on a line, yet are 
not getting enough gross profit, 
something is certainly wrong. Tc 
us that suggests that possibly our 
men are not properly informed. 
Which, in turn, calls for a sales 
'meeting at the earliest possible 
moment, with the manufacturers’ 
sales manager and chief engineer 
attending. In these meetings we 
want to cover the “What, the why 
and the who of selling”. We want 
to know what benefits that particu- 
\lar line of equipment has for our 
customers, why it has these bene- 
fits and who has already taken ad- 
vantage of those benefits—in other 
words, giving the case histories of 
some satisfied users. There is one 
|other section called the “how” sec- 
|tion, which has to do with gaining 
ithe customer’s interest. But I think 
\it is fair to assume that salesmen 
|working for a_ well established 
|house has the customer's interest 
|by virtue of the prestige of his 
| house alone. 


| 
| 








They Streamlined 


(Continued from Page 23) 








drill literature to brick yards. This 
not only costs extra money, but it 
sometimes makes the customer 
wonder if we know what kind of 
business he’s in. However, the in- 
formation these sheets gave us on 
our customers as,to the kind of 
industry and the products they 
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YOU make the offer 
You make YOUR profit 





WE TAKE THE RISK 
.....DO THE WORK 


Glance for a second at this blue 
chip method of increasing your sales 
and profits on Jewel Abrasives. 

Suggest to your customer that he 
send us his name and address with the 
type of abrasives that meet his needs. 

We'll send him a ream or a 50 yard 
roll. He tests half and if he does not 
agree that he has cut costs to rock 
bottom he can return up to half of it 
at our expense. And we won’t send 
a bill. Most customers will gladly 
pay for the whole roll or ream. 
And we'll credit you with the sale. 

This is your authority to make the 
offer. If you need more details, 
write us. Abrasive Products, Inc., 
South Braintree, Mass. Branches in 
New York, Chicago, Philadelphia, 
Los Angeles, Detroit and St. Louis. 


ABRASIVE 


awe 
JEWELOK © JEWEL EMERY & 


JEWEL 


PRO 






% TE @ SEWEL FLINT 
SARNET ¢ 


NEW PR 


12>) 


UCT 








INC. 
















Why 


is a profitable line 


for supply houses 
to handle 











Heavy Standard Bronze Standard Bronze Swing Check Valve 
Globe Valve \ Gate Valve 


SEE 


Iron Body Globe oO. 8 & VY Gate 
Valve Valve 
PUCUEEEOECOCECECECEGEOEOOUEODODODOCECECECUOCOEUOUOCUUUUEEDERCRCUCEOROSEUGCUOUUOEOUOGOROREEOOUED 
Kennedy Standard Iron Body 
Gate Valve 





KENNEDY 
Fittings, too 


KENNEDY Valves and Pipe Fittings are honestly built to give long, faithful 

service, are distributed through large, well-equipped warehouses located 
close to the principal industrial centers, and are priced to sell at a satisfactory 
profit to the supply house. 


For well over half a century Kennedy Products have been serving indus 
trial plants, and throughout that time it has been the Kennedy policy to sell to 
this field through the supply house. 


At every step in the manufacture of each Kennedy Product a corps of 
experienced and competent inspectors keep careful watch to make sure that the 
material and workmanship is perfect in cvery respect. 





Machinists and pipe fitters find that Kennedy Valves and Fittings go on the 


Complete lines of black and ‘ ° : : 

galvanized malleable — iror pipe easily, make up tight joints with minimum time and labor, and are thoroughly 
ser d fittings, brass ( ; 
Seensl auaael tale leak-proof on test. 


and standard cast-iror 
flanged fittings and flanges 
are also included among 


list 


Operating engineers find that Kennedy Products can be depended upon to 
operate properly and give long service without maintenance expense. 


ennedy 





These are some of the reasons why supply houses find Kennedy Products a 
highly profitable line to handle. It will pay you, too, to standardize on them. 


TTT ELE ELL 


Send for the Kennedy Catalog 


The Kennedy Valve Mfg. Co., Elmira, N. Y. 


Branches and Warehouses in Principal Cities 


ENNEDY 


VALVES~PIPE FITTINGS~FIRE HYDRANTS 
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@ There's never any come-back—except 
for more—when you handle the CATAWISSA LINE 
@Here are the ORIGINAL Hot Forged Steel 
Unions, forged from SOLID STEEL BARS—a com- SPECIAL UNIONS 


ylete ine—s ve i ¢ i ; . 

| ; line—stronger withstanding higher pressures Lug Nut Unions forged 
and temperatures than ordinary unions—shock re ee neeens ne pete —cen 

= oe A A 4 " egg xe applied wit i 
sisting—tight at all times—a complete “Quality” line Hammer or Wrench mm ° 
for every service for which unions are used. — eee tones ter 
W ; , . : . lines requiring frequent or 
rite for detailed information of the quick opening and «uick 

% af : . Sed closing Sizes from 1” 
PROFITABLE CATAWISSA LINE inclusive. 





UNION CHECK SWING VALVES 


Readily accessible—can be repaired or cleaned in the 
line, No openings in the body except the pipe con- 
nections. Union Nuts and Male Ends are of forged 
steel. Can be used either vertically or horizontally. 
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Here’s An “‘Old Time’’ Athol Selling Point 


The Athol Combination Pipe Vise which has 
grips that DO NOT project beyond the face 
of the jaws and therefore permit the vise to 
hold flat work for the full width of jaw and 
depth of vise. Never in the way—and never 
mislaid. Not new with Athol — Have 


been made this way for years. 





Write for complete catalog 38X 


Note position of grips 


SOLD ONLY THRU 
DISTRIBUTORS 





w hen Vise is closed. 
































Athol, Massachusetts 
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were interested in helped us make 
up eight different mailing lists. 
The first covers the entire field, 
|and is used only when we have a'° 
general notice to send out. The 
| others are based on the code letters, 
| placing the various customers into 
| groups, so that none can receive 
'any literature except that which 
pertains to his interests. 

“This helped us to cut down on 





| the number of pieces sent out—a 


saving which now enables us to 
send all our mailings first class, 
adding to its attention value and 
effect.” 

Promotion pieces are sent out 
twice each month and are addressed 
to individuals, not the company. 
These usually include a sales letter 
on Carey stationery, a factory pre- 
pared folder on the product de- 
scribed in the letter, and a return 
card by which the customer can ask 
to have a salesman call, request 
catalogs or samples, or get more 
information if he wants it. Mr. 
Carey sees to it that the mailings 
are varied so that all lines are 
covered in their turn. 

Salesmen, on their regular calls, 
watch for personnel changes that 
ought to be noted on the list, and 
a regular blank is provided for 
reporting such changes when they 
occur. 

At the time this system was in- 
stalled, it was realized that some 
improvement should be made in the 
_form on which the salesman re- 
ported his calls. The previous sys- 
tem involved merely filling out a 
sheet at the end of each day, listing 
the calls made on that day. Here 
again Sales Manager Carey did 
some thinking. 

“Only the exceptional distribu- 
tor’s salesman,” he says, “can plan 
his work properly without some 
assistance from the office. He has 
enough to do to be familiar with 
|a great variety of products and 
know intimately the peculiar re- 
quirements of many plants. No 
wonder, then, that some mornings 
when he is free for missionary 
work he climbs in his car, says 
‘Well, let’s see, who'll I call on 
| today? — Oh, I guess it’s about 
| time to follow up the job I started 
with Jones and Smith and Green.’ 
The result of such haphazard call- 
ing is loss of efficiency. Yet, to try 
telling each salesman where to go 
every day would not only be an 
impossible job for those inside, but 
it would be violently resented by 
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Your customers 











want JsL Steel Products 


Sell J&L... meet the demand 








Get Greater Profits 
from these 
J&L Products 


Seamless Steel Boiler 
Tubes . . . Seamless and 
Welded Pipe ... Cold 
Finished Shafting... 
Cold Finished Bars and 
Shapes ... Hot Rolled 
Bars, Shapes and Plates 
... Nails and Wire 
Products. 








J&L advertising will come to the 
attention of steel buyers more 
than ten million times in 1937. It 
will bring you many inquiries 
which you can turn into orders, 


at a profit. 


You will increase your sales 
and build good will... when you 
handle J &L Steel Products. Your 
customers will look to you to 


have on hand the best in steel. 


And you can rely upon Jones & 
Laughlin to supply you with the 
steel your customers need... 
products that will, through high 
quality and superior workman- 
ship, fit every requirement of the 


job to be done. 


You can depend on J &L Steel 
Products . . . to move faster... 
give greater satisfaction to your 
customers .. . and make bigger 
profits for you. Get in touch with 


Jones & Laughlin today. 


JONES & LAUGHLIN STEEL CORPORATION 


PITTSBURGH, PENNSYLVANIA 
MAKERS OF HIGH QUALITY IRON AND STEEL PRODUCTS SINCE 1850 
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Every one of the 





46 BiG INDUSTRIES 





OFFERS PROFITABLE 





SALES FOR 
“U-W" QUALITY 


Practically every industrial cus- 
tomer you sell anything to is also 
a prospect for UPSON-WALTON 
quality wire rope, manila rope, 
turnbuckles and fittings. 


Check the September Mill Sup- 
plies Sales Guide for the 46 in- 
dustries, and you will see the big 
market for U-W products in your 
territory. 














Wire Rope 


Standard hoisting ropes; extra flexible 
ropes; mining cables; haulage ropes; 
elevator cables; airplane cable; tiller 
ropes; and sash cords, 








Manila Rope 


“Y-CO Best" and "Giant" grades, both 
waterproofed — 100% pure Manila. 
Bolt Rope—Transmission—Dron Ham.- 
mer— Grain Shovel—Yacht—Lariat— 
Fisherman's plain or brown water- 
proofed—Drilling Cables—Bull Ropes 
—Catlines. 





——E>—==) 


Turnbuckles and Fittings 


Drop forged hexagonal pattern turn- 
buckles and complete line of fittings 
for wire, chain, and manila rope. 





SEND FOR CATALOG 


7 ia e- AYVOY RS ‘ LD P 
Sol hAorn/Velton/ Uz 


1168 West 11th St., Cleveland, Ohio 


Established 1871 
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the salesman, who considers 
self a free agent.” 

Mr. Carey’s answer to this was 
the call report sheet shown here- 
with. On this sheet the salesman 
makes out on Saturday, in dupli- 
cate, a listing of the calls he plans 
to make during the coming week. 
This gives him a plan upon which 
to work—but note that it is his 
own plan. The duplicate copy is 
turned in to the office. 

Day-by-day the proposed calls 
are checked off as they are made. 
On the reverse side there is room 
to mark down calls that were made 
each day but not included in the 
advance list. At the end of the 
week the salesman’s sheet is turned 
into the office, the number of check 
marks on both sides counted and 
tabulated, giving the number of 
calls for the week. The calls are 
entered in the house copy of the 
salesman’s customer list for analyz- 
ing. The duplicate copy of the re- 
port sheet is kept by Mr. Carey 
to tell where his men are each 
day, and is destroyed at the end 
of the week. An additional aid 
found in this form is that when a 
call on a customer is planned and, 
for some reason not made, the 
salesman is helped to remember 
that he failed to make that call, 
for the “plan sheet” is in front 
of him when he makes his 
next week’s sheet. 

At the end of each quarter, each 
man turns his book in to the office, 
and the quarterly sales are entered 
in the salesman’s book for each of 
his customers, this information be- 
ing taken from the house copy of 
the book. Each salesman goes over 
his book with Mr. Carey at the 
end of the quarter, with reference 
to sales to each customer, and the 
comparison of the number of calls 
actually made, tabulated from the 
report sheets, as against the “call 
frequency” set down in his book, 
as originally set up. 


him- 


out 


| 
| 


} 


“We realize,” says Andrew Ca- | 
rey, “that few systems are per- 
fect. But so far this one has de- | 


veloped few ‘bugs’. It is been a 
tremendous asset to us in pointing 
directly toward the source of bus- 
iness with a rifle instead of shoot- 
ing at random with a_ shotgun. 
And, though some _ future 
eventually might cause us to reduce 
or even eliminate our present pro- 
motional activity, one thing sure 
that weeds will never again 
grow up in our mailing list.” 


even 


1s, 
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QUALITY | 
WRENCHES | 








t 
4 
. 
* \ 
® ' 
# 
COES GENUINE 
SCREW WRENCH i 
KNIFE HANDLE 7 
NO. 92 5 
7 


| BIMSECALL 


MANUFACTURERS of WRENCHES SINCE 1835 





SPRINGFIELD MASS 
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SOLD BY LEADING 
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You Sell 
When You Tell 


ALL THE BENEFITS 
OF YOUR PRODUCT 














Sales are more easily made when you know and tell prospects all the 
features of your product — plus all the benefits and advantages it will 
give them. 


Here, for instance, are the advantages and economies which Medart 
V-Belt Drives will assure your customers: 


Reduced belt expense ... Greater economy... Longer life ... More ef- 
fective transmission of power ... Maintenance of proper belt tension and 
extreme flexibility result in a more uniform drive— and positive speeds... 
No vibration — both driving and driven machines run more smoothly .. . 
Especially adaptable to extremely short centers. 


Sheaves furnished with any number of grooves —all pitch diameters. 


Prompt service on stock or special requirements —plus the VALUE of a 
definite black-on-white Distributor Policy that means what it says. 


THE MEDART COMPANY, General Offices and Works: 3514 De Kalb St.; St. Louis, Mo. 
Engineering Sales Offices: Cincinnati, Cleveland, New York, Philadelphia, Buffalo, Chicago, 
Pittsburgh, New Orleans, San Francisco, Denver, Charlotte, Birmingham, Milwaukee, 


Detroit, Los Angeles, Atlanta, Grand Rapids, Indianapolis, Dallas, Minneapolis, Kansas City. 


“MEDART- 
Everything IN POWER TRANSMISSION & SPECIAL EQUIPMENT 
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IN GYPSUM 
PARTITIONS 

















IN LATH AND 
PLASTER WALLS 





THEY 
PAINE OR EQUAL 


Yet—Paine is the Only Toggle 
that works in Gypsum or Machalite 





The Spring 


Holdin the togule heac 
pen position—and lying flat 
along =the underside of the 
uule—is a coil spring The 
wings of the toggle are easily 
mpressed with the fingers. As 
s the le | 


Does It 


‘ toggle wad | 
through the hole the pring 
instantl calise the wings 

1 fe tightening 











IN TILE 
PARTITIONS 








IN SHEET 
ROCK WALLS 














CATALOG UPON REQUEST 
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SPECIFY 


Paine Toggle Bolts work in- 
stantly in any hollow place... 
in any position. You'll find 
them named in_ specifications 
of leading architects and build- 
ers throughout the world. 


They merit this 
Paine pioneered 


the spring 


wing toggle bolt and has led | 


the field ever since. 


Send for the complete Paine | 


Catalog—it is completely de- 
scriptive of Paine toggles and 
many other anchoring devices 
preferred by the Mill Supply, 
Electrical, Hardware, Plumbing, 
and Building fields. 


THE PAINE co. 


2951 Carroll Avenue 
CHICAGO 


Eastern office: 79 Barclay St. 
NEW YORK CITY 


Send for Complete Paine Catalog 


BRANCHES 
IN 8 PRINCIPAL CITIES 


tmes 


a ee e:rcrrn: 
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preference. | 











Guess What! 


(Answers to Questions on Page 36) 








1. The standard, in wmch the bed 
or table moves back and forth be- 
tween uprights supporting the cross- 
rail, and the open-side, which has 
only one support for the crossrail. 


2. The openside can handle pieces 
wider than table width, although rela- 
tively lighter cuts must be taken 
under some conditions. 


3. Yes. There may be as many as 
four, two on the crossrail on sepa- 
rate toolholders and one on each side 
in auxuliary toolholders on the sup- 
port columns. Each tool may have as 
many as four bits in gang. 


4. The outboard end of the work- 
piece is supported on bearings or on 
an auxiliary table. 


5. Right and left on the crossrail, 
and the crossrail up and down on 
the support columns. Also the _ tool 
may be set at an angle in the tool- 
holder and the _ toolholder head 
swiveled. 


6. Usually by shifting gears, but 
sometimes by shifting cone belts. 


7. By automatic feeds on toolhold- 
er and crossrail, operating during 
the return stroke. There are also 
high-speed feeds for adjusting tool 
position during setting up. 


8. The planer keeps the tool sta- 
tionary and reciprocates the work- 
table, while the shaper reciprocates 
the tool and holds the workpiece 
stationary. 


9. Planer tools are very similar to 
shaper tools, namely, tool bits held 
in a holder or forged solid tools. 


10. Hydraulically. Older types have 
mechanical drives. 


11. Smallest standard machine 
takes pieces up to 2x2 ft., largest 
8 ft. wide by 6 ft. high. Openside 
models handle maximums of 4x3 ft. 
up to 8x5 ft. 


12. Up to 24 ft. or more. 


13. Some production types have 
two, one being set up while the other 
is operating. Thus there is no dead 
time while work is being set up and 
removed from the machine. 


14. Furniture and cabinet makers, 
patternmakers, foundries, auto-body 
makers, artificial-limb makers, mak- 
ing of leather and paper novelties, 








BETHLEHED 


Soundly welded, free from pin-hole leaks, each length separately tested under hydraulic 
pressure. Clean, soft steel that takes sharp, clean-cut, accurate threads. All scale, both 
inside and out, removed by two scale-removing processes. That’s the kind of pipe that 


Bethlehem Pipe is—the kind that clinches the good will of users. 


BETHLEHEM STEEL COMPANY 
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ays | 


to sell a complete 
line of DEPENDABLE 
pumps—especially 
Roper Rotary Pumps 





New applications for Roper Rotary 
Pumps are being discovered every 
day. Just recently a Roper was in- 
stalled for pumping dog food, another 
for transferring a heavy viscous mate- 
rial containing much Silica sand, yet 
another is being used by a hospital in 
connection with an automatic tissue 
changer. 


The above sales plus the numberless 
ordinary pump installations can easily 
be made by alert distributors. Your 
contacts with factories, contractors, 
mines, quarries, etc., enable you to sel 
Roper Rotary Pumps with little or n> 
effort. Capacities range from | to 700 
gallons per minute against pressures 
up to 750 pounds. 


Drop us a line for complete details 
about the Roper plan, catalog and 
prices. 


GEO. D. ROPER CORP. 
Rockford, Ill. 
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| such as handbags, shoes, trunks, nov- 


elties and paper bags, boat builders, 
piano makers, wood-tank makers. 


15. Can be taken to the work, keeps 


| glue at an even temperature, no fire 


hazard. 


16. For heating and keeping hot 
many other products, including par- 
affin, beeswax and similar substances 
in automotive, aviation and electrical 
plants. 


17. Hotels and large buildings in 
every city. Enormous amounts of 
supplies are used in maintenance. 


18. Yes, for heating glue in apply- 
ing abrasives to grinding, polishing 
and sanding wheels, disks, etc. 


19. The common 6-ft. or 4-ft. car- 
penter’s rule, which opens by zig- 
zagging. Carpenters, machinists, and 
plumbers use them extensively. 


20. The automatic punch permits 
punch marks to be made with one 
hand while the other is used to hold 
a rule, pattern, etc. 


21. A steel scale with three heads, 
one for right angles and miters, an- 
other for centering round-end pieces, 
and the third carrying a bevel pro- 
tractor. 

22. A caliper with one divider leg 
and one reversible caliper leg, so 
that distances can be measured from 
a center to an outer edge or lines 
scribed at given distance from edge. 

23. A dolly bar is a small crowbar 
or lever, a dolly is a small industrial 
truck. 


24. A file back is a brush, usually 
with a pick inserted in a socket in 
back, used for cleaning file teeth. 


25. A hook rule has a _ hook ex- 
tending outward so that its inner 
edge is an extension of the zero mark 
on the rule. It is used for measuring 
flanges, circular pieces, through pul- 
ley hubs, or for setting dividers or 
inside calipers. 


Answer to the problem of the three 
stores—Forget algebra, and start at 
the last store. The P. A. spent $60 
there, and as the distributor had 
given him as much again as he had 
in his pocket, and as the P. A. had 
nothing when he left, he must have 
had $30 when he went in. Add this 
to the $60 he spent in the second 
store and you get $90, of which Dis- 
tributor No. 2 gave him half, or $45. 
Add the P.A.’s $45 to the $60 he 
spent in the first store and you get 
$105, of which Distributor No. 1 
gave him half, or $52.50. Thus Dis- 
tributor No. 1 paid $52.50 for $60 
worth of business, Distributor No. 2 


paid $45, Distributor No. 3 paid $30. 
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TAPES - RULES 
PRECISION TOOLS 








The name 


Lurey Highest 


i of the 

ay Accuracy er 
the ultimate in a alore 
Features and Refine 

of Design. 


A clear cut Distributor Po® 
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THE [UFKIN RULE (0. 


SAGINAW. MICHIGAN. U.S.A. 


NEW YORK 


de ) Lafayette St. 


(OF-Yar-Toll-lalt- lon delat, 
WINDSOR, ONTARIO 
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we THOSE HIDDEN PROFITS 
WITH THE STANDARD LINE 








DRILL CHUCKS ¢ SOCKETS + SLEEVES * COUNTERBORES 


TWIST DRILLS © REAMERS © TAPS + MILLING CUTTERS 
j LATHE CENTERS * GRINDING WHEEL DRESSERS + SPECIAL TOOLS 


A 


THE STANDARD [0OL. 0. 
“levelaud 


NEW YORK . DETROIT . CHICAGO 
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Lathe 

Recently developed is a pedestal ad- 
lathe having 
improvements in- 


Motor Driven 


motor driven 


of 


justable 


a number new 


cluding a heat-treated headstock 


spindle with all bearing surfaces 


and 


hardened spindles of 

















steel, 


alloy 
bearings; 


special with phosphor 
double wall 
apron with self-oiling steel gears, and 
a multiple dise friction clutch in the 
apron 


bronze new 


The pedestal adjustable motor 


drive mechanism is a separate unit 
with the motor and counter-shaft 
mounted on a pedestal back of the 
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lathe in a position horizontal with the 
headstock cone pulley of the lathe. 
Power is transmitted from the motor 
to the countershaft by V-belts, 
from the countershaft to the 
spindle by a flat leather belt. 
switch is conveniently 
cated near the lathe spindle and 
mits the operator to 
reverse the rotation of the lathe from 
an y working position. The lathes 
built in both the quick change 
ear and standard change gear types. 
‘he quick change gear lathe is popu- 
the manufacturing plant for 
ool room and production operations 
frequent for 

feeds. buying 


and 
lathe 
The 
lo- 


per- 


reversing 


start, stop or 
easy 
are 
9 

T 
lar in 
requiring changes 
threads and 

officials to he 


ing this product are plant manager, 


Primary 


contacted in introduc- 


purchasing agent and superintendent. 


South Bend Lathe Works, South 
3end, Ind.—MILL SuppuigEs, October, 
1937. 


Flashlight Screw Driver 


A small size pocket flashlight screw 
driver with a clip has recently been 
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pormemmunnen 


a 





placed on the market. It has been 
designed for use by householders, car 
owners, auto mechanics, radio, re- 
frigerator and oil service men who 
need a handy sized screw driver for 
working in dark places. The handle, 
octagon shaped, is 


=e 


made of brass 





Mindi Biniind, 


and is finished a crystal black with 
a contrasting orange stripe. It holds 
one standard battery and light bulb. 


The screw cap and clip are nickel 
plated. The blade, two inches long 
and 4-in. in diameter, is made of 


tempered steel and has an accurate 
machine cross-ground tip. Battery 
and bulb can be replaced easily when 
worn out. Primary officials 
to be contacted in this 
new purchasing agent, 


buying 
introducing 
product are 
mechanic.— 
Plant, New 

SUPPLIES, 


master 
& Level 
MILL 


foreman and 
Stanley Rule 
Britain, Conn. 


November, 1937. 


























What Keeps Prices in Line 


SOMETIMES WONDER if consumers realize the debt they 
owe to the small and medium-size manufacturer and producer 
—the producer who is independent, substantial, reliable, and 


whose product is as good as the best! 


If it were not for these independent fellows,* the big boys 
would have us hogtied in no time, and we would be paying 


through-the-nose for everything we buy. 


This has always been the case—eliminate the independents 


in an industry and prices skyrocket. 


Many far-sighted buyers realize this situation and throw 
enough of their purchases to independent producers to assure 
their prosperity and continuance in business—they are actuated 


through self-preservation. 


In most every industry there are to be found thoroughly 
reliable, independent producers—if we are wise, 
we should seek them out and do business with 


them. 


*IN THE COATED ABRASIVES INDUSTRY 


CLOVER MFG. CO., Norwalk, Conn. 


A reliable, well-financed, independent company—making a complete line of the highest-class 
Abrasive Papers and Cloths, with representatives and warehouses located in principal trade 
centers—an organization which has always sold highest quality at right prices since 1907. 
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~~ 
Ka 
ey, 
Just Move 
This Post 


On the 
RIEFe(ID No. 65R 
and Avoid the Bother 

of Changing Chaser Dies 


Your customers spark at once to 
the fact that there's no more 
waste of time looking for differ- 
ent size dies when they want to 
thread 1”, 114”, 17,” or 2” 
pipe if they have a RIRAID 
No. 65R. Simply move the set- 
ting post to the pipe size wanted. 
One set of dies instead of 4— 
one-fourth the bother. 


They like the new style work- 

holder, too. Twist to pipe size, 

tighten one screw — quick and 
easy. 


No. 65R cuts 
clean accurate 
threads in all 
variations. A 
time, temper 
and money 
saver. 


Sell Rignaip 
dies for quick 
volume and 


profits. 


The Ridge Tool Co. 
ELYRIA, OHIO 








RIiFaID 





What? 
No Repairs? 
With RIGDID Pipe 


Wrenches, practically 
none. Housings guar- 


anteed not to break or 
warp—stops fully 75% 
of wrench troubles. 
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Bi-Optical Pyrometer 


A new instrument recently devel- 
oped is a combined color pyrometer, 
its invention being based on the 
use of light filters and color wedges 
which are transparent to a number 
of colors simultaneously. By using 





filters with a number of transpar- 
encies both for separation and for 
mixing and toning down, any com- 


plicated optical or mechanical device 
for the production or combination of 


colors is rendered superfluous and the | 


creation of a _ simple temperature 


measuring device in the form of col- 


ored discs is rendered possible. It is 
claimed that this pyrometer is the 
only instrument for technical and 
scientific measurements by which the 


temperature,of the “black body” and | 


the actual temperature may be ascer- 
tained simultaneously. The instru- 
ment is furnished with scale ranges 
from 900-1900 deg. C. This new instru- 
ment may be used for laboratory and 
research applications including in- 
candescent iron and iron alloys in 
the open and flame heated furnaces. 
Primary buying officials to be con- 
tacted in introducing this product are 
plant manager, purchasing agent and 
chief engineer.—The Pyrometer In- 
strument Co., 103 Lafayette St., New 
York City.—MILL Supp.ies, October, 
1937. 


Motor Pulley 


A new development in motor pul- 
leys is a compact variable speed unit 
which is mounted on the standard 
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Today they're looking for 
QUALITY... 











gine it to them mith 


DART UNIONS 


Low initial cost is not the deciding 
buying factor today. Buyers have 
swung back to quality—dquality 
you can guarantee with Dart 
Unions. 

For Dart never cheapened their 
unions. Always kept the extra- 
wide, bronze seats, precision 
ground to a true ball joint. Always 
made Dart bodies and nut extra- 
heavy air-refined malleable iron to 
resist pipe strains and wrench 
abuse. Made Darts the best unions 
money can buy and the best in- 
vestment in the long run. 

That's how Dart built a national 
name for dependable unions. 
That’s what makes an increasing 
demand for Darts today. Write 
for Dart’s jobber policy. 


DART 


E. M. DART MFG. CO., PROVIDENCE, R. I. 


Sales Agents 





The Fairbanks Company, New York, and al 
branches. 
Canadian Factory: 
Dart Union Company, Ltd., Toronto, Canada 
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HOSE CLAMPS 
More gad. 
Than 


100 
Sizes 


Your cus- 
tomers 
want the 
most service- 
able hose 
clamps for 
every purpose—plant maintenance or 
on ce i products. You can 
meet their needs with Sure-Grips—the 
best hose clamps made, for every type 
and size of hose. Being galvanized 
after machining, Sure-Grips have no 
raw edges to corrode. Fitted with 
finest quality nuts and bolts. 


Sold only through jobbing channels. 
Write for prices. 


J. R. CLANCY, Inc. 
Syracuse, N. Y. 





PROD 


Solid Woven White Cotton Belt- 
ing 

Solid Woven Waterproof Treated 
Belting 

Endless Woven Belts 

Harvester Webbing 

Sifter Brush Webbing 

Shoe Machine Webbing 

Bolting Cloth Webbing 

Apron Webbing 

Spindle Banding 

Linen Webbing 

Other webbing and belting spe- 
cialties 

ee @¢@e 


Globe Woven Products are 
sold thru Mill Supply distribu- 
tors. Write us for samples 
and prices. 


Globe Woven Belting Colne 


NEW YORK 





SURE-GRIP | 








_ diameters. The 
mounted in the center of the counter- 


shaft extension of any constant speed 
motor. It forms a direct drive from 
motor to driven machine. Through 
handwheel control, a sliding base on 
which motor and unit are mounted 
is moved forward or back, varying 
the diameters of a set of adjustable 
dises from which a V-belt runs to 
the driven machine. Desired speed 





changes are made as the belt runs 
from maximum to minimum dise 
pulley may be 


shaft, between the two bearing hous- 
ings, providing a compact, space-sav- 
ing unit in installations where this 
factor is important. The countershaft 
supports are extremely strong, rigid 
and heavily braced, to prevent vibra- 
tion or twisting in the countershaft. 
Primary buying officials to be con- 
tacted in introducing this product are 
plant manager, purchasing agent and 
Reeves Pulley Co., 
Columbus, Ind.— MILL SUPPLIES. 
November, 1937. 


superintendent. 


Portable Pipe Machine 


The new cutter blades of a portable 
power pipe machine are slightly thin- 
ner and remove less metal from the 
pipe or iron bars they are cutting, 
assuring a smoother, cleaner and 
faster cut, it is said. A small hand 





wheel operates through a scroll and 
feeds each knife simultaneously, giv- 
ing quick, easy operation. It is claimed 


| that 2-in. pipe can be cut off in eight 


seconds and smaller sizes relatively 
fast. This machine is furnished 


| either in a standard model with non- 


opening, ring-type die heads, or in 
a special model with quick-opening, 
hinge-type heads. Otherwise, both 
machines are identical, having a non- 
clogging oil pump, quick acting 


reamer, carriage feed wheel with 


thread length indicator, safety fric- 
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THE LINE YOUR 
CUSTOMERS 
CAN BE SURE OF 


ESSEX 





























“Cyclone’’ Lubricator 


@ SURE of getting the right unit and a 
high quality product from the complete 
line offered by ESSEX. SURE of get- 
ting the same high quality product that 
equipment manufacturers demand. 


@ Back of the ESSEX line are 36 years’ 
experience in manufacturing lubricating 
and power plant devices which are in 
use all over the world. ESSEX products 
will do the job of establishing customer 
satisfaction, Start selling the ESSEX line 
today! 





“Plural” Four Feed 
Oiler. (Available 2 
to 12 feeds.) 


‘Sprite’ Air Compressor 
Lubricator 


“WE OIL THE WHEELS OF INDUSTRY" 








We make: 


Sight Feed Lubricators 
Plain Lubricators 
Hand Oil Pumps 
Oil Cups 

Plural Oilers 
Sight Feeds 
Grease Cups 

Oil Gauges 
Water Gauges 
Oiling Devices 
Air Cocks, etc. 














ESSEX 


BRASS CORPORATION 


2000-2006 Franklin St. 
DETROIT MICHIGAN 
EL ARR SR MERI EE ER 
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A “Straight-Line’ Trap that means 
a Straight Line to Profits 


This mew Cochrane Trap is installed 
straight across the steam ine + offer 
stance to inspe n cleanina 
9S pipin n ns need not be dis 
rpea 
As .] 3 rr uc y @ 1 @) 
tors, this trac offers a connection with th 
Cochrane rganization and advertisr 
ampaign, which reduces resistance in tt 
selling of steam specialties. In the broad 
ndustrial market now 5 profitab et rr 


supply houses, the name COCHRANE ha 
a trading reputation ot f 
alert distributor shou 


yreat 
d tie up to Coch 
70-year record for 


vaiue, Cvery 





rane s manufact 

products of a superior design and per 

formance which br na def nite economies 

to the user. Industrial executives wh snce of handling a |ine outstanding in 

purchase steam specialties are aware desian. low in maintenance cost, and he p- 

the superiority of Cochrane traps, valves ful in organization and advertising sup- 

Jrainers, separators. ort—as is the Cochrane line. 
salesmanship in steam specialties is Write today for literature and Distr bu 

iust a matter $ rer inizina the i tors Aareement. 


~ 


COCHRANE CORPORATION, 3127 N. 17th St., Philadelphia, Pa. 








SEPARATORS - 


TRAPS” + 


VALVES -: 


SPECIALTIES 








—— 





DURABILITY 


is the sales 
word for 


PEERLESS 
HOISTS 


Translate the toughness of STEEL and 
the precision cutting of sieel gears— 
two of the reasons PEERLESS HOISTS 
excel—into lower operating costs—less 
lost productive time —lower repair 
costs, and you talk the language of 
sales. 





We back these gears in Peerless Hoists 
with a five year guarantee. 


Get Catalog “P” for 
Your Sales Maker 


THE HARRINGTON COMPANY 
17th and Callowhill Streets 
Philadelphia, Penna. 
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| and hold like a screw. These 





tion gear, chuck wrench ejecto: 
fingers and a_ reversible, variable 
speed motor’ entirely controlled 


through the switch. Primary buying 
officials to be contacted in introducing 
this product are purchasing agent, 
maintenance superintendent, and 
chief engineer—The Toledo Pipe 
Threading Machine Co., Toledo, Ohio. 
—MILL Suppuies, October, 1937. 


Drive Screw Nail 


A new type construction nail that 
drives like an ordinary nail but 
holds like a screw was recently in- 
troduced to the industrial field. It 
is made of special high-tempered 
steel and is said to be 100 per cent 
stronger than other nails and will 
never come loose. The thread runs 
the full length of the shank, giving 
greater holding power and will turn 
drive 
screw nails are made in_ several 
different styles according to the use 
they are intended for. The regular 
type is for nailing wood to wood; the 
heavy duty type for fastening wood 


| to steel and the floor screw nail type 


is for laying maple or oak hardwood 


| flooring. Primary buying officials to 


| operations and is powered with a 3} 


be contacted in introducing this new 
product are plant manager, purchas- 
ing agent and maintenance superin- 
tendent.—The Hillwood Manufactur- 


| ing Co., 21715 St. Clair Ave., Cleve- 
| land, Ohio.—MILL SupPPLIES, Novem- 


ber, 1937. 


Carbide Tool Grinder 


A new grinder developed for the 
one purpose of sharpening carbide 


tools has just been placed on the 
grinder is 


market. This equipped 





with two wheels; one for roughing 


operations and one for finishing 


h.p., reversible motor, so that either 
right-hand or left-hand 


tools may 
be sharpened with the wheel al- 
ways rotating toward the cutting 
edge of the tool. The grinder is 


designed to take a silicon cup wheel 
on the left-hand side and either a 
silicon cup wheel or a diamond cup 
wheel on the right-hand side. Stand- 
ard equipment includes the follow- 
ing: tool rest tables 10 in. by 34 in.; 








protractor at each end of the grinder | 
to indicate the angle of the tool | VE GOT ps 
table; light which may be swung | \) iN 


over either wheel; tool supports at- 
tached to tool rest table; wheels are 
optional. Primary buying officials to 
be contacted in introducing this new 
product are plant superintendent, 
purchasing agent and chief engineer. 
—Baldor Electric Co., St. Louis, Mo. 
—MILL SupPPLIES, November, 1937. 


Fire Extinguisher 





A new one-quart fire extinguisher 
especially designed for use on trucks, 
buses, railroad cars, automobiles, in 
garages, service stations, electric sub- 
stations and wherever there is an 
electrical fire hazard is now being 
marketed. It has a patented mois- 





















There is genuine in- 
terest in ‘'Maxi'' ”\ 
taps. Talk about .C/ 
them. Explain that “"—— 

they cost no more than ordinary 
taps—point out the amazing pro- 
duction records they are mating 
(you'll find a score of actual rec- 
ords in the folder illustrated below—yours for the asking). 
And above all—remember that a leader like ‘'Maxi" taps 
will boost a// your small tool sales. 


GREENFIELD TAP & DIE CORPORATION 
GREENFIELD, MASSACHUSETTS 


Detroit Plant: 2102 West Fort Street 
Warehouses in New York and Chicago 
in Canada: Greenfield Tap & Die Corporation of Canada, Ltd., Galt, Ont. 


ture-proof breather designed to pre- 


vent corrosion, a forged brass pump @ Watch {Or the 


handle, leak-proof shut-off valve, : 
heavy seamless drawn brass shell, qgannuda | M ] d 
double acting pump, double-end pick- 


up and an extra heavy brass nozzle D ece m b et 
recessed to protect it against break- 


age. It is said to be shock-proof and Directory issue 





i 


zamena 


tema eh 








will not freeze at 40 deg. below zero. f 

Primary buying officials to be con- O 

tacted in introducing this product are MILL SUPPLIES 
plant manager, purchasing agent and 3 
maintenance superintendent. — The 


Buffalo Fire Appliance Corp., 44 Cen- 
ral Ave., Buffalo, N. _ —MILL ] 
le October, poy , . e A directory that s ; 
tells “What and Step Bolts That Save 
Galvanized Sheet Where to Buy “Misfit” Time Losses 


A new type of galvanized sheet 


with a heavy coating of commer- Industrial Sup- I eS 


mean economical assembly operations. 





cially-pure zine that will not crack ° : Add that money savin uality to 
or peel when it is subjected to rela- plies and Equip- strict steel pean oan meter 
tively severe drawing or forming . electric heat-treatment and, like thous- 
operations, according to the manu- ment. ands of other fussy users, you'll find 
facturers has just been placed on the ont why Triples ts @ better comes of 
market. The new material, produced atti 

in both sheets and coils, is known Write today for catalog and samples 


as “Zinegrip.” It carries from 50 to MILL SUPPLIES 


75 per cent more protective zine than 


THE TRIPLEX SCREW CO. 





tight coat sheets generally used for 330 WEST 42nd STREET 5307 Grant Ave., Cleveland, Ohio 

fabricated products. Up to now, hot 

dipped zinc-coated coils in_ sheet NEW YORK. N. Y. j a L c X 

widths have not been produced. With 

the new Zincgrip sheets, exceptionally | CAPVAND SET SCREWS, BOLTS AND NUTS 
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FACTORY appeals to plant operating of- 
ficials who are in charge of management, 
production, and maintenance. 


Editorial emphasis is placed on such man- 


agement subjects as employee relations, 


wage incentives, waste elimination, safety, 


foreman training. 


Among the production subjects are produc- 
tion control, cost control, time and motion 
study, plant layout, materials handling, 
power transmission, electrical application, 
air-conditioning, welding. 


In the maintenance field typical subjects 
are organization and management of =nain- 
tenance, building upkeep and repair. 
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“Our salesmen, like salesmen in any line of 
business, must make the most efficient use of 
their time in order to be successful. We feel 
that a manufacturer's advertising of his prod- 
ucts saves our salesmen time. When a manu- 
facturer advertises in a publication such as 
FACTORY, he is helping us educate the men 
who buy on the merits of his products. And 
we strongly recommend aggressive advertis- 
ing on the part of manufacturers as an aid to 
more efficient selling.” 
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tising, is President of Charles H. Harden and Company, 
well known mill supply house of Seattle. His company has been 
serving saw mills, pulp mills, mines and other large industrial 
plants throughout the state of Washington for 15 years. Natu- 





Te Harden, who thus evaluates Manufacturer’s Adver- 





rally, his opinions are based on long, practical experience in 





the field—and as such they are shared by thousands of other 





progressive distributors throughout the country. 








Men like Mr. Harden look favorably upon manufacturer's prod- 
ucts advertised in FACTORY. FACTORY publishes more 
editorial articles on plant operating problems than any other 






business paper. That’s why FACTORY has more plant operat- 






ing official subscribers than any other business paper. 


A McGRAW-HILL ie eo 
PUBLICATION —. 


330 W. 42nd Street 
New York, N. Y. 














- FORGED = 
STEEL FITTINGS 


The Watson-Stillman Sales Pol- 
icy was especially formulated to 








allow distributors to do an ag- 
gressive selling job at an attrac- 





tive profit. 


Distributors who are stocking and 
selling Watson-Stillman Forged 
Steel Fittings have found it a 
highly satisfactory and profitable 
line to sell. 


Investigate the Watson-Stillman 





Line! 



















The Watson Sill cia Co. 


100 ALDENE ROAD, ROSELLE, N. J. 











MORE POWER... 


ABOUT those guys you sell power equipment 
and supplies. . . 


FOR HALF a century they’ve leaned on 
POWER for what’s new and best in practice and 


products... 


WHICH makes it easier to sell equipment they 
read about in the publication POWER. 


THUS, when you say a good word for POWER 
—to the fellow you sell to, and the fellow you 
sell for—you help yourself “get in” easier, spend 
less time on preliminary selling, make more calls, 


and hence... 


--- MORE PROFIT 
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the company’s metallurgists say. 
According to extensive experiments 
made by the company and by fabri- 
cators, it is well suited for other 
products such as roof drainage parts, 
shapes and stampings made by cold 
drawing and rolling processes, and 
many other applications. Primary 
buying officials to be contacted i) 
introducing this product are plant 
manager, purchasing agent and chief 
engineer.—The American Rolling 
Mill Co., Middletown, Ohio.—MILI 
SUPPLIES, November, 1937. 


Hand Truck 


Recently placed on the market is 
a hand truck, adapted for conveni- 
ent and speedy handling of wood or 
steel barrels and drums from keg 
size to 36 in. high. This new truck 
has an attachment device consisting 





of a hook and a tongue member ad- 
justably mounted on the vertical col- 
umn. In operation the tongue member 
is positioned about one inch above 
the lower edge of the barrel chime 
while the truck is held against the 
barrel at both top and bottom. The 
hook is then placed over the edge 
of the barrel and the wheels allowed 
to roll back until the tongue slips 
under the lower edge of the chime. 
By means of the handle and the foot 
pedal the wheels are now pushed up 
to the load, which is thus raised off 
the floor and attached to the truck. 
It is then quickly tipped to the 
balancing position and easily moved. 
Primary buying officials to be con- 
tacted in introducing this new prod- 
uct are plant manager, purchasing 
agent and superintendent.—The 
Sabin Machine Co., Cleveland, Ohio. 
—MiILt Suppiies, November, 1937. 


Floating Thermometer 


The “Thermosphere” is a new, all- 
metal, non-breakable floating ther- 
mometer for measuring the tempera- 
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Have you 
investigated 
the sales 
possibilities 
of 





The Nut That Can't Shake 
Loose 


Dealers everywhere 

are reporting wide- 

spread interest and 
increasing sales 


The distinctive 
features of 


NSH! 
put it in a class 


by itself and 
among the 


TOP SELLERS 














Write for Details and 
Dealers Propositions. 


STANDARD 
PRESSED STEEL CO. 


JENKINTOWN, PENNA. 


Boston Chicago 
Detroit Box 519 St. Louis 
Indianapolis San Francisco 








Pat’d. 


and 
Pat's. 
Pending 
Fig. 
1510, 
Cvtout 
section 
showing __ 
Locking Ring 
in place. 
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ture of hot liquids. It carries a list 


price of $1.00 and has many indus- 
trial applications in addition to being 

















useful in home and restaurants for 
deep fat frying. It is constructed 
in the form of a small metal ball 
with a temperature scale engraved on 
the outside. Inside is a_ bimetallic 
mechanism, which, being effected by 
the heat of the liquid, makes the 
“Thermosphere” revolve and causes 
successive numbers on the scale to 
appear above the surface. When the 
“Thermosphere” stops revolving, the 
uppermost number’ indicates the 
temperature in degrees fahrenheit. 
The standard “Thermosphere” is 14 
in. in diameter, chromium plated. The 
seale extends from 350 deg. to 400 
deg. F. and is tested for accuracy 
over that range. Primary buying 
officials to be contacted in introduc- 
ing this new product are superin- 
tendent, purchasing agent and chief 
engineer. — Raytheon Mfg. Co., 
Waltham, Mass.—MILL SUPPLIEs, 
November, 1937. 


High Pressure Valve 
A new valve has been developed 
expressly for high pressure and high 
temperature service. The makers 
claim that ‘“Duravalves” with in- 
ternal Stellite seats put an end to 





valve maintenance due to steam leak- 


ing between the valve seat ring and 
the valve body. The accompanying | 
illustration shows how the radically | 


MILL SUPPLIES © NOVEMBER 1937 





SYVTRON 


OFFERS A COMPLETE LINE 





“Labor Saving" 


ELECTRIC 
TOOLS 





ELECTRIC HAMMERS 


For Drilling Concrete 
In Factory Maintenance 





ELECTRIC SAWS 


For Cutting Lumber — 
Brick — Tile — Etc 





ELECTRIC DRILLS 
From ',;” to 1',” Sizes 
Prices From $18.00 Up 


* 
PORTABLE GRINDERS 


4” and 6” Models 
For Rough and Fine Grinding 





SCREW DRIVERS and NUTTERS 


7 Different Models 
For High Speed Production 





PORTABLE DISC SANDERS 


7” and 9” Sizes 
For Fine Wood and Metal Finish 


ALSO 
CONCRETE VIBRATORS 


Internal and External Types 


Write for new Tool Catalogue 


SYNTRON CO.,P.0.Box‘‘D”’ 


HOMER CITY, PA. 











137 





EAGLE MANUFACTURING CO. 
Wellsburg, West Virginia 





new design permits the Stellite seat 
facing to be easily welded in and 
serviced even on small size valves. 
“Duravalves” are made in one basic 
size and then tapped, or bored for 
welding, for 4, %, or 1 in. pipe. The 
builders state that this simplification 
will take care of 90 per cent of the 
small valve requirements on any high 
pressure power plant job, and that 
it cuts repair part stocks and main- 
tenance parts by two-thirds. Primary 
buying officials to be 
introducing this new 


contacted in 
product are 
chief engineer, plant manager and 
agent.—The Hancock 
Valve Division of Manning, Maxwell 
& Moore, Inc., Bridgeport, Conn.— 
MILL SUPPLIES, November, 1937. 


purchasing 


Rock Wool Hose 


A new hose, designed especially for 
conveying rock wool, and other ma- 
terials used for insulating buildings, 
announced. A 
feature of the new 


has recently been 
special 


hose, 





known as Style 3535 Home Insula- 
tion—Rock Wool hose, is a wire re- 
inforeement which prevents the hose 
from kinking or collapsing. The cover 
of the hose is designed to resist abra- 
sion, but will not mar or seratch 
the paint on sides of buildings where 
the hose is being use. Primary buy- 
ing officials to be contacted in intro- 
ducing this new product are purchas- 
ing agent, superintendent and chief 
engineer.—The Goodyear Tire & 
Rubber Co., Akron, Ohio.—MILL 
SUPPLIES, November, 1937. 


Right Angle Drill 


Having a possible working clear- 
ance of only 2% in., a new } and 3 





angle 


right 
electric drill has the smallest work- 
ing clearance of any right angle drill 


in. Capacity 
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portable 








THEY BRING 


PROFITS 


SWACO 


SAFETY CAR MOVERS 









Easy to 
Use. Safe, 
Sturdy and 
Slip Proof. 


The heads of the Car Movers are 
short, compact, and powerful. The 
weight is so distributed that the 
balance is perfect ... always right- 
side up without effort on the 
operator's part. 


The Heavy Duty 


Short Bite 
Easy Start for 
A Long 

Push 





Cars move easier with this heavy 
duty mover which has a Short Bite 
and a Long Roll over the curve of 
the nose. It gives a longer push 
to a car than any known car mover 
on the market. The rocker pin is 
the only moving part. 


SELL SWACO 


SAFETY WRENCH & 
APPLIANCE CO. 


WORCESTER MASS. 
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on the market according to the manu- 
facturers. The drill head on _ this 
new unit measures only 24 in. over- 
all and the angle attachment can be 
turned and clamped into any posi- 
tion, making it possible to drill in 
formerly inaccessible and 
eliminating hours of “take-apart.” 
This drill weighs only 3 pounds and 
is but 94 in. overall. The streamline 
design and compact construction per- 
mit perfect one-hand operation. 
Construction features include triple- 
insulated handwound armature, com- 
mutator built on brass sleeve to elimi- 
nate high bars and floating segments, 
alloy-steel, spiral helical gears and 
radial vent cooling system. Primary 
buying officials to be 
introducing this new 
chief engineer, 
and master 


places 


contacted in 
product are 
purchasing agent 
mechanic.—Independent 
Pneumatic Tool Co., Chicago.—MILL 
SUPPLIES, November, 1957. 


Forged Steel Unions 


Another addition to the family of 
Crane products is a new line of 
hammer lug unions. Actually, these 
unions comprise two distinct 
Forged steel unions 


lines. 


screwed with 





steel 


lugs, and 
screwed unions with two sets of lugs. 
Both of these unions have been de- 
signed for use in piping systems re- 
quiring frequent, or quick, dismart- 
ling, either to save time on the job, 
or for emergency purposes. In either 


one set of forged 


case, a blow with a hammer upon 
the lug will immediately break the 
joint without using a wrench. Ham- 
mer lug unions are especially recom- 
mended for service on hydraulic roll 
balancing systems in mills, 
where it is often necessary to break 
a union connection quickly. The lugs 
add to the convenience in breaking 
a joint in 
there is not 
a wrench. 
to he 


new product 


steel 


cramped where 
sufficient clearance for 
officials 
introducing this 


spaces 
Drees e } 2 

I romary uYytnG 
contacted in 


are purchasing agent, 








They will bring 
Repeat Business and 
Profits 






| BOLTS | 
| wUTS 
' SCREWS 
; ERIVETS 

{ 


Quality, Accuracy, Uniformity, 
Service and Deliveries that give 
your trade Bolt Satisfaction. 


\ GianxBrospor(h 





WELDQOLETS: THREDQ)LETS 


# < 


is i a 
; a a = 
' - - Siw es = | 
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Branch Outlets on this job were made 
without cutting or threading the main pipe 


ENGINEERS, contractors and others responsible for efficient piping installations have long recognized the shortcomings of thread- 
ed piping installations. Bonney WeldOlets and ThredOlets make it possible to install branch pipe lines without cutting, threading 
or fitting of the main pipe. Absolutely leak-proof joints are obtained. The heavy external rib compensates for loss of strength 
in the main pipe when the hole is cut and their wide base reduces bending stresses to @ minimum. Their funnel-shaped outlets 
increase free flow conditions, reduce turbulence and friction, yet they cost no more to buy and less to install then ordinary fittings 
They are equally well adapted to new construction and for all maintenance work 
The many advantages of WeldOlets and ThiedOlets are obvious upon inspection 
opportunity of sending you « sample fitting—without obligation on your part, of course 
Simply sign and attach the coupon below to your letterhead, and we're confident you'll use them on your next piping job 


BONNEY FORGE & TOOL WORKS, Forged Fittings Division, ALLENTOWN, PA. 


Stocked by leading distributors 





To show them to you, we'd like the 


BONNEY sip . 


MAIL THIS COUPON ——> 
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plant superintendent and master 
mechanic.—Crane Co., Chicago.— 
MILL SupPPLiIEs, November, 1937. 


Centrifugal Pump 


A new vertical, close-coupled mo- 
tor driven centrifugal pump for ger 
eral service in deep or shallow well 
has just been announced. This new 








A NAME THAT ASSURES QUALITY 


When you sell CARD TAPS you can assure excel- 
lent quality. Time tested and time proven. CARD’S 
63 years’ experience in making screw cutting tools 
plus their complete manufacturing equipment and 


complete research department back you up. 


S. W. CARD MFG. CO. 
DIVISION OF UNION TWIST DRILL CO. 
MANSFIELD, MASS. 


APS @ 


STORES: New York: 61 Reade St., Chicago: 11 South Clinton St., Detroit 





6540 Antoine St., San Francisco: 
121 Second St., Los Angeles: 168 So. Central Ave., Seattle: 568 First Ave. So. 


MANUFACTURERS MAKE YOUR SELLING 


Easier 












by telling the 
merits of their 


products to your 





best prospects in L 
FACTORY pump was designed to meet the 


recognized need for a small-diameter, 
low-capacity pump with low initial 
and operating costs. Because of com- 
pact construction, only a small space 
is needed for installation, which is 
| an important feature where floor 
space is needed. The pump requires 
a minimum of attention, no lubrica- 
tion being necessary. There are no 
mechanical moving’ parts below 
ground—no gears, belts, pulleys, rod 
springs nor valves to be replaced or 
repaired. Units for shallow well serv- 
ice consist of combined motor, pump 
and base, into the bottom of which 
is screwed a single suction pipe ex- 
tending below the water level. Pumps 
for deep well service are equipped 





FACTORY has more plant 
operating official subscribers 
than any other business paper. 
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with an injector and venturi in one 
or two drop pipes extending from 
the pump down into the well. 
Primary buying officials to be con- 
tacted in introducing this new prod- 
uct are superintendent, purchasing 
agent and chief engineer.—Fair- 
banks, Morse & Co., Chicago.— MILL 
SuPPLIES, November, 1937. 


Knuckle Action Vise 


A knuckle action vise for use in 
connection with drilling, reaming, 
tapping, countersinking, milling, 
assembly and other operations is now 


on the market. The vise is designed 
to permit rapid insertion and with- 
drawal of the work pieces, and quick 
application of the pressure’ with 
minimum effort. Movement of the 
clamping handle is 30 deg., while 


the maximum movement of the 
clamping jaws is about j-in., re- 
garded as sufficient for most jobs. 
The work is always in plain view 
of the operator, and ample chip room 
is provided. The unit illustrated is of 
all around value. The angle bracket 
moves up and down, may be swung 
to any angle, or used merely as a 
chute to direct away the finished 
product. Both jaws move uniformly, 
and keep the work always in the 
same relative position. Primary buy- 
ing officials to be contacted in in- 
troducing this new product are 
superintendent, purchasing agent and 
chief engineer.—Knu-Vise Products 
Co., Detroit—MILL SUPPLIES, Novem- 
ber, 1937. 


Chain Pliers 


A real profitable offspring of win- 
ter tire chain business is the re- 
placement of cross chains. A new 
portable plier that makes tire chain 
repairs right on the spot and handles 
all makes and sizes of tire chains 
has recently been introduced. The 
jaws will open and close the smallest 





SALES OPPORTUNITIES 


In Most of Your Customers’ Plants 





DESMOND DRESSERS AND CUTTERS 


















* 
SIMPLEX 


Steel Slide 


VISES 


Every one of your customers’ grinding 
wheels will grind faster and more ac- 
curately if it is regularly dressed and 
trued with Desmond Dressers and 
Cutters. 


The exclusive 100% solid steel 
slide makes them stronger and 
more serviceable. 


We make the only complete 
line of these tools and 
their national accept- 
ance makes sales 
easier for you. 


The ad- 
vantages of 
this modern vise 
are self evident to 
your customers and you 
will like our upto date sales 
assistance and co-operation. 
Let us send you our new vise 
catalog and full information on our 
distributor co-operation. 








You will find many sales and good repeat orders on Desmond Cressers and 
Cutters and Simplex Vises. These lines are worth investigating to-day. 











THE DESMOND-STEPHAN MFG. CO. 


URBANA, OHIO 















BIGGER PROFIT 
in Shim 





BAMINATeD SHIM CO 


HIM STOS 


Every repair shop, tool-room, service and maintenance department, uses shim stock 
daily. You can get—from one supply source—a complete line of shim stock to meet 
all ordinary requirements; with the special features that have built up sales on shim 
stock to a profitable demand! For example, this ROLLED SHIM STOCK in handy 
cartons ... Thin brass or steel in precision thicknesses of .001"’ to .015’". Saves time, 
trouble, and prevents waste—and gives you a larger unit of sole. 


TAMINUM brass sHiM STOCK 


The acceptance built up for Laminum shims as standard equipment on production 
machines everywhere, makes Laminum shim stock a sure, active, big-profit seller. 
Simply P-E-E-L-S for precision adjustment... right at the job! No filing or machining. 
Choice of .002” or .003"’ laminations. Sold in 6 x 36” sheets or 2'’x 9” strips 


ARBOR SPACERS—PACKAGED 


Convenience itself! No spacers to mislay or waste. All handily packed 10 to an 
envelope in thicknesses .00!" to .020"’. Or assorted thicknesses in envelopes of 20 








METAL DISPENSING RACK 
FREE with assortments of 
5 shim stock cartons (your 
LAMINATED SHIM COMPANY, INC. choice) and 3 oxsortments 
x minum shim 

21-40 44th AVENUE ° LONG ISLAND CITY, N.Y. stockstrips. 


928 
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COLLIS 


... TOOLS OF 
QUALITY 
ACCURACY 
DEPENDABILITY 








SLEEVES—SOCKETS 
STANDARD TYPE 
and 
USE-EM-UP-TYPE 





DRILL CHUCK ARBORS 
for 
ALL MAKES OF CHUCKS 


*% Distributors who make Collis their 
source of supply will profit thereby. 
We are prepared to handle all regular 
and special requirements. 


THE COLLIS COMPANY 
CLINTON, IOWA 











Sherman Pressure 
Relief Valves are 
sold at the low- 
est price of any 
safety device of- 


fering the same 
measure of pro- 
tection. 





SHERMAN 
RELIEF VALVES 


COMPLETE SAFETY 


@ This relief valve sets a new stand- 
ard—it offers maximum safety at a 
minimum cost. The spring type of 
design, with fewest possible parts, 
combines great simplicity with de- 
pendable action. Remember—these 
valves are built for safety, not for 
price. They will not fail in emer- 
gency. Yet they will easily compete 
in price with any valves offeing the 
same protection. 
@ Descriptive circulars and 


further details will gladly be 
sent on request. 


Sold thru Jobbers. 


H.B. SHERMAN MFG. CO. 


BATTLE CREEK MICHIGAN 
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and largest cross chain connecting 


links. Measuring about 23 feet from 
head to handle, this chain plier com- 
bines easy leverage with durability. 
A single pound pressure on the long 
sturdy handles is equal to 40 Ib. 
in the tool head. These tool heads 





are made of nickel molybdenum steel, 
drop-forged and heat-treated. A small 
rest on the head brings the tool to a 
proper height for opening and closing 
cross chains, anda “stop” or offset on 


the handle 
during 
old 


prevents bruised hands 
repair work. To remove the 
cross chain with the Weed 711 
chain plier, chains are spread out 
the floor ground. The closed 
link is picked up by spreader points, 
then by closing the handles the link 
is easily forced open, and removed. 
Putting the new cross chain between 
the notched jaws all that neces- 
sary is a squeeze which brings the 
notched jaws together and closes the 
link. Primary buying officials to be 
contacted in 


on or 


is 


introducing this prod- 
manger, purchasing 
agent and maintenance superintend- 
American Chain Co., Bridge- 
port, Conn.—MILL SUPPLIES, Novem- 
ber, 1937. 


uct are plant 


ent.— 


Refinery Gauge 


A stainless steel bourdon tube and 
a new method of zero adjustment are 
the features of a pressure gauge es- 
pecially designed for refinery service 
recently introduced. 

For 
drawn 
the 
100 


100 


below 
steel bourdon 
but for 
the 


pressures lbs. a 
in 
above 
incor- 


tube is used 
pressures 
gauge 


gauge, 


lbs. refinery 





lathe-turned tube. This 
bourdon tube is rough-bored, rebored 
and reamed to an accuracy of .0005 
in., and a special method of sealing 
has been developed which makes it 
equal to the rigorous service that such 
a gauge encounters in By 
employing lathe threads and a special 
socket and joint has been 
developed, to the manu- 


porates a 


service. 


cone, a 
according 
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ORDERS 
every day! 


@ Some plant in your territory is putting 

through a purchase order for cap screws, set 

screws, coupling bolts, or studs, every day. 
ies, » 


/ t in 5 5 Vo 
Why not turn this tlow business fT you 


house? 
The OTTEMILLER line of milled screw ma 
hine parts is complete for practically all pur 


ses, and it provides such dependable qua 
that many plants have standardized on 
this one source. 

Distributors profit by the steady repeat bus 
ness Ottemiller's products. Ottemiller's 
Jistributor service is of the best. 







The Wm. H. 


OTTEMILLER co. 


YORK, PA. 


We also manufacture Dardelet Thread Screws 








Gardiner 


| Flux- 
| Filled 
Solder 


sells easier . . . builds repeat busi- 
ness . . . because of dependable 
excellence, extensive advertising, 
and attractive price. The name 
"Gardiner" means better results 
and lower costs to industrial plants 
and mechanics everywhere. 

Made in both acid and rosin-core 
and in various alloys and gauges. 
Sell Gardiner Solder and watch 
volume and profits increase. 


We can supply special requirements .. . 
as well as babbitts, casting metals, solid 


wire, bar solders and Monarch Ball 
Metal. Write for prices and complete 
information. 








(2 2. 
. ‘ & 
C irdin a 
C ‘7 


<= 
<8 corey, . 
4833 S. Campbell Ave., Chicago, Ill. 














facturer, that will hold tight up to 


@) ) the melting point of the steel and 
/ iL a A A'S withstand pressures far beyond the 


operating pressures of any given 


s4\.uc GRINDERS | fia 
BEARING In the movement, stainless steel 


and monel metal are used through- 
out. The segment and pinion gear 

SOLD are stainless steel and all other parts 

are non-corrosive. The zero adjust- 

EXCLUSIVELY ment, known as the “Recalibrator,” 
was developed, according to the man- 

thru JOBBERS ufacturer, to correct an_ inherent 










BRISTO 
SET & CAP 
SCREWS 





fault of former methods of  read- 
justing gauges. Primary buying offi- | 
cials to be contacted in introducing | 
this product are chief engineer, plant | 
nanager and purchasing agent. 

James P. Marsh Corp., Chicago, Il. 

MILL Suppiies, November, 1937. | 


@ The multiple spline, 
Engineering’s most effi- 
cient principle of power 








10-Inch $8400 


transmission, is used in 


Cc TOOL 
UTTING TOO all Bristo Socket Cap 





* Liberal Discount to Jobbers. A new, cobalt-chromium-tungsten d 

* Complete Line—6” to 10”. alloy for metal cutting tools has just and Set Screws. 

* Bench and Pedestal types. been placed on the market. These The Bristol Company 

* Built for Heavy Duty. cutting tools are marketed in a vari- Mill ‘ waa 

* Fully Guaranteed. ill Supplies Division 
Waterbur 

BALDOR ELECTRIC CO. : bury, Conn 

(Electrical Mfrs. for 17 Years) i | 
4364 Duncan Ave. ST. LOUIS, MO. 





BRISTO 


TRADE MARK REG. U. BS. PAT. OFF. 


CAP AND, SET SCREWS 





BALDOR GRINDERS 





DRAWS TRADE 
MAKES FRIENDS 


Write Chicago Eye Shield Company, 
2329 Warren Boulevard, Chicago, for 


DETAILS and DISCOUNTS 


on easy to wear — easy to breathe 

: through and — easy to sell — 

Investigate Victor's complete | 

line...a belt for every pur- CESCO No, 90 

pose...including those for ety of sizes of solid square and rec- | Healthguard Respirator 

the most special transmis- tangular tool bits, welded tip tools, | 

sion, conveying ond eleva- milling cutter blades, and_ special | 

ting requirements. small tools to suit requirements. It| Every day more and more jobbers are 
Victor offers you the finest is said to be suitable and economical | depending on CESCO for customer 

belts that modern equipment for roughing and finishing cast and satisfying, fast-selling and profit-mak- 

end fine workmanship pan forged steels; nitrided, stainless, and ing Safety Equipment. 

produce...plus the benefits other | alloy steels; and other malle- 
f A , lici able iron. The best performance of | CESCO 

CF SEP Save Ses pe oe these metal cutting tools is obtained 

and guarantee of Victor's at increased speeds and on_ jobs No. 90 

reputation for fair dealing. where tool life is a prime factor in Healthguard 


2 V. + the maintenance of constant produc- a 
Waite for inted Matter tion. Operating conditions recom- Respirator 


mended for the use of these cutting 


for a BIGGER 


and mote 


PROFITABLE 


belting business 








Approved by U. S. Bureau of Mines 



















tools are much the same as _ those | 
BALATA'’ & TEXTILE recommended for all high-production \ 
cutting alloys. Primary buying of- 
BELTING COMPANY a i ee ee hr . 
ficials to be contacted in introducing | Combines: 
ty Park Place adsense this product are plant manager, pur- Safety 
345 West Hubbard Street Chicago chasing agent and chief engineer. 
FACTORY: Easton, Pennsylvania Haynes Stellite Co., New York City. Comfort 
Miut SuppLies, November, 1957. Low Cost 
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1905 (Strand 1937 


FLEXIBLE SHAFT 
MACHINES 


High Quality Only 


This New 
Type MY4 
Machine 
Designed 
for the 
Tool and 
Die Maker 
Universal 
Swivel 
Mounting 
V4 H.P. 
Capacity 
for 
Bench 
Work 
One of 
the Many 
Types 
We Build. 


N. A. STRAND & CO. 


5001-5009 No. Wolcott Ave. 
Formerly Lincoln Street 


CHICAGO 


















BRASS 

BRONZE 
EVERDUR 
MONEL 
COPPER 


STAINLESS 
STEEL 


BOLTS © NUTS « SCREWS 


requirements 
satisfactorily, 
bly with this 
complete line. - - - — 
is your logical eo 
supply on ALL 

FERROUS \TEMS. 


Fill users’ 
promptly, 
and profita 


Write for complete catalog. 


a 


The H. M. HARPER CO. 
2622 Fletcher St. Chicago, Ill. 
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Trade 
Literature 








HIGH TENSILE STEEL—‘Armeo H. 
T. 50” is the title of a folder re- 
cently published in which the prop- 
erties of the company’s high tensile 
steel are described. A chart show- 
ing comparison of physical proper- 
ties between Armco H.T. 50 and 
mild steel is a feature of the pam- 


phlet—The Americun Rolling Mill 
Co., Middletown, 0. 

PIPE UNIONS—Complete data on 
Dart pipe unions and fittings are 


given in the new catalog just pub- 


lished. Full information on_ types, 
sizes, and prices is included with 
color illustrations showing the full- 


bearing, true ball-joint construction. 
In addition to tables giving dimen- 


sions, the catalog describes the pre- 


cision operations, materials, and | 
methods of inspection used in the 
manufacture of Dart unions.—E. M. 





Dart Mfg. Co., Providence, R. I. 


LIQUID LEVEL CONTROLLERS— 


A new 16-page, two-color bulletin has 
just been made available on liquid 
level controllers of the Cochrane Corp., 
listed as Bulletin 
trates and describes Cochrane liquid 
level controllers for services in the 
power and process fields, controlling 
levels and regulating flow of liquids 
to or from surge tanks, storage 
tanks, stills, receivers, absorber tow- 
heaters, condensers and evap- 
orator units. A number of models 
and combination arrangements suit- 
able for the varied requirements en- 
countered are described, with tables 
of dimensions, weights and list prices. 
—Cochrane Corp., Philadelphia, Pa. 


ers, 


FIRE PREVENTION—A new book- 
let, “Preventing Welding and Cut- 
ting Fires,” just published, should be 


| useful to all those interested in weld- 


ing and cutting operations. The 
booklet is an important part of the 
nation-wide program to promote safe 


| practices among the users of indus- 


trial equipment. It includes safe and 
sure rules to follow for preventing 
the possibility of welding or cutting 
fires, as well as other pertinent in- 
formation.—The Linde Air Products 


| Company, New York City. 


ROTARY DISPLACEMENT ME- 
TERS—In a new bulletin a descrip- 
tion of the general operating prin- 
ciples of the meters is given, with 
a listing of meters for smaller vol- 
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No. 2675, it illus- | 





| wwvwvvwvvovovwvovyv 





Write for your copy! 


DARNELL 
Caster & Wheel 


MANUAL 


A complete 192 
Page manual that solves your customer's 


Not a mere catalog. 


caster and wheel problems, and points 
the way to greater profits for you. 
Profusely illustrated with descriptive 


diagrams! 


Darnell Corporation, Ltd. 
P. O. Box 4027-M, Station B 


Long Beach, California 


24 E. 22nd St. 36 N. Clinton 
NEW YORK, N. Y. CHICAGO, ILL. 


ett tll 








Go right down the line with 


THE FAMOUS “ATLAS” 


MANUAL FREIGHT CAR MOVERS 


No matter how difficult the situa- 
tion, an "ATLAS" with its superior 
power and speed, will move a car 
further with less effort. 


Your distributor will be glad to 
furnish them. 


Manufactured only by 


APPLETON-ATLAS CAR 
MOVER CORPORATION 


2947 No. 30th St., Milwaukee, Wis. 


(Formerly—Appleton Car Mover Company, 


Appleton, Wis.) 





in 
mi 
ony USaprace 1° Tand amo WE WILL MOVE rag nary 


Trade Mark registered U. S. Patent Office 




















-UMI 








MR. DISTRIBUTOR: 
Put this up to YOUR 


Customer— 










“MARVEL” 
Ball Bearing 
Portable 


ELECTRIC BLOWER 


@ Keep your ELECTRIC MOTORS and WOOD- 
WORKING and OTHER MACHINERY free from 
dust, dirt, chips and sawdust, greatly reducing your 
motor troubles, wear and tear, and also the ever- 
present FIRE HAZARD. 


Order one on 10 DAYS' TRIAL, and test It In 
your own plant. Give VOLTAGE of your Lighting 
Circuit. 


Write for Catalog on our 
Exhaust Blowers and Ventilat- 
ing Fans. 

Model No. 2, $40.00 
(Reduced from $45.00) 






We also make a 
farger size. Model 
No. 3, for $55.00, 
reduced from 
$60.00. Vacuum 
Cleaner Attach- 
ments, $10.00 ad- 
ditional. in daily 
use in more than 
8.000 industrial 
plants. 


ELECTRIC BLOWER COMPANY 


352 ATLANTIC AVENUE BOSTON 9, MASS., U:S. A. 


Ball Bearing 


LOOSE PULLEYS 


- «+ + « MAKE MONEY ON 
INCREASED PLANT ACTIVITIES 


@ Plants are constantly modernizing 
because of increased activity. Distribu- 
tors can cash in on this activity by 
offering money-saving Daggett Pulleys 
to the plant managers who realize that 
plant shutdowns are costly. 

Daggett engineers are at your service to 
give you the benefit of their long ex- 
perience and show you why it is profit- 
able to sell these Pulleys. Write! 


* 


CHICAGO PULLEY G&G 


SHAFTING CO. 


21 N. Des Plaines St. Lol, hier \elomun | & 












| Designated 





| book, in 
opments of plastics, plastic materials, 
| and improved machinery and equip 


umes. Proof curves, illustrations of 
advanced meter design, and views 
of installations of meters in many 
different kinds of service are shown 
in this bulletin. In addition to the 
standard low pressure meters for 
line pressure ranging up to 25-lb., 
there are listed the high pressure 
type for maximum pressure of 125- 
lb. A special construction for pres- 


sure of 300-lb. is also illustrated. 
Other illustrations in the bulletin 
show meters on industrial and com- 
mercial consumer installations.— 


Roots-Connersville Blower 


Ind. 


Corp., 
Connersville, 


MERCURY SWITCHES—A _ 12-page 
bulletin describing a complete line 
of mercury switches has been issued. 
as catalog 603, the new 
publication features full-size illustra- 
tions of the twelve common types of 
mercury-to-mercury and mercury-to- 
metal switches. A table shows the 
capacity and electrical specifications 
of each type and a four-page section 
is devoted to desirable applications of 
mercury switches. It illustrates a 
number of equipped units which are 
said to give outstanding service re- 
sults, showing the method of mount- 
ing and tilting employed. The text 
includes numerous suggestions for 
efficient use of mercury switches, as 
well as a discussion of the factors 
influencing the choice of the various 
types.—General Electric Vapor Lamp 


Co., Hoboken, N. J. 





SPOT AND BUTT WELDING— 
Catalog 38W entitled “Electric Spot 
and Butt Welding Machine” has re- 


| cently been issued and _= contains 
| sketches and drawings of various 
| types of spot and butt’ welding. 


| Numerous illustrations, specifications 


and descriptions emphasize the im- 


portant features of the many types 
of spot and butt welders as well as 
and special welders, 


wire portable 


| high frequency, brazing and soldering 


| machines, spot welding timers and 
miscellaneous welding accessories. 
' The catalog contains 100 pages and 
has over 1,250 different illustrations 
on various welding problems.—Fisler 
Engineering Co., Newark, N. J. 
LIFTING JACKS—A_ colorful and 


well illustrated new catalog describ- 
ing this company’s complete line of 
lifting jacks for mine, railroad and 
industrial use has just been published. 
Copies of this handy and informative 
catalog are available by writing the 
manufacturer. Duff-Norton Mfg. 
Co., Pittsburgh. 


MODERN PLASTICS MAGAZINE— 
The October issue of Modern Plastics 


| magazine appears as a 350-page year- 


which all the recent devel- 
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Consistent 
Profits! For 
Columbian 
Distributors 


APPLACTAGLE TOOL STE 
Se SAW FACES 





Om, 


oo 
VEL a Mrs ce 
Curve 


Columbian Machinists’ Vises are 
sold under a policy that helps dis- 
tributors make consistent profits. 


Established Resale Prices and 
complete distributor protection 
guaranteed by Columbian’s written 
Sales Policy makes this line attrac- 
tive and profitable to distributors. 


The Columbian Vise & Mfg. Co. 
9019 Bessemer Avenue 
Cleveland, Ohio 








Sgt 


MIDGET- FLAME 
TORCH 


For Copper Tubing Work 


ah 
| C8 


Tt 





PINT SIZE 
For Close 
Quarters 


No. 99 


The small pointed flame is ideal 
for sweating fittings on the smaller 
sizes of copper tubing. The curved 
internal fuel feed pipe and heavy 
wicking allow this torch to burn in 
any position. 


CLAYTON & LAMBERT 
MFG. CO. 


DETROIT MICHIGAN 
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WIREGRIP comes on processed cards that 
prevent waste—every hook can be used. Pro- 
tects fingers. Applied with WIREGRIP Lacer 
or any other standard lacing 
machine. (Pat. app. for.) 





BELT 
LACING 


STEELGRIP is a stronger lacing 

for all power and conveyor belts. 

Clinches smoothly into belt, compresses ends, 
prevents fraying. 2-piece hinged rocker pins. 
8 sizes. In boxes or long lengths. 


WRITE FOR CIRCULAR 


ARMSTRONG BRAY & CO. 


"The Belt Lacing People’ 
310 N. Loomis St. Chicago, U. S. A. 





Changes “Good Bye’ into 
“It's a Good Buy” 


SALES CLINCHER 


Startle your prospect. Say: Mister, at last 
ENGINES CAN BE TIMED AND SET WITH- 
OUT DISTURBANCE OF ANY UNIT! Use 


L-R FLEXIBLE 
CouPLinc WQ 


L-R FLEXIBLE COUPLING 


Successful mill oper- 


TYPE"WQ” ators will want to see 
amelie t this new type coup- 
| f } } ling. They'll like its 

r . J pew =e a simplicity and low 

{ = cost. Sales are cer- 
ae 

IT aia , ‘2 IE tain. Let's cooperate 

|_o ll |g 6 |. PURCHASE 

|__| PRESSURE 
eee — ae j PLUS 

SET 


5 
Lil L { | ene 
‘Vf tif Soerenae Type WQ has all 
t ; Ls *y 413 ““" other features of the 
Operating Assembly L-R line of Flexible 
ee WZ Couplings. Then stress 
this new development. 
Your trade will agree 
you have something 
Write for Distribu- 
tors’ Profit - Making 
Plan. 


LOVEJOY 


FLEXIBLE COUPLING CO. 


4955 West Lake St., Chicago, Ill. 


fF 
t 


Assembiy for Radial Removal 
of Connected Shafts 
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ment for handling them have been 
assembled in one complete volume. 
This yearbook consists of 52 illus- 
trated articles written by authorities 


covering all phases of the field. In- | 
properties chart giving | 


cluded is a 
graphic comparison of the physical 
properties of all types of plastic ma- 
terials; and a complete trade direc- 
tory, covering: machinery, equipment 
and supplies; custom molders, fabri- 
cators and designers; molder’s mark- 
ings; chemicals and raw materials; 
trade names of all plastic materials 
in the United States, classified under 
their chemical make-up, and a wealth 
of other information relating to the 


plastic trades.—Modern Plastic Maga- | 


zine, 425 Fourth Ave., New York City. 


STAINLESS STEEL—A new tech- 
nical publication entitled “The Work- 
ing of Silcrome Stainless Steel,” giv- 


ing detailed instructions on methods | 


of fabricating stainless steel with in- 
formation to the grades of tool 
steel best suited to each 
has just been published. 
tual data book has prepared 
for the use of engineers, designers 
and other technical men interested in 
practical working methods, to guide 
them in using stainless steel to the 
best advantage. It contains practical 
advice on all the usual metal working 
operations, such as sawing, drilling, 
milling, threading, tapping, hot up- 
setting, forging, shearing, 
punching, spinning, 


as 
operation 
This fac- 


been 


drawing, 
brazing, solder- 
ing, welding and other metal opera- 
tions. In addition, this manual con- 
tains information on the proper selec- 


tion and heat treatment of the tool 
steels for the various operations. 

Ludlum Steel C'o., Watervlie f. N. wa 
PRODUCTION CONTROL INSTRU- 


MENT—A new booklet describing 
three new models of production con- 
trol instruments has just been pub- 
lished, giving 
on their use and operation. It is 
claimed by the manufacturer to be 
the only instrument that keeps a run- 


complete information 


ning record of time and a_ count 
of pieces on the job, printing this 
information on a chart that is read 
like a typewritten report.—The 


National Co., Cleveland. 


Acme 


PIPE 


neers, 


REPAIR HANDBOOK—Engi- 
superintendents and = main- 
tenance men responsible for pipe line 
maintenance will be interested in the 


new “Pipe Repair Handbook” just 
published. It discusses all the vari- 
| ous kinds of leaks in pipe lines— 
holes splits, pitted or corroded sec- 
tions; and joints of various kinds. 
such as threaded joints, bell and 


spigot joints, welded joints, and col- 
lars, disclosing how repairs may be 
made without service interruption 
—M. B. Skinner Co., South Bend, Ind. 
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ECONOMY 


HOLLOW SET 


SCREWS 


re Economy G 


Safery Set Screws 


B 








MADE OF ALLOY STEEL 


There's an old adage about fine Goods 


coming in small packages. The box 
above is only 3”x3”x3” but what a 
wallop it carries in STRENGTH & 


HOLDING POWER with its 100 ECON- 
OMY HOLLOW SET SCREWS made of 
alloy steel "The Economy Way." 


Try them on your next job! 


ECONOMY MACHINE PRODUCTS CO. 


5217 LAWRENCE AVE., CHICAGO 














DE-STA-CO Arbor Spacers for 
milling machine arbors—in the new 
cellophane package—bring added 
profits to the Dealer. 


Complete stock takes but little space, 
and requires only a small outlay... 
Properly displayed these spacers sell 
themselves . . . Customers who come 
in for other items buy them. . . Sales 
are increased ... Dealer profit is gen- 
erous—full dealer co-operation. 


Standard packages contain 25 spacers 
of assorted thicknesses, retailing at $1. 





Write now for dealer’s proposition. 


| DETROIT STAMPING CO. 


e ESTABLISHED gts . 


3439 W.FORT ST. DETROIT, MICH. 














The 
Lonergan 


Line 


Dependable as Time! 


For 65 years the Lonergan 
name has been identified 
with the successful manu- 
facture of power plant 
specialties—dependability 
throughout the years. 

Today there are highly 
profitable possibilities 
with the LONERGAN LINE 
anywhere in the Nation. 
You are wise in rec- 
ommending Loner- 
gan Pop Safety and 
Relief Valves, 
Gauges and other 
Specialties, for they 
have withstood the 
test of time. 












Write for Catalog, 
prices and complete 
information 
Model ““BOE”’ SPECIALTIES for 
Steam, Air and 3 POWER PLANTS 


Pressure Gauges 


Standard Since 1872 


J. E. LONERGAN CO. 


213 RACE ST 





PHILADELPHIA, PA 


WITH GENUINE 


JACKSON belt fasteners 


etudustrial plants using Jackson 
elt Fasteners have the assurance of 
safety——protection against ace idents 
and delays. for Jackson Belt) Fast 
eners positively will not pull loose 
Users the world over will testify 
that these fasteners deliver perma 
nent trouble-proof performance even 
under the most conditions. 

eJiistributers eapitalize on Jackson 
quality, for Jackson Belt Fasteners 


severe 


create satisfied customers whose 
business is handled at) satisfactory 
profit 


other in 
sent on 


literature. and 
will gladly be 


* Samples, 
formation 
request 


ISAAC JACKSON BELT FASTENER CO. 


18 VESEY ST., NEW YORK 
BEWARE OF IMITATIONS 








| Publishing 





| Caption 
amended by the Act of 


| thereunder the 




















LIGHTWEIGHT PIPE — One of the 
most interesting catalogs recently 
published contains numerous photo- 


graphs of the various types and sizes 
of light-weight pipe. The booklet 
features the company’s lock-seam, 
spiral-weld pipe, with many charts 
and data on its construction and 
specifications. The 40-page loose-leaf 
‘atalog combines selling appeal with 
excellent illustrations.—Naylor 
Co., Chicago. 


Pipe 





METAL SPECIALTIES 
dexed for easy reference, 
30-page, two-color catalog contains 
attractive illustrations, descriptions 
and prices on toggle bolts, expansion 
anchors, all types of metal clamps, 
pipe hooks, straps, hangers and hooks. 
—The Paine Co., Chicago. 
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‘ELECTRIC HOISTS 
CRANES f ( 
CHAIN HOISTS | 
TROLLEYS » WINCHES 


Write for our new "Bulletin 6161." It's 
full of hoist and crane information and 
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THIS CUSTOMER 


Sere es 


A DEMING 
DEEP WELL 
TURBINE PUMP? 


Who wouldn't be happy to save 
up to 75% on water costs? That's 
what happens when you sell a 
Deming Deep Well Turbine Pump 
to a customer formerly paying 
high water rates. That’s why these 
pumps are easy to sell. 

Deming Deep Well Turbine 
Pumps are water lubricated. No 
oil or grease to contaminate the 
well. Get the complete facts about 
these fast-selling pumps. ...Write 
today for FREE Catalog. 


THE DEMING COMPANY 
SALEM -« OH 


INDUSTRY NEEDS 


DEMING 
PUMPS 
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FLEXIBLE SHAFT 
MACHINES 


High Quality Only 





t 


This New 
Type MY4 
Machine 
Designed 
for the 
Tool and 
Die Maker 
Universal 
Swivel 
Mounting 
V4 H.P. 
Capacity 
for 
Bench 
Work 
One of 
the Many 
Types 
We Build. 


N. A. STRAND & CO. 


5001-5009 No. Wolcott Ave. 


Formerly Lincoln Street 


CHICAGO 

















BRASS 
BRONZE 


MONEL 


Fill users’ 
promptly, 

and profit 
complete line. . 
is your logical so 


upply on 
FERROUS \TEMS. 





The H. M. HARPER CO. 
Chicago, Ill. 


2622 Fletcher St. 
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EVERDUR 


COPPER 


STAINLESS 
STEEL 


BOLTS » NUTS - SCREWS 


requirements 
satisfactorily, 
ably with this 
_. Harper 


urce of 


Write for complete © 





NON- 


atalog- 


ROTARY 








Trade 
Literature 








HIGH TENSILE STEEL—“Armco H. 
T. 50” is the title of a folder re- 
cently published in which the prop- 
erties of the company’s high tensile 
steel are described. A chart show- 
ing comparison of physical proper- 
ties between Armco H.T. 50 and 
mild steel is a feature of the pam- 
phlet.—The American Rolling Mill 
Co., Middletown, O. 


PIPE UNIONS—Complete data on 
Dart pipe unions and fittings are 
given in the new catalog just pub- 
lished. Full information on _ types, 
sizes, and prices is included with 


color illustrations showing the full- | 


bearing, true ball-joint construction. | 


In addition to tables giving dimen- 
sions, the catalog describes the pre- 
cision operations, materials, and 
methods of inspection used in the 
manufacture of Dart unions.—E. M. 
Dart Mfg. Co., Providence, R. I. 


| LIQUID LEVEL CONTROLLERS— 
| A new 16-page, two-color bulletin has 
| just been made available on liquid 


level controllers of the Cochrane Corp., 
listed as Bulletin No. 2675, it illus- 
trates and describes Cochrane liquid 
level controllers for services in the 
power and process fields, controlling 
levels and regulating flow of liquids 
to or from surge tanks, storage 
tanks, stills, receivers, absorber tow- 
ers, heaters, condensers and evap- 
orator units. A number of models 


and combination arrangements suit- | 


, able for the varied requirements en- 


countered are described, with tables 
of dimensions, weights and list prices. 
—Cochrane Corp., Philadelphia, Pa. 


FIRE PREVENTION—A new book- 


let, “Preventing Welding and Cut- | 


ting Fires,” just published, should be 
useful to all those interested in weld- 
ing and cutting operations. The 
booklet is an important part of the 
nation-wide program to promote safe 
practices among the users of indus- 
trial equipment. It includes safe and 
sure rules to follow for preventing 
the possibility of welding or cutting 
fires, as well as other pertinent in- 
formation.—The Linde Air Products 


| Company, New York City. 


DISPLACEMENT ME- 
TERS—In a new bulletin a descrip- 
tion of the general operating prin- 
ciples of the meters is given, with 
a listing of meters for smaller vol- 
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Write for your copy! 


DARNELL 
Caster & Wheel 


MANUAL 


Not a mere catalog. A complete 192 
page manual that solves your customer's 
caster and wheel problems, and points 
the way to greater profits for you. 
Profusely illustrated with descriptive 
diagrams! 


Darnell Corporation, Ltd. 


P. O. Box 4027-M, Station B 
Long Beach, California 


24 E. 22nd St. 36 N. Clinton 
NEW YORK, N. Y. CHICAGO, ILL. 
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Go right down the line with 


THE FAMOUS “ATLAS” 
MANUAL FREIGHT CAR MOVERS 


No matter how difficult the situa- 
tion, an "ATLAS" with its superior 
power and speed, will move a car 
further with less effort. 


Your distributor will be glad to 
furnish them. 


Manufactured only by 


APPLETON-ATLAS CAR 
MOVER CORPORATION 


2947 No. 30th St., Milwaukee, Wis. 
(Formerly—Appleton Car Mover Company, 


Appleton, Wis.) 





Ce 
mw 
Se Us apract 10 STAND AROWE WML MOVE THE cag, 


Trade Mark registered U. 8, Patent Office 




















MR. DISTRIBUTOR: 
Put this up to YOUR 


Customer— 







“MARVEL” 
Ball Bearing 
Portable 
ELECTRIC BLOWER 


@ Keep your ELECTRIC MOTORS and WOOD. 
WORKIN and OTHER MACHINERY free from 
dust, dirt, chips and sawdust, greatly reducing your 
motor troubles, wear and tear, and also the ever- 
present FIRE HAZARD. 


Order one on 10 DAYS' TRIAL, and test It In 
>a own plant. Give VOLTAGE of your Lighting 
ircuit. 


Write for Catalog on our 
Exhaust Blowers and Ventilat- 
ing Fans. 

Model No. 2, $40.00 
(Reduced from $45.00) 





also make a 
Model 


. Vacuum 
leaner Attach- 


plants. 


ELECTRIC BLOWER COMPANY 


352 ATLANTIC AVENUE BOSTON 9, MASS., U: S. A. 


WA? 
“A 


aN 


LOOSE PULLEYS 


Ball Bearing 


- « « »« MAKE MONEY ON 
INCREASED PLANT ACTIVITIES 


@ Plants are constantly modernizing 
because of increased activity. Distribu- 
tors can cash in on this activity by 
offering money-saving Daggett Pulleys 
to the plant managers who realize that 
plant shutdowns are costly. 

Daggett engineers are at your service to 
give you the benefit of their long ex- 
perience and show you why it is profit- 
able to sell these Pulleys. Write! 


* 


CHICAGO PULLEY & 


SHAFTING CO. 


21 N. Des Plaines St CHICAGO, ILL. 









| different kinds of 


umes. 
advanced 


of 


Proof curves, illustrations of 
meter design, and views 
installations of meters in many 
service are shown 
In addition to the 
pressure mevccer Lor 


to 25-lb., 


this bulletin. 
low 

pressure ranging 
listed the pressure 
for maximum of 125- 
A special construction for pres 
300-lb. is illustrated 
illustrations the bulletin 
industrial and 


in 
standard 
line 
there 
type 
lb. 
sure of 
Other 
show 


up 
are high 


pressure 


also 
in 


meters on com- 


mercial consumer installations 


Roots-Connersaville RBlowe) Corp., 
Connersville, Ind 
MERCURY SWITCHES—A _ 12-page 


bulletin describing a complete line 
of mercury switches has been issued. 
Designated as catalog 603, the new 
publication features full-size illustra- 
tions of the twelve common types of 
mercury-to-mereury and mercury-to- 
metal switches. A table shows the 
capacity and electrical specifications 
of each type and a four-page section 
is devoted to desirable applications of 
mercury switches. It illustrates a 
number of equipped units which are 
said to give outstanding service re- 
sults, showing the method of mount- 


| ing and tilting employed. The text 


| includes 





numerous suggestions for 
efficient use of mercury switches, as 
well as a discussion of the factors 
influencing the choice of the various 
types.—General Electric Vapor Lamp 
Co., Hoboken, N. J. 

’ 
SPOT AND BUTT WELDING— 
Catalog 38W entitled “Electric Spot 
and Butt Welding Machine” has re- 


| cently been issued and_ contains 
sketches and drawings of various 
types of spot and butt welding. 


Numerous illustrations, specifications 
and descriptions emphasize the im- 
portant features of the many types 
of spot and butt welders as well as 
wire portable and special welders, 
high frequency, brazing and soldering 


machines, spot welding timers and 
miscellaneous welding accessories. 
| The catalog contains 100 pages and 
has over 1,250 different illustrations 
on various welding problems.—FEisler 
Engineering Co., Newark, N. J. 
LIFTING JACKS—A colorful and 


well illustrated new catalog describ- 
ing this company’s complete line of 
lifting jacks for mine, railroad and 
industrial use has just been published. 
Copies of this handy and informative 
catalog are available by writing the 
manufacturer. Duff-Norton Mfg. 
Co., Pittsburgh. 


MODERN PLASTICS MAGAZINE— 
The October issue of Modern Plastics 


| magazine appears as a 350-page year- 


book, in which all the recent devel- 


| opments of plastics, plastic materials, 
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Consistent 
Profits! For 
Columbian 
Distributors 











Vises are 


Columbian Machinists’ 
sold under a policy that helps dis- 
tributors make consistent profits. 


Established Resale Prices and 
complete distributor protection 
guaranteed by Columbian’s written 
Sales Policy makes this line attrac- 
tive and profitable to distributors. 


The Columbian Vise & Mfg. Co. 
9019 Bessemer Avenue 
Cleveland, Ohio 
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MIDGET- FLAME | 
TORCH 


For Copper Tubing Work 








PINT SIZE 
For Close 
Quarters 


No. 99 


The small pointed flame is ideal 
for sweating fittings on the smaller 
sizes of copper tubing. The curved 
internal fuel feed pipe and heavy 
wicking allow this torch to burn in 
any position. 


CLAYTON & LAMBERT 
MFG. CO. 


DETROIT MICHIGAN 


145 














WIREGRIP comes on processed cards that 
prevent waste—every hook can be used. Pro- 
tects fingers. Applied with WIREGRIP Lacer 
or any other standard lacing 
machine. (Pat. app. for.) 







BELT 
LACING 


STEELGRIP is a stronger lacing 
for all power and conveyor belts. 
Clinches smoothly into belt, compresses ends, 
prevents fraying. 2-piece hinged rocker pins. 
8 sizes. In boxes or long lengths. 


WRITE FOR CIRCULAR 


ARMSTRONG BRAY & CO. 


"The Belt Lacing People” 
310 N. Loomis St. Chicago, U. S. A. 





Changes “Good Bye into 
“It's a Good Buy” 


SALES CLINCHER 


Startle your prospect. Say: Mister, at last 
ENGINES CAN BE TIMED AND SET WITH- 
OUT DISTURBANCE OF ANY UNIT! Use 


L-R FLEXIBLE 
CouPLinc WQ 


L-R FLEXIBLE COUPLING 
TYPE*WQ’ 


Successful mill oper- 
ators will want to see 
this new type coup- 
ling. They'll like its 
simplicity and low 


F-IN 
Se ook Se el 
( Hi! Ly p J = cost. Sales are cer- 


[ it tain. Let's cooperate 
a ee oe PURCHASE 
ie; ae | PRESSURE 
aay J PLUS 





evens wQ has all 
other features of the 
L-R line of Flexible 


Couplings. Then stress 
ower te? 
- 
 oeehiand 6 =~ ae 


this new development. 
Your trade will agree 
, = Wee | 
Assembiy for Radial Removal 
of Connected Shafts 


} 
i 
am | 
ve Se 
” 
Ey ee! 
Ww 








you have something. 
Write for 
tors’ Profit - Making 
Plan. 


LOVEJOY 


FLEXIBLE COUPLING CO. 


4955 West Lake St., Chicago, Ill. 
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Distribu- | 
| holes splits, pitted or corroded sec- 


ment for handling them have been 
assembled in one complete volume. 
This yearbook consists of 52 illus- 
trated articles written by authorities 
covering all phases of the field. In- 
cluded is a properties chart giving 
graphic comparison of the physical 
properties of all types of plastic ma- 
terials; and a complete trade direc- 
tory, covering: machinery, equipment 
and supplies; custom molders, fabri- 
cators and designers; molder’s mark- 
ings; chemicals and raw materials; 
trade names of all plastic materials | 
in the United States, classified under 
their chemical make-up, and a wealth 
of other information relating to the 
plastic trades.—Modern Plastic Maga- 
zine, 425 Fourth Ave., New York City. | 


STAINLESS STEEL—A new tech- 
nical publication entitled “The Work- 
ing of Silcrome Stainless Steel,” giv- | 
ing detailed instructions on methods | 
of fabricating stainless steel with in- | 
formation as to the grades of tool 
steel best suited to each operation 
has just been published. This fac- 
tual data book has been prepared 
for the use of engineers, designers 
and other technical men interested in 
practical working methods, to guide 
them in using stainless steel to the 
best advantage. It contains practical 
advice on all the usual metal working 
operations, such as sawing, drilling, 
milling, threading, tapping, hot up- 
setting, forging, shearing, drawing, 
punching, spinning, brazing, solder- 
ing, welding and other metal opera- 
tions. In addition, this manual con- 
tains information on the proper selec- 
tion and heat treatment of the tool 
steels for the various operations.— 
Ludlum Steel Co., Watervliet, N. Y. 


PRODUCTION CONTROL INSTRU- 
MENT—A new booklet describing 
three new models of production con- 
trol instruments has just been pub- | 
lished, giving complete information 
on their use and operation. It is 
claimed by the manufacturer to be 
the only instrument that keeps a run- 
ning record of time and a count 
of pieces on the job, printing this 
information on a chart that is read 
like a typewritten report.—The 
National Acme Co., Cleveland. 


PIPE 
} 


neers, 


REPAIR HANDBOOK—FEngi- 
superintendents and _ main- 


, tenance men responsible for pipe line 


maintenance will be interested in the 
new “Pipe Handbook” just 
published. It the vari- 
kinds of pipe lines— 


Repair 
discusses all 
ous leaks in 
tions; and joints of various kinds. 
such as threaded joints, bell and 
spigot joints, welded joints, and col- 
lars, disclosing how repairs may be 
made without service interruption 
—M. B. Skinner Co., South Bend, Ind. 
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ECONOMY 


HOLLOW SET 


SCREWS 


MADE OF ALLOY STEEL 


There's an old adage about fine Goods 
coming in small packages. The box 
above is only 3”x3”x3” but what a 
wallop it carries in STRENGTH & 
HOLDING POWER with its 100 ECON- 
OMY HOLLOW SET SCREWS made of 
alloy steel "The Economy Way." 


Try them on your next job! 


ECONOMY MACHINE PRODUCTS CO. 


5217 LAWRENCE AVE., CHICAGO 

















DE-STA-CO Arbor Spacers for 
milling machine arbors—in the new 
cellophane package—bring added 
profits to the Dealer. 


Complete stock takes but little space, 
and requires only a small outlay. . . 
Properly displayed these spacers sell 
themselves . . . Customers who come 
in for other items buy them.. . Sales 
are increased ... Dealer profit is gen- 
erous—full dealer co-operation. 


Standard packages contain 25 spacers 
of assorted thicknesses, retailing at $1. 


Write now for dealer’s proposition. 


DETROIT STAMPING CO. 


. ESTABLISHED gis 


3439 W.FORT ST. OETAOIT 


MICH. 














The 
Lonergan 


Line 


Dependable as Time! 


For 65 years the Lonergan 
name has been identified 
with the successful manu- 
facture of power plant 
specialties—dependability 
throughout the years. 

Today there are highly 
profitable possibilities 
with the LONERGAN LINE 
anywhere in the Nation. 
You are wise in rec- 
ommending Loner- 
gan Pop Safety and 
Relief Valves, 
Gauges and other 
Specialties, for they 
have withstood the 
test of time. 












Write for Catalog, 
prices and complete 
information. 
Model! “‘BOE”’ SPECIALTIES for 
Steam, Air and 3 POWER PLANTS 


Pressure Gauges 
Standard Since 1872 


J. E. LONERGAN CO. 


213 RACE ST. PHILADELPHIA, PA 


WITH GENUINE 


JACKSON belt fasteners 


efndustrial plants using Jackson 
Belt Fasteners have the assurance of 
safety—protection against accidents 
and delays, for Jackson Belt Fast 
eners positively will not pull loose 
Users the world over will testify 
that these fasteners deliver perma- 
nent trouble-proof performance even 
under the most severe conditions. 


e}istributors capitalize on Jackson 
quality, for Jackson Belt Fasteners 
create satisfied customers whose 
business handled at satisfactory 
profit 

* Samples, 
formation 
request 


ISAAC JACKSON BELT FASTENER CO. 


18 VESEY ST., NEW YORK 
BEWARE OF IMITATIONS 


is 


in 
on 


other 
sent 


and 
be 


literature 
will gladly 























LIGHTWEIGHT PIPE — One of the | 
most interesting catalogs recently | 
published contains numerous photo- 
graphs of the various types and sizes 


of light-weight pipe. The booklet 
features the company’s lock-seam, 
spiral-weld pipe, with many charts 


and data on its construction and 
specifications. The 40-page loose-leaf 
-atalog combines selling appeal with 
excellent illustrations.—Naylor Pipe 
Co., Chicago. 





METAL SPECIALTIES—Thumb in- 
dexed for easy reference, this new 
30-page, two-color catalog contains 


attractive illustrations, descriptions 
and prices on toggle bolts, expansion 
anchors, all types of metal clamps, 
pipe hooks, straps, hangers and hooks. 
—The Paine Co., Chicago. 





LEGAL NOTICE 


STATE ME NT OF 


THE OWNERSHIP, MANAGEMENT, 


CIRCULATION, ETC., REQUIRED BY THE 
ACTS OF CONGRESS OF AUGUST 24, 
1912, AND MARCH 1933 | 


Of Mill Supplies, published monthly and semi ~~ aia | 
in December at pv Bony N. Y., tor October ‘ 
State of New York ? 


County of New York \** 


tefore me, a Notary Public in and tor the State and 
county aforesaid, personally appeared D. ¢ McGraw, | 
who, having been duly sworn according to law, deposes 
and says that he is the Secretary of the McGraw-Hill | 


Publishing Company, 
and that the 


Inc., 
following is, 


publishers of 
to the 


Mill Supplies, 
best of his knowledge 


and belief. a true statement of the ownership, manage | 
ment (and if a daily paper, the circulation), ete., of the | 
aforesaid publication for the date shown in the above | 
caption, required by the Act of August 24, 1912, as | 
amended by the Act of March 3, 1935 embodied in | 
|} section 537, Postal Laws and Regulations, printed on | 
the reverse of this form, to wit | 
1. That the names and addresses of the publisher 
editor, managing editor, and business managers are 
Publisher, McGraw-Hill ie Company, Ine., 330 
West 42nd St., N Editor, James A. Channon, 
330 West 42 nd St.. N. Y. CC. Managing Editor, None 
Business Manager, James A. Channon, 330 West 42nd 
; ¥.. ¢€ 


2. That the owner is: (If owned by 
|} name and address must be stated and 
thereunder the names and addresses ot 
ing or holding one per cent or more 


a corporation, its 
also immediately 
stockholders Own- | 
of total amount of | 











| stock If not owned by a corporation, the names and | 
addresses of the individual owners must be given. 
|} owned by a firm, company, or other unincorporated con 
|} cern, its name and address, as well as those of each 
individual member, must be given.) McGraw a oe 
lishing Company, Inc., 330 West 42nd St. | 
| Stockholders of which are James H. MeGra LW, 3 30° Wi a 
42nd St., . James H McGraw, Jr., 330 
| West 42nd St. N. Y. C. James H. MeGraw, James H 
McGraw, Jr., and Curtis W. McGraw, 350 West 42nd St., 
i = © Trustees for: Harold W. MeGraw, James H 
| MeGraw, ‘Ir., Donald C. McGraw, Curtis W. MeGraw, 
Curtis W. MeGraw, 330 West 42nd St.. N. Y. C. Donald 
©. MeGraw, 330 West 42nd St., N. Y. ¢ Anne Hugus 
Britton, 330 West 42nd St.. N. Y. ¢ Mildred W 
McGraw, Madison, N. J Grace W. Mehren, 33 West 
Grand Ave., Chicago, I J. Maleolm Muir and Guar 
anty Trust Co. of New York, Trustees for Lida Kell 
Muir 24 Fifth Avenue. N. Y. ¢ F. S. Weatherby 
271 Clinton Road, Brookline, Mass Elsa M. Wilses 
Madison, N 


That the known bondholders, mortgagees, and other 
security holders owning or holding 1 per cent or more of 


total amount of bonds, mortgages, or other securities 
are (If there are none, so state.) None 

4. That the two paragraphs next above, giving the 
names of the owners, stockholders, and security holder 
if any, contain not only the list of stockholders and 
security holders as they appear upon the books of the 
company but also. in cases where the stockholder or 
security holder appears upon the books of the compan 


as trustee or in any other fiduciary relation, the name of 


| the person or corporation for whom such trustee is act 
ing. is given; also that the said two paragraphs contain 
statements embracing affiant’s full knowledge and_ belief | 
as to the circumstances and conditions under which 
stockholders and security holders who do not apnear | 
upon the books of the company as trustees, hold stock 
|} and securities in a capacity other than that of a bona 
fide owner; and this affiant has no reason to believe | 
that any other person, association. or corporation has | 
any interest direct or indirect in the said stock, bonds 
| or other securities than as so stated by him | 
5. That the average number of copies of each issue of | 
this publication sold or distributed, through the mails | 
or otherwise, to paid subscribers during the twelve | 


|} months preceding the date shown above is 
| formation is required from daily publications only.) 
D. C. MeGRAW, Secretary, 
McGRAW-HILL PUBLISHING COMPANY, INC. 
Sworn to and subscribed before this 27th day of 
| September, 1937. 
H. E 


| [SEAL] 
Notary Public Clk’s No 


(This in- | 


me 


BEIRNE, 
Nassau County 74. N.Y 
| Clk’s No. 192, Reg. No. 8-B-115 

(My commission expires March 30, 


1938) 


MILL SUPPLIES © NOVEMBER 1937 


| A 





ROBBINS & MYERS 





CRANES 7 
CHAIN HOISTS* | 


TROLLEYS « WINCHES 


Write for our new "Bulletin 6161." It's 
full of hoist and crane information and 
model installations. 


ROBBINS & MYERS, 
HOIST & CRANE DIVISION 


SPRINGFIELD, OHIO 


FANS ¢ MOTORS e HOISTS ¢ CRANES 
Founded 1878 











ADVANCE-BADGER 

CAR MOVING TOOLS 

_.. SUGGEST THEM 

WHEREVER YOU SEE 

RAILROAD SIDINGS 
* 








THE POWER KING 
CAR MOVER 






* £ 


THE ADVANCE 
SAFETY CAR WRENCH 


* 


@ Wherever you see a railroad siding 
there is a prospect for business. Ad- 
vance-Badger Car Moving Tools can 
do the job quickly, safely, and with 
no lost motion. 

@ Distributors can help plants to cut 
costs and at the same time help them- 
selves to better business and bigger 
profits by pushing the sale of Advance- 
Badger Car Moving Tools. 


The ADVANCE CAR 
“MOVER CO., Inc. 


ppleton, Wisconsin 
PE ANADIAN ADVANCE CAR MOVER CO. 
WELLAND, ONTARIO, CANADA 























DID ie 


THIS CUSTOMER 


A DEMING 
DEEP WELL 
TURBINE PUMP? 


Who wouldn’t be happy to save 
up to 75% on water costs? That's 
what happens when you sell a 
Deming Deep Well Turbine Pump 
to a customer formerly paying 
high water rates. That’s why these 
pumps are easy to sell. 

Deming Deep Well Turbine 
Pumps are water lubricated. No 
oil or grease to contaminate the 
well. Get the complete facts about 
these fast-selling pumps... .Write 
today for FREE Catalog. 


THE DEMING COMPANY 
~ ou 


INDUSTRY NEEDS 


DEMING 
PUMPS 
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